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CADILLAC PRESENTS ITS 1950 MODELS—The — influence of hardtop convertibles is apparent in Cadillac's 1950 line. 
as been increased by five inches although wheelbase remains the same at 126 inches. 


The new models feature a longer, lower look with increased interior roominess and greater visibility. The chrome strip on the rear door 
is a ‘‘grille-type’' stone guard. One-piece, curved windshield and the large, curving rear window set off the upper body styling. Hydra- 


length of Series 62 four-door sedan shown above 


Matic drive is standard equipment on Series 62 and 60 Special models, and optional on Series 6! and 75 models. 


(Cadillac prices cut $30 to $211; see story on page 46) 


GM Sees Strong Demand 
As N. Y. Show Opens 


Sparks 


State of the nation’s economy: 
Up 

Auto Output — Week’s total of 
149,550 vehicles in U. S. plants is 
slightly above previous week’s 146,- 
783, but well ahead of the 109,845 
in the same week a year ago. 

WHOLESALE Prices — In week 
ended Jan. 10, index moved to 
151.2 percent of the 1926 average, 
0.5 percent above previous week. 

PersonaL INcome—Annual rate in 
November was $209,700,000,000, 
compared with $209,000,000,000 in 
previous month. 

Pusuic Savincs — $1,408,000,000 
was put away last year, 22.6 per- 
cent more than in 1948—a new 


record. 
* - * 


Down 


Farm PopuLaTion—In April, 1949, 
28,258,000 lived on farms, compared 
witn 30,546,911 in April, 1940, a drop 
of 7.5 percent. 

JeweLtry — Wholesalers’ business 
in November declined 10 percent 
from like 1948 month, but was 8 
percent above October. 

+ - + 


General 


Nationa Dest—On final day of 
1949, government debt bounded 
above $257,000,000,000, raising the 
current deficit to $3,299,798,921. 


Top Cars 


New-car registrations for 10 
months, plus 48 states for No- 
vember and eight for December: 
1949 Pos. Make 1948 Pos. 
1—955,873 Chev. 649,506— 1 
2—718,957 Ford 428,571— 2 
3—477,488 Plym. 313,107— 3 
4—344,644 Buick 224,157— 4 
5—293,378 Pontiac 208,917— 5 
6—249,762 Dodge 192,407— 6 
7—246,607 Olds. 165,868— 7 
8—182,222 Stude. 131,814— 8 
9—165,751 Mercury 125,306— 9 
10—125,699 Hudson 97,725—11 
11—125,251 Nash 96,423—12 
12—119,593 Chrysler 95,380—13 
13— 94,818 DeSoto 74,351—14 
14— 90,896 Packard 70,111—15 
15— 74,335 Cadillac 54,323—17 
16— 54,617 Kaiser 103,080—10 
17— 34,976 Lincoln 28,354—18 
18— 26,715 Willys 19,344—20 
19— 15,298 Frazer 54,417—16 
20— 9,622 Crosley 24,292—19 
21— 4,989 Ang.-Pref. 2,729—22 
22— 3,201 Austin 8,310—21 
Total All Makes 
4,419,434 3,175,120 
For further details see page 
30, today’s issue. 


By Bob Finlay 
Managing Editor 
EW YORK. — General Motors 
made it clear last week that 
it was still driving foreward as it 
opened its Midcentury Motorama 
at the Waldorf-Astoria. 

Crowds flocked to the show, 
which brought together stars of 
industry as well as of show busi- 
ness. 

The event glistened with showy 
attractions and beautiful models, 


60% of Dealers 
Polled Oppose 
FTC Pack Code 


ANY, but not all, new-car deal- 

ers are flatly opposed to any 
imposition of regulations on finance 
transactions by the Federal Trade 
Commission. 

This was the conclusion drawn 
last week from an Automotive 
News survey of a cross-section 
of leading dealers in every part 
of the country. 

Replies ran the gamut of the 
emotional scale, ranging from “bit- 
terly opposed” and “superfluous” to 
“wholeheartedly endorse” and “no 


objections.” 
* ¢ 


» 

[ pRALeRs expressing opposition 

to the anti-“packing” code out- 

numbered those favoring its estab- 

lishment, or expressing “no objec- 

tions,” by a margin of about three 
to two. 

The National Automobile Deal- 
ers Assn., meanwhile, was pre- 
paring to conduct its own writ- 
ten survey of membership re- 
action to the proposed rules. 

In order to submit a report on 
the opinions of its constituency to 
the FTC, 
the commission to delay an open 
oral hearing scheduled on the code. 
The hearing has been slated for 
Feb. 2 in Washington. 

The Nitional Used Car Dealers 
Assn. has already asserted its op- 
position to finance controls, while 
at the same time denouncing time- 
gouging practices. 

* x * 

TS majority of new-car opera- 

tors contacted in the AUTOMOTIVE 
News poll endorsed or assailed the 
proposed regulations on a carte 
blanche basis, but a few presented 
specific objections or recommenda. 
tions. 

One dealer suggested that the 
federal excise tax be included in 
the itemized listing of the terms 

(Continued on Page 10, Col. 3) 


the NADA has asked} 


but underneath there were signifi- 

cant tones from a_ corporation 

which has earned more than $600,- 

000,000 in 1949—a figure never be- 

fore attained by a U.S. corporation. 
* + * 

LFRED P. SLOAN JR., chair- 

man of the board, asserted that 
a strong backlog of demand still 
existed and that the market still 
was not a buyers’ market. 

C. E. Wilson, president and 
chief executive officer, declared 
that auto production would be 
pushed past record 1949 levels 
until “we can’t sell that last car- 
load of cars.” 

Sloan predicted that auto volume 
of 1950 would approach that of 
1949, while Wilson asserted that 
1950 would be a very prosperous 
year. 

+ * * 

HEME of the show was “Fore- 

ward from 1950,” and while the 
accent was on confidence there 


- Photos on page 2, 


were warnings against trends that 
might stifle progress. 

C. F. Kettering, still a star on 
the GM team despite his “retire- 
ment,” declared that the indus- 
try would go ahead as long as 
it kept giving the customer a 
better profit than it took itself. 
On an immediate problem, Wil- 
son said that the coal trouble 
would start hurting GM production 


(Continued on Page 47, Col, 1) 


Guide to 


a salesman 





sell is time. 


Body 
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Stocks Rise Slightly 
As Production Pace 


Hits 149,550 in Week 


New Cars Now Average 
11% Per Dealer 


By Bernie Thomas 
Associate Editor 

ECEMBER sales of new cars 

dropped to the lowest level in 
10 months, but dealers entered 1950 
with inventories, on the average, 
at medium level. 

Dealers’ stocks around the na- 
tion, according to Automotive 
News’ figures, included 298,781 
units actually on hand, plus an- 
other 188,500 in transit, for a 
total of 461,467—an average of 
11% cars per dealer. 

Overall, the Jan. 1 total was 
slightly more than 40,000 units, or 
one car per dealer, higher than 
the month before. The entire in- 
crease was accounted for by in- 
transit volume. 

During December, dealers actu- 
ally sold more cars than were made 
in the month so that stocks actu- 
ally on hand around the country 
dropped from 298,781 to 272,967 
units by Jan. 1. 

* * * 
be THE latter days of 1949, how- 
ever, plants again were produc- 
ing at near postwar high levels. 
Thus, in-transit volume jumped 
from 122,000 to 188,500 vehicles. 

Manufacturers consider Jan. 1 
inventories as being abnormally 
low for what they expect will be 
a boom spring selling season. 

To that end, they are gearing 
their assembly lines for alltime 
high production. 

Starting in February, six days of 
nine-hour activity are slated at 
many plants. Ford’s Somerville 


(Mass.) plant has announced defi- 
(Continued on Page 54, Col, 4) 


New-Car Stocks 
Average in Dealer Hands 
and in Transit 


1950 .11% 
1949 .10% 
1949 14 
1949 15% 
1949 14% 
1949 

, 1949 
1948 
1948 
1946 


Automotive 


Selling: Work 


JAN. 
Dec. 
Nov. 
Oct. 
Sept. 
APR. 
Fes. 
JULY 
JAN. 
JAN. 
News Estimates 


Eprror’s Note: Below is the second installment of John O. Munn’s 
book on automobile selling, comprising*Chapter III, entitled “Plan 
Your Work and Work Your Plan”: 


By John O. Munn 


NAPOLEON excelled in anticipatory measures. So does a wise sales- 
‘‘ man. While spending his time in routine work he plans for and 
anticipates the time he can spend with customers in creating sales. 
Institutions are continuously cutting the cost of pro- 

duction by economizing workers’ time. The time of 

is far more important. 


All he has to 


Most automobile salesmen already spend plenty of 
time on the job, so it is obvious that increasing one’s 
efficiency calls for a more effective use of time rather 
than merely putting in more time. 

In other words, plan to use more time for the 
exercise of your selling ability. Plan to increase the 
proportion of your time in which you are face to 
face with your prospect. 


J. O. Munn 


spent each day in creative selling. 


| Perhaps you yourself have made these same conclusions concerning | 


The time between calls, and that devoted to greet- 
ings and pleasantries often amount to more than is 


Coal Shutdown Threat 
‘To Soaring Output 


iC== 125,433 of them, along with 
4 24,117 trucks, for a total of 149,- 
550 vehicles— poured from U. S. 
assembly lines last week, according 
to Automotive News’ estimates. 

If there was ever any doubt 
that plants are determined on an 
alltime high production surge, it 
can now be dispelled. But the 
threat of a steel shutdown, due 
to the coal strike, clouded March 
output prospects. 

The previous week’s production 
in U. S. plants, on revision, showed 
an accounting of 122,767 cars and 
24,016 trucks—a total of 146,783 
units. 

Beginning in February, indica- 
tions are that overtime and six-day 
operation will be the general rule. 
No one can guess, with any appre- 
ciable degree of accuracy, what 
maximum production will result in 
weekly totals after Feb. 1. 

* * * 

ESPITE the lack of overtime 

this month, even January is 

certain to go down as one of the 
industry’s best postwar productive 
periods. 

With seven days still left to 
work, U. S. plants have already 
assembled 43,000 more _ vehicles 
than they did in all of December. 

Through last week, January 
production thus far _ included 
$40,274 cars and 65,528 trucks for 
a total of 405,802 vehicles. The 
remainder of the month—or seven 
working days—should add an- 
other 210,000 vehicles to that 
total. 

Thus, final January output tabu- 
lations may include 516,274 cars 
and 99,528 trucks for a near post- 
war high accounting of 615,802 
vehicles. 

* + ” 

HE industry’s best previous 

output month was _ registered 

last August, when U. S. plants as- 
sembled 559,773 cars and 101,757 
trucks—a total of 661,530 units. 

| The August record will prob- 
| ably be exceeded in March, unless 
| a steel shutdown eventuates. 

| Henry Ford II, president of Ford 
| Motor Co., going beyond March, 


(Continued on Page 54, Col, 1) 


Your Plan 


lost time on many occasions. In 
that case, the necessity of conserv- 
ing your time has been forceably 
brought home to you. 

+ . 


Time on Selling 

Most salesmen will agree that 
- the relative success of different 
salesmen is almost in proportion to 
|the amount of time that is utilized 
in actual sales effort. A vital factor 
in increasing the effectiveness of 
your selling effort, therefore, is 
utilizing your time to the best 
advantage. 

The salesman who plans, other 
things being equal, is the one who 
sells the most cars. He is a better 

(See MUNN, Page 46, Col, 5) 
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Trial Sped After Defense Presents No Witnesses. . . 





‘ Tucker Fate in Hands of Jury 


|to Ypsilanti, Mich., and watch the 
rest of the world go by.” 

Accusing Tucker of trading upon 
the reputation of the late Harry 
Miller, builder of racing cars, the 
government prosecutor labeled such 
claims as “the lowest type of false 
misrepresentation imaginable.” He 
added that Miller’s widow and son 
had testified Tucker contributed 
nothing to the engineering design 
of Miller’s cars. 

Downing answered a principal 
argument of defense attorneys who 
contended that the company had 
insufficient funds to produce a car. 
He quoted Tucker as saying in 
1947 that $20,000,000 was enough. 

“They got more than that,” 
Downing asserted. “They got 28 
million. They sold $17,450,000 of 
stock to John Q. Public on the 
basis of a prop car that wouldn’t 
even run. For their intentions 
they had too much money.” 

Furthermore, he declared, the 
prosecution had proved that Tucker 
put some of the money collected 
from dealers into his personal bank 
account. Those victimized, he said, 
included dealer distributors, stock- 
holders and purchasers of accessory 
“packages.” 

Downing worked each defendant 
into the picture later by recalling 
the evidence of witnesses who testi- 
fied they were present at meetings 
in which the other officials par- 
ticipated. He quoted various de- 
fendants as saying, after the money 
had been collected, they were told 
that plans and designs were not 
as had been ballyhooed. 

The jury was excused Tuesday 
morning when wrangling arose 
among attorneys for the prosecu- 
tion and defense over court in- 
structions to the jurors. Albert 
Dilling, counsel for Robert Pierce, 
started the fireworks by filing an 
89-point “request for instructions 
to the jury,” after which the argu- 
ments continued in Judge LaBuy’s 
chambers. 

Defense attorneys presented 
their side of the case to the jury, 
starting Thursday morning, and 
were expected to take up the 
remainder of the week in the 
process. The government will 
have the last word, after which 
the court will issue instructions 
to the jury. 

Then will come the verdict. 

After publicizing the fact for 


By Mel Adams 
Staff Correspondent 

CHICAGO.—The trial of Preston 
Tucker and seven former Tucker 
Corp. associates on criminal 
charges before Federal District 
Judge Walter J. LaBuy neared the 
stage of court instructions and jury 
consideration Wednesday when the 
prosecution summed up its case. 

U. 8S. Attorney Otto Kerner jr. 
chose one of his assistants, Rob- 
ert J. Downing, for this assign- 
ment. 

Without raising his voice or re- 
sorting to other dramatics, Down- 
ing addressed the jury in an all- 
day session. He divided his indict- 
ment of the defendants into five 
parts, as follows: 

Chronology of the Tucker Corp.. 
misrepresentations in the form of 
claims versus realities, experience 
of individuals who were alleged to 
have been defrauded, intent through 
taking money followed by a recital 
of where the funds went, and an 
analysis of payments to each de- 
fendant. 

Downing based his attack upon 
testimony by the 73 witnesses for 
the prosecution. In general terms 
he opened his address to the jury 
by stating that instead of a car, 
Tucker designed “the biggest 
fraud ever perpetrated upon the 
people of the United States.” 

He charged further that Tucker 
told a friend his real purpose = 
organizing the company was to 
“make a Tot of money and go back 
Seen ee 


Creditors OK 
Plan Calling for 
Playboy Revival 


BUFFALO.—A plan for reviving 
Playboy Motor Corp. received cred- 
itors’ approval in federal court. 
Judge John Knight directed attor- 
neys to prepare a formal order 
confirming the plan which calls for 
the manufacture of a small auto- 
mobile marketable at approximate- 
ly $800. 

Meanwhile, he permitted Trustee 
Allen H. Gardner to proceed with 
the auction sale of machinery and 
other physical assets at the Play- 
boy plant. 

A group of Chinese engineers. 
associated with Lytemobile Co. of 
New York, will attempt to put the 
projected small car into produc- 
tion. S. C. Hu, Lytemobile presi- 
dent and chief engineer, also has 
offices in New York. 

Dealers who advanced money for 
Playboy franchises and then were 
unable to get cars to sell are in 
favor of the plan submitted, At- 
torney John E. Leech said. 

He said a committee of three 
dealers was formed to represent all 
of the franchise holders who are 
located throughout the United 
States and in a number of foreign 
countries. 

The committee consists of Edwin 
Jackson, Great Neck, L. I.; Elmer 
Harlow, Battle Creek, Mich., and 


















Parley Committee 


Named in Ohio 


COLUMBUS, O.—The Ohio Auto- 
mobile Dealers Assn. reports a 
committee has been appointed to 
arrange for the annual convention 
of the association, which will be 
held here in the Neil House Oct. 
23-24: 

D. Paul Davies, Columbus, Chev- 
rolet dealer, is chairman of the 
group, which includes: George C. 
Bobb (Chevrolet); C. W. Spooner 
(Chrysler); James Saeger (Buick); 
and Samuel A. Wolf (Oldsmobile), 
all of Columbus, and William Du- 


oo Carruthers, Contacook, Brul (Chevrolet), Delaware. 
Other creditors, besides the Walt R. Hamer, secretary of the 


Ohio association, and John B. 
Barton, secretary of the Columbus 
association, complete the commit- 
| tee. 


franchise holders, have voted over- 
whelmingly for the plan, since it 
was proposed a month ago, Leech 
said. 





GUESTS AT CROWELL-COLLIER OPEN HOUSE—Francis Cardinal Spellman and automo- 
tive leaders were on hand for the formal opening of the Crowell-Collier Publishing Co.'s 


new building at Fifth Ave. and 5Sist St. in New York. The 18-story building houses the 
executive and editorial offices of Crowell-Collier's three magazines—Collier's, American 
Magazine, and Woman's Home Companion—as well as of its book ae subsidiary, 
P. BP Collier & Son Corp. Left to right are Thomas H. Beck, Crowell-Collier board chair- 
man; Cardinal Speliman; K. T. Keller, president of Chrysier Corp., and Royce:G. Martin, 
president of Electric Auto-Lite. 







































several weeks that they intended 
to call witnesses of their own dur- 


offer opposition of this nature. 


Instead, the lawyers, one by 
one, in behalf of their clients, 
called out each name and added 
that the client “rests.” The up- 
shot of it all was that the entire 
defense decided upon the “rests” 
strategy. 

Attorneys for defendants Mitchell 
W. Dulian, Otis Radford and Cliff 
Knoble followed by requesting dis- 
missals for this trio, and Assistant 
U. S. Attorneys Lawrence Miller 
and Robert Downing compromised 
by eliminating some of the 31 
criminal counts. 


Tucker deviated from normal 
procedure at this stage of the trial 
by issuing a statement after the 
action of his attorney, William 
Kirby. in resting his case. 


Prices Reduced 


On Ford Trucks, 
Station Wagons 


DEARBORN.—Factory list prices 
of 1950 Ford and Mercury eight- 
cylinder station wagons were re- 
duced $148 Friday, while Ford 
trucks were reduced by amounts 
up to $80. 

Ford also announced addition to 
its line of a six-cylinder Custom 
Deluxe station wagon, priced at 
$1,895 factory list. The V-8 Ford 
station wagon is now $1,970 and 
the Mercury model, $2,397. 

New factory list prices on repre- 
sentative Ford truck models, with 
reduction amounts in parentheses, 
are: a 
F-1 pickup six, $1,175 ($45); F-1 
panel six, $1,370 ($45); F-2 express 
six, $1,295 ($80); F-3 express six, 
$1,380 ($70); F-4 chassis-and-cab 
six, $1,340 ($35); F-5 conventional 
chassis-and-cab six (158-inch wheel- 
base), $1,420 ($35); F-6 conventional 
chassis-and-cab eight (158-inch 
wheelbase), $1,705 ($20). 

* * + 


Packard’s Ultramatic, 


Custom Line Cut $40 

DETROIT.—A $40 reduction in 
the advertised-delivered prices of 
Ultramatic drive and the two 
models in its Custom series was 
announced last week by Packard. 

Ultramatic is standard on the 
Custom line, and new prices of 
$3,935 and $4,480 were posted on 
the Custom four-door sedan and 
convertible, respectively. 

As optional equipment on all 
other Packard series, Ultramatic is 
now available at a retail listing of 


$185. 
Holland Sues 
‘500’ Winner Files Against 


Movie Producers 


PHILADELPHIA. — William A. 
Holland, Reading, Pa., winner of 
the Indianapolis 500-mile race last 
May, has filed suit for $250,000 
damages against the producers of 
the motion picture, “The Big 
Wheel,” 

In his complaint, Holland charged 
that the film belittled his reputa- 
tion as a race driver and deceived 
the public. He claimed that “an 
actor impersonated himself as 
your plaintiff and is saved from 
defeat in the last lap by the hero 
of the play, portrayed by Mickey 
Rooney, only because of the break- 
down of the hero’s car.” 

“In the actual race,” the com- 
plaint continued, “your plaintiff 
won because of his great skill, en- 
durance and experience.” 

Holland claimed that this alleged 
misrepresentation entitled him to 
money damages and to an order 
restraining further showing of the 
picture. 

Named as defendants in the suit 
were United Artists Corp., distrib- 
utors of the picture, and the pro- 
ducers, Popkin, Stiefel, Dempsey 
Productions. Partners in the latter 
firm were named as Mickey Rooney, 
Jack Dempsey, Harry M. Popkin 
and Samuel Stiefel of Hollywood, 
and Alex G. Stiefel of Cheltenham, 
Pa. 
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ing the week, the defendants and| | 
their attorneys agreed upon a sud-| | 
den, surprise shift by declining to}, 





LOOKING AT NEXT 50 YEARS—At the N. Y. luncheon for industrialists preceding opening 
of the General Motors Midcentury Motorama, these corporation spokesmen discussed the 
next half-century. Left to right are C. E. Wilson, GM president; A. P. Sloan jr., chairman 
of the board, and C. F. Kettering, GM consultant and retired research chief. 
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SPECIAL OLDS HOLIDAY FOR EXHIBITS—interior trim of this special 1950 Oldsmobile 
Holiday coupe, named the ‘'Palm Beach,"’ is finished in green alligator leather with con- 
trasting upholstery and head lining in woven nylon simulating Irish linen. The body is 
painted an iridescent surf green, with the all-steel top a cabana sand color in a deckled 


finish. Special white sidewall tires enhance the exterior appearance. 
ellow and the instrument panel has a lavish chrome 
Oldsmobile and General Motors styling engineers 


panels are portly lacquered wicker in 
treatment. The car, a joint product o' 
was especially made for displa 
Astoria hotel in New York during the GM 


at automobile shows. It is on display at the 


Inside front door 


aldorf- 
Mid-Century Motorama. 





New Talks Raise Hopes 
For Peace at Chrysler 


By Mac Gordon 
Associate Editor 
QOsnoULae of new negotia- 
tions sustained hopes last week 
that a pension strike at Chrysler 
Corp. would be averted. 

In another sign heightening the 
possibility of a pre-strike settle- 
ment, it was reported at press 
time Thursday that UAW-CIO 
President Walter P. Reuther 
would enter the deadlocked pen- 
sion discussions, 

Several observers, inclined to be- 
lieve a strike would be avoided, 
maintained that the union was 
merely displaying a show of mili- 
tancy designed to wheedle a better 
pension deal from Chrysler. 

+ os + 


[= seven-day strike notice given 
Chrysler expires Wednesday 
(Jan. 25). The UAW has complied 
with all the strike-notice require- 
ments of the federal and state laws. 

A strike would idle nearly 90,000 
workers in Chrysler plants in three 
states and result in shutdowns of 
such key suppliers as Briggs and 
Electric Auto-Lite. 

Norman Matthews, the UAW’s 
national Chrysler department 
chief, gave the strike notice to 
company negotiators a day after 
details of the corporation’s pro- 
posal were made known. 

Main points of the Chrysler pen- 
sion offer paralleled the Ford old- 
age retirement plan adopted last 
September. Chrysler proposed non- 
contributory $100 monthly pensions 
(embracing federal social-security) 
and a five-year pension plan freeze. 

In rejecting the proposal, Mat- 
thews charged it omitted the Ford 
plan’s provision for a joint adminis- 
tration board composed of both 
company and union representatives. 
He also objected to the proposed 
five-year extension of the Chrysler 


Smith Elected 
Omaha President 


OMAHA.—H. P. Smith has been 
elected president of the Omaha 
New Car Dealers Assn., succeeding 
A. E. Miller. S. A. Mann was elected 
vice-president. 

Other officers are Holland W. 
Campbell, secretary-treasurer, and 
Norman Sample and Miller, direc- 
tors. 





contract, except for suggested an- 
nual reviews of general wage scales. 
* * a 


CHRYSLER General Manager | 
Herman L. Weckler, in a letter 
to all UAW members on company | 
payrolls, called the proposal “a 
good one.” 
“These proposals,” he stated, “are | 
the result of careful studies that 
we have made on the whole subject | 
of pensions, with a view to provid- 
ing sound retirement benefits for 
our employes.” 

| 


Under Chrysler’s plan, eligible 
pensioners would include retired | 
workers with 25 years of credited | 
service. The Ford program has a 
retirement requirement of 30 years’ 
work, 

Improved life-insurance bene- 
fits, as well as enlarged perma- 
nent and total-disability 
insurance plans, were also pro- 
posed by Chrysler. 

Weckler said Chrysler had begun 
the study of pensions last Oct. 5 
and presented a rough outline of 
its plan to the union on Jan, 5. 

Ford announced that the Chase 
National Bank of New York had 
been selected as trustee for its 
pension fund. Benefit payments to 
Ford pensioners begin Apr, 1. 





Delco Becomes 
Third to Lower 


Battery Prices 


DETROIT.—Lower lead costs re- 
sulted in Delco’s battery prices 
being cut 10 percent last week, the 
third make on which such action 
has been taken this year. 

Earlier Prest-O-Lite Battery Co 
and Electric Auto-Lite announced 
price cuts averaging about 8 per- 
cent. Prest-O-Lite said its cuts 
brought battery prices generally 
down almost 25 percent below 1948 
levels. 

All manufacturers ridiculed spec 
ulation that the price cuts were 
brought on by a condition of over 
supply. 

Trade observers said battery in- 
ventories are normal, sales volume 
slightly higher than last year and 
that prospects are that demand wiil 
continue good. 


i 
| 
i 
' 











HE 
mi 
that 1 
activi 
tion | 
to meé 
moted 
on by 
it is | 
same 
passe! 
year 1 
Obje 
tives, 
risky, 
object 
later | 
Be 
strail 
tions 
but a 
the | 
this | 
I ca 
tory ¢ 
all th 
many 
been s 
chand 
pears 
parker 
salesr« 
“Bold 
text ¢g 
truck, 
was pi 
tor de: 


If All 
N ’ 

su; 
trades, 
that t1 
busine 
ceived 
finance 
Deal 


He 

At 
7. 

Lis 

WAS 
turers 
for the 
hibitio1 
the ass 

Buic! 
outh, | 
Corp. ; 
will hi 
Haddo} 
Nash v 

Lincc 
Frazer, 
White 
Packar 
Ambas: 

Prize 
the cor 
86 gifts 
at the 

The 
be on 
pianist, 
burne | 
of Un 
magazi 
Feb. 6 
will pr 
Wife.” 





Othe: 
Comme 
Credit, 
Univer: 
Comme 


Washing 





1g Opening 
cussed the 
, chairman 





Yidsmobile 
with con- 
e body is 
a deckled 
iront door 
ish chrome 
engineers 
: aldorf- 


ited an- 
e scales. 


Manager 
a letter 
ompany 
osal “a 


ed, “are 
ies that 
subject 
provid- 
fits for 


eligible 
retired 
credited 
1 has a 
0 years’ 


bene- 
perma- 
pility 
0 pro- 


d begun 
Oct. 5 
tline of 
Jan, 5. 
> Chase 
rk had 
for its 
ients to 
a 


osts re- 
prices 
ek, the 
action 


ery Co 
lounced 
8 per- 
s cuts 
nerally 
»w 1948 


d spec 
Ss were 
if over 


ery in- 
volume 
ar and 
ind wiil 





HERE has been an insistent de- 

mand on the part of dealers 
that this column comment on the 
activities of factory truck promo- 
tion departments. Dealers object 
to many methods and ideas pro- 
moted, recommended and insisted 
on by factories. They say that, if 
it is not stopped with trucks, the 
same methods will be employed in 
passenger-car sales promotion this 
year to the ruin of many dealers. 

Objecting to factory representa- 
tives, or direct to headquarters, is 
risky, dealers tell me. If they 
object they are singled out for 
later “retaliation.” 

Be that as it may, I feel con- 
strained to make some observa- 
tions not in a critical attitude, 
but as a contribution to help keep 
the merchandising standards of 
this trade on a high plane. 

I can’t believe that the top fac- 
tory executives are familiar with 
all that goes on. For instance, 
many dealers since September have 
been sent a copy of a factory mer- 
chandising bulletin in which ap- 
pears a photograph of a _ truck 
parked in front of a competitor's 
salesroom. The caption’ reads, 
“Bold Move, but It Worked.” The 
text goes on to reveal that this 
truck, decorated with huge signs, 
was parked in front of a competi- 
tor dealer’s door all day, every day. 
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If All Did It? 


ON THE same page advertising 
suggestions are offered on truck 
trades. Reference was also made 
that truck trading was a profitable 
business because the dealer re- 
ceived a retroactive bonus plus 
finance rebates. 

Dealers ask, imagine what will 





Headquarters 
At NADA Parley 
Listed by Makers 


WASHINGTON.—Auto manufac- 
turers are planning special events 
for the NADA convention and ex- 
hibition, Feb. 5-8 at Atlantic City, 
the association announces. 

Buick, Chevrolet, Dodge, Plym- 
outh, General Motors Acceptance 
Corp. and International Harvester 
will have quarters at Chalfonte- 
Haddon Hall, DeSoto, Ford and 
Nash will be hosts at the Traymore. 

Lincoln-Mercury, Hudson, Kaiser- 
Frazer, Oldsmobile, Studebaker and 
White will be at the Claridge, while 
Packard will hold forth at the 
Ambassador, 

Prizes will be awarded during 
the convention. Topping the list of 
86 gifts is a mink cape, to be given 
at the family party, Feb. 8. 

The Kaiser-Frazer Quartet will 
be on hand, and Evelyn Tyner, 
pianist, will entertain at the Shel- 
burne Penthouse, through courtesy 
of Universal Underwriters. Life 
magazine will give a cocktail party 
Feb. 6, and Paramount Pictures 
will present a preview of “Dear 
Wife.” 

Other parties will be given by 
Commercial Credit, Universal CIT 
Credit, Associates Discount Corp., 
Universal Underwriters, Bankers 
Commercial and Girard Trust. 


Index 
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(The opinions expressed herein are those of Columnist 
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By John O. Munn 


happen if all dealers who handle 
trucks constantly parked a demon- 


strator in front of competitors’ 
salesrooms as a sales tactic? Sup- 
pose all dealers emphasized the 
liberality of the trade, rather than 
the quality of the merchandise. 
What would come to pass if all 
dealers depended on bonuses and 
finance rebates for their profit in 
merchandising motor vehicles? 

The bonus won’t compensate for 
a lot of aged trucks on their used- 
ear lots. Finance rebates have 
shrunk considerably from the pre- 
war level. 

Someone has said: “The com- 
bat for business should be con- 
| ducted according to the rules of 
the game and not by acts of 
cleverness or trickery. A steam- 
roller in a rose garden is no more 
out of place than a trickster or 

a pirate in the fair field of mer- 
chandising.” 

This industry can’t afford to 
lower the standards of merchandis- 
ing. Dealers want good, clean com- 
petition and think that factories 
should inspire and encourage only 
that kind. 

+ + * 


Just Good Business 

VERY dealer was raised and 

nourished on competition. They 
take it as a good, clean sport. They 
realize that competition continually 
and persistently compels them to 
be progressive and enterprising. It 
is a stimulus to improve their 
service to their community. They 
say intelligent competition is an 
important factor necessary to ad- 
vancement. 

Many dealers object strenuously 
to factory programs that urge them 
to make price concessions. They 
elaim there is nothing weaker or 
more unprincipled in business than 
granting a price concession to a 
customer who is a hard bargainer, 
and then charging list price to 
those who place full confidence in 
the dealer’s integrity and rely on 
him for a square deal. 

Lasting business is not built on 
such insecure foundations and 
practices. They are certain to 
react ultimately against the one 
who employs them. This industry 
is too big to attempt to operate 
on any other basis than a high 
standard of ethics. High ideals 
must not be compromised. Per- 
manent, successful business is not 
built upon expediency or loose 
practices. 

So let’s set the exaniple, both 
factory and dealers, in our sales 
methods, of which we can all be 
proud. It is not only idealistic and 
moral to do so. It is good business. 


. 

Florida Dealers 

e 
Planning Huge 

2 8 
Show in Spring 
MIAMI, Fla.—Preliminary plans 
for one of the biggest automobile 
shows ever held in the South were 
outlined at a monthly meeting of 
the Miami Automobile Dealers 
Assn. here by General Chairman 
Jack Zeder. 

The show is set for mammoth 

Dinner Key auditorium, one of the 
few in the U. S. with sufficient floor 


space to accommodate such con- 
ventions as the American Legion. 


Ray Chamberlain, NADA conven- 
jtion expert, who has been engaged 
to supervise the show, will arrive 
about Feb. 15. Tentative show date 
is between Apr. 22 and May 4, or 
after the Miami Pan-American 
Fiesta and just before the inter- 











national convention of Kiwanis 
clubs, 

Because of the adequacy of facili- 
ties it is expected that other 





industries allied with the automo- 
bile business will share in the ex- 
hibits. A novelty will be a used car 
sale in the open air, on the plaza 
adjoining the convention hall. 












AUTOMOTIVE NEWS, JANUARY 23, 1950 


Dealers tell me 


alent 


Planning ‘Wheels of Fibedon! 





STAGE SETTING OF CHICAGO AUTO SHOW —The sketch above is the artist's con- 
ception of the stage setting for the Wheels of Freedom spectacle to be presented twice 


dail 


at the 42nd annual Chicago Automobile Show 


Feb. 18-26, in the International 


amphitheater, Flanked by 24-foot high pictures of Washington and Lincoln, the huge stage 
reveals also an old-time ship, and the special raised stage on which 1950 model passenger 


cars will be paraded. 


; Peis — 
CHICAGO SHOW COMMITTEE—Pictured in the group in charge of the 42nd annual 


Chicago Automobile Show to be held Feb. 18-26, at the International amphitheater are, 
seated (left to right): Frank H. Yarnall (Ford), president of the Chicago Automotive Trade 


Assn.; James F. McManus jr. 


Standing: James F. 


(Chevrolet), show chairman, and Ralph J. 
Goodwin (Dodge-Plymouth); M. F. McCart 
Edward L. Cleary, show manager, and Ben T. Wright (Lincoin- 





Scheu (Nash). 
(International Harvester); 
ercury). 


Chicago Links Safety Drive 
To CATA Show Period 


CHICAGO.—Support from Mayor 
Martin H. Kennelly and the Chi- 
cago Safety Information Commit- 


tee, of which he is chairman, was} 
|than normal eagerness after a lull 


won last week by the Chicago Au- 
tomobile Trade Assn, in connection 
with the 42nd annual Chicago Au- 
tomobile Show here Feb. 18-26. 

Simultaneously with the issu- 
ance of a proclamation by the 
mayor wherein he designated the 
period of the show as traffic 
safety and accident prevention 
week, the Chicago Safety Infor- 
mation Committee in cooperation 
with CATA, announced the im- 
mediate launching of a safety 
slogan contest open to all Chi- 
cago public and parochial high 
school students. 

Identical prizes will be given to 
the three winners in the public and 
parochial high school divisions in 
the form of U. S. savings bonds, 
with $100 for first, $50 for second 
and $25 for third. 

Following a similar affair sev- 
eral weeks ago for newspaper auto 
editors, the show committee was 
host last week to a dinner party 
for radio and television represen- 
tatives. 

James F. McManus jr., show 
chairman, raised his advance 
estimate of attendance to around 
450,000 and said it may hit even 
higher. 


He based his forecast upon the | 


record of each show in drawing 


Show Opens Feb. 9 
e 
In Endicott, N. Y. 

BINGHAMTON, N. Y.—An auto- 
mobile show will be sponsored by 
the Endicott chamber of commerce 
and the Vestal junior chamber of 
commerce Feb, 9-11 at the Endicott 
recreation center. 

This will be the first auto show 
ever staged in the Endicott area, 
according to Jack Bartholomew, 
director of the Vestal junior cham- 
ber. 


Jeff Messemer, Arnold Gardner 
and William Hanson have been ap- 


pointed to represent automobile 
dealers in connection with the 
show. 








larger crowds than its predecessor, 
the keen interest in new models, 
and the fact that the forthcoming 
show will be awaited with more 


of 10 years since the last one was 
held. 

The show, titled “Wheels of Free- 
dom,” will occupy 155,207 square 
feet of floor space. 

McManus said 80,249 square feet 
will be occupied by the following 
makes of cars, displayed completely 
as to model styles: Buick, Cadillac, 
Chevrolet, Chrysler, DeSoto, Dodge, 
Ford, Frazer, Hudson, Kaiser, Lin- 
coln, Mercury, Nash, Oldsmobile, 
Packard, Plymouth, Pontiac and 
Studebaker. 


Makes of motor trucks, requiring 
approximately 44,000 square feet of 
space, include Chevrolet, Diamond 
T, Dodge, Ford, GMC, Hendrick- 
son, International Harvester, Reo, 


Mack, Sterling, Studebaker and 
White. 
Commercial trailer and body 


manufacturers to be represented at 
the show are Montpelier, Anthony, 
Morrison, Oltman-O’Neil, Trailmo- 
bile, Highway, General, Heil and 
Press. 


Looks rather dark now for a 


they want... 


Kaiser-Frazer, 


ally, 





Wembhoft 


to dealers. 
snappy bulletin. . . 


On the House . 


Detroit or elsewhere; makers can’t seem to get together on what 
. Meanwhile, Detroit dealers are going ahead with 
their own elaborate plans for next November... . 
K-F is expected to announce today signing of con- 
tract for use of Hydra-Matic on its 1950 models; 
will also offer overdrive. Borg-Warner is working 
with K-F on another type of automatic transmis- 

sion for low-price Kaiser, due in summer... . 

Those who’ve seen the new low-priced mod- 

els, to be introduced this year by Nash and 


Three” models tough competition. . 
it’s understood that K-F’s 1950 models 
will offer radiator ornaments as standard for 
the first time. . 
chairmen at a lunch Feb. 7, providing them 
with special badges and key chains... . 

What another industry is doing: Furniture makers have opened 
a permanent year-around exhibit at Chicago’s Merchandise Mart... . 
Tennessee association has just published a neat folder on its services 
. . . Pontiac Dealers Assn. of Philadelphia always has a 
. Only about 3,500 light planes were shipped in 
1949, compared with over 30,000 in first postwar year. Remember when 
it was thought every car dealer would handle planes, too? 
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‘Seattle Sets Show 


For Apr. 8-16; 
Powell New Head 


SEATTLE. — With an operating 
budget of $31,000, the Seattle Auto- 
mobile Dealers Assn. will stage an 
elaborate automobile show, the 
first since prewar days, in the big 
Field Artillery Armory, Apr. 8-16. 

The show will have $10,000 ear- 
marked for entertainment, $3,000 
each for decorations and prizes, 
$2,000 for display lighting, and a 
tentative $13,000 for advertising 
and promotion. It is planned to 
charge the public a nominal ad- 
mission fee, according to Tom Gil- 
son, association manager. 

Coincident with announcement of 
the show plans, results of elections 
of the 1950 panel of officers were 
revealed, 

The new president is W. G. Pow- 
ell of S. L. Savidge, Inc. (Dodge- 
Plymouth), succeeding Gene C. 
Fiedler of Fiedler Chevrolet. Vice- 
president is Richard A. Smith of 
Smith-Gandy, Inc. (Ford). 

Reelected were L. E. Belcourt, 
L. E. Belcourt Co. (Studebaker), 
as treasurer, and Thomas A, Wes- 
ton, Anderson Buick Co., as secre- 
tary. 

‘‘rustees of the association are 
T. Dayton Davies, Davies Chevro- 
let, Inc.; Stanley S. Sayres, Ameri- 
can Automobile Co. (Chrysler- 
Plymouth), and Arthur E. Snyder, 
Snyder Motor Co. (Packard). 

The general committee in charge 
of the forthcoming auto show is 
headed by Powell and Fiedler. 


Maryland Assn. 
Meets Jan. 24 


BALTIMORE — (UTPS) The 
yearly meeting of the Maryland 
Automobile Trade Assn., with its 
election of officers, will be held at 
the Belvedere hotel tomorrow (Jan. 
24), it is announced by J. C. Dar- 
rell, general manager, 

The session will begin with a 
business meeting at 3:30 p.m. fol- 
lowed by a talk by Councilman 
Thomas R. Reid. A cocktail party 
and dinner will be held in the later 
afternoon and evening. Main 
speaker at the dinner will be the 
Rev. John R. Hedeman. 


Fire Destroys Building, 
15 Cars of Daylor 


ONAGA, Kans. — Fire has de- 
stroyed 15 automobiles and the 
building of Daylor Motors, Inc. 
(Chevrolet). Loss is estimated at 
$25,000 to $30,000 over the insurance 
coverage. 

The blaze is believed to have 
started from an overhead gas 
heater. A new front and an addi- 
tion had just been completed by 
the firm, which also operates deal- 
erships at Wamego and St. Marys. 


Shepherd—Scott City 


A Studebaker dealership has been 
established in Scott City, Kans., by 
P. H. Shepherd, a Studebaker 
dealer in Dodge City, Kans., for the 
past four years, Ray Lockwood is 
in charge of the new firm’s me- 
chanical department. 





national auto show next fall, in 
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—Perte WemMbhorr, 
Editor 
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Fair and equitable contracts between manufacturers 


AuTomoTive OUR PLATFORM: |. t ) 
‘ and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
® M the dealer on every used vehicle accepted in partial payment for a ew 
& A car or truck. 4 3. Every dollar of gasoline tax collected by state or federal 
a governments applied to the building and maintenance of highways. § 4. The 
& e elimination of governmental and bureaucratic controls over this industry. 
& 4 5. A return to the precepts of independence and the rewards of applied 
® 8 eneray and ability, which made America and gave more of her citizens 


News more of the better things of life than anywhere else in the world. 


What Is Your Outlook 
For Year Ahead? 


C  gerogguers told us the other day that many of the sales- 
men, who handle lines he buys, are taking a gloomy 
approach. 

“Things are tough all over,” they tell him. 

And since he is in an area crippled by John L. Lewis’ 
three-day week, things aren’t too good with him, either. 

“But,” he asks, “how can they hope to sell me anything 
by telling me how tough it is? If things are tough, I’m not 
going to buy.” 

This brings up the dividing line between realism and 
over-optimism. And this is a vital problem in the United 
States. 

Here, more than in most countries, it is possible to talk 
ourselves into a depression. As C. E. Wilson, head of Gen- 
eral Motors, points out, most of our income is based on 
items that people don’t have to buy. They can get along 


without them, and they will 
A Reminder if they think things are going 
Did you know that the federal 


to get bad. 
government collected (in 1948; 


That doesn’t mean a 
the latest figures available) a dealer has to be an empty- 
total of $1,279,282,931.61 in auto- 


headed optimist. He, more 

saetive encine tances? than anyone, knows where 
ak. tike “enteuniien® total he stands in his business, 
represents almost one-sixth of 


or at least he should. 
all excise taxes collected by the 
Bureau of Internal Revenue 
the overall total is $7,502,122,- 
123.95. 


He knows that he will have 
to become a more efficient 
operator in the present year. 
He will have to work harder 
himself —and he will need 
the fullest cooperation of his 
factory. 


That the automotive excises 
are the second highest group 
total, being exceeded only by 
alcohol taxes with $2,176,604,- 
009.52. 


Perhaps these figures will 
make you pause at a time when 
Congress is giving serious study 
to the excise problem. 


At the same time he will 
have to approach his custom- 
ers with confidence. He can’t 
scare ’em, and expect to sell 
"em. 
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Dealer 
Forum 


Eprror’s Norte: Believing that 
dealers in every state have their 
peculiar problems and outlook, 
Automotive News has made avail- 
able the facilities of this column 
to the president of each state 
association (in alphabetical order 
of states) for his personal obser- 
vations on the situation in his 
area. 


By Joe Davis | 


California Dealers 





President, N 


— are many things North- 
ern California dealers are not 
sold on but, almost to a man, they 
are sold on one thing: The value 
of belonging to a dealer association 
or associations. 
Our organization 
rosters bear un- 
usually high per- 
centages. The 
Northern Cali- 
fornia Motor Car 
Dealers Assn. 
boasts a member- 
ship of nearly 90 
percent of the eli- 
gible dealers; 
about the same 
percentage applys 
to the San Francisco organization; 
and, according to NADA figures, 
90.1 percent belong to the national 
association. 


We think this is indicative of the 
high regard our dealers have for | 
the principal of “safety in num-| 
bers.” With his problems steadily | 
becoming more complex and being 
faced with rapidly changing condi- 
tions, the dealer is no longer 
merely a peddler of cars and ac- 
cessories. 


His responsibilities have  ex- 
panded to such an extent that he 
often feels the effects of state, 
national and even international 
issues. In order for a dealer to look 
out for the best interests of his 
business, he now has to look much 
farther than in his own back yard. 

” cf * 


[ IS becoming increasingly more 
obvious that the dealer needs | 
help with his problems; in his hour 
of need he has thrown his hat in 
with those men who share similar 
problems and interests—his fellow 
dealers. The value of combined 
effort has certainly been proved in 
Northern California in many ways. 


I cite an example that has 
caused us innumerable headaches 
in past years. California has as- 
similated over 3,000,000 immi- 
grants from other states in the 
last decade. Most families 
brought in a car. When these cars 
were traded in on new models, 
our dealers encountered the con- 
fusion of clearing the out-of- 
state titles and gaining California 
registrations. I know of cases 
that took several months and 
voluminous amounts of corres- 


doe Davis 
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‘Best Yet. . 


Likes Tables 


I am a Ford dealer of 32 years’ 
standing, having begun in Cama- | 
guey as junior partner of my 
father’s since 1917. I have never 
read anything more _ interesting 
concerning the administration of a 
dealership than J. B. Van Tassel’s 
column, and for this I am glad to 


pondence, not to mention the | congratulate you. 
wear-and-tear on the dealers’ Your “Composite Financial Pic- 
nerves, ture of 300 Car Dealers” is so inter- 


esting that I have copied the whole 
data on a 25 columnar sheet, with 
the balance sheet on another paper 
for easier reference——A. MArTINEZ 
Moya (Ford dealer), Santiago, Cuba. 


* * * 


Up-to-Date News 


For years I have read AuToMo- 
tive News. Yours is the only paper 
I know of that keeps automobile 


We now take advantage of as- 
sistance offered by our association 
headquarters and get involved reg- 
istrations cleared in a matter of a 
few days, This is a blessing that 
only we who have been through the 
mill can adequately appreciate. We 
have been fortunate, indeed, in 
California in getting excellent co- 

(Continued on Page 50, Col. 4) 





What’s Become of ... 


John Tjaarda 


Shortly after the war, John Tjaarda, an industrial designer in De- 
troit, announced plans to manufacture a low-cost car in Texas. Since 
then we've had a difficult time keeping track of 
him, However, the other day we ran into him at 
the SAE meeting in Detroit. 

Tjaarda says that despite the difficulties of the 
other would-be newcomers, he and Norman De- 
Vaux are going ahead with plans for a skinned- 
down, low-cost car—they are shooting for $1,050. 
They may be able to announce the car in May, 
Tjaarda says. The plant for their North American 
Motors will be in Longview, Tex., but they are 
working on the engineering now in Arcadia, Calif. 

Of course, all such firms which plan an assembled 
car have a seemingly impractical idea in that they 
will have to buy all assemblies and parts at cost 
plus profit and at the same time try to sell at prices under estab- 
lished makers who build many of their own assemblies and thus 
have only the cost item. 

However, Tjaarda says he is still confident despite the hurdles. 





John Tjaarda 
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7 
DEALERS AND SALESMEN 
ARE THE SHOCK TROOPS 
OF THE INDUSTRY” 





—Auromenve 0ld-Timer 


Coming BACK ? 
Gon, SAN SOME 
Bap SAY OTHERS 








+ . . . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to 

letters but you may sign your name with the assurance that it will not 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


ed 
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dealers up to date on trade news 
and happenings. 

I wouldn’t be without it for 
many times the price of the sub- 
scription.— W. B. Sowers, Park 
Pontiac, Inc., Charleston, W. Va. 

* om * 


Partnership Case 


On page 6 of your Dec. 5 issue 
there appeared an article with a 
Philadelphia dateline relative to a 
partnership tax case on which the 
judge ruled in favor of the part- 
nership contention. 


If such information is available 
in your office, please forward me 
the number of the district court 
handling the case and the names 
of the litigants—Epw. R. Manen, 
Ed Maher, Inc. (Ford), Dallas. 

Epiror’s Nore: This case of 
Wm. M. Lamb, executor, v. Fran- 
cis R. Smith, collector of inter- 
nal revenue, is 8877 Civil Action 
of District Court for the Third 
Circuit Court of Appeals. The 
attorneys for Lamb were Speiser 
and Packel. The case does not 
have an offical citation as yet, to 
the best of our knowledge. 

* * * 


Any Week 


AUTOMOTIVE News and John 
Munn’s column receive the sam 
close attention here every week 
rain or shine, Christmas or Inde 
pendence Day makes no difference 
We always find good _ reading 
sound logic and an expression of 
opinions and ideas well worth ex 
ploration.—Wa ter Bisens, Frost & 
French, Inc., Los Angeles. 

7 * 7 


| Offers Plan 


| Since no two economists eve 


seem to reach precisely the sam: 


(See LETTERBOX, Page 8, Col, 3) 

















— | | ‘Not only has Studebaker 
boosted its own total output, it 
has nearly doubled its share of 
the total automobile market.” 


... CHICAGO JOURNAL OF COMMERCE 





‘Probably 


the most 
SPleclacu lay 
Prod uctio far 


” performance of the 
Year has beey by Studebaker - 
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about 30% 
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r increased its sales 
— Marched into 
in the industry 

the big three,” 
- +. TIME 








“The Studebaker’s outstanding 
performance characteristics, 
especially its fuel economy and 
endurance, are some of the reasons 
cited for its wide acceptance.” 


..+ WARD’S AUTOMOTIVE REPORTS 





Dealers know it! 
knows it! 


EBAKERS 


SALLY ROLLING/ 










lawl. Me a ON i 





6 


1949’s Pace Still Tops °48 





Production of Tires 
Dips 24% in Month 


NEW YORK. — Manufacturers’ 
shipments of passenger casings de- 
clined “seasonally” in November to 
4,371,069 units from 5,784,685 in 
October. 

Although this was 
of 24.4 percent from the previous 
month, a report of the Rubber 
Manufacturers Assn. showed that 
for the first 11 months of 1949 
shipments of passenger casings 
amounted to 60,809,205 units, slight- 
ly higher than the 59,220,964 units 
shipped in the comparable period 
of 1948. 

Production of passenger casings 
was down 8.64 percent in Novem. 
ber to 5,135,411 units from 5,621,182 
in October. 

Shipments of truck and bus cas- 
ings were also off sharply in No- 
vember to 896,345 units compared 
with 1,054,919 units in the previous 
month. 

Production of truck and bus cas- 
ings was up almost 3 percent in 
the month, output reaching 904,388 
as against 878,835 in October. 

For the first 11 months of 1949, 
shipments of truck and bus cas- 
ings totaled 10,498,853 units, con- 
siderably lower than the 1948 total 


FTC Asks Power 
For Further Curb 
On Big Makers 


WASHINGTON, — The Federal 
Trade Commission has asked for 
power to break up corporations big 
enough to dominate an industry 
— though they are not monopo- 

es. 

FTC said it lacks any power to 
proceed against cases of industrial 
domination by “big three” or “big 
four” groups of companies. The 
agency therefore said it needs a 
“new standard.” 

Under present law, the Justice 
department may file dissolution 
proceedings against monopolies by 
single companies only. 

FTC asked jurisdiction in such 
cases, “alongside” the Justice de- 
partment, as well as the new pow- 
ers “that would reach quasi- 
monopolistic enterprises which the 
courts have found cannot be 
reached” under the present law. 

The request was in reply to 
charges against FTC that it “has 
failed to carry out its assignment” 
in protecting the public and small 
businesses against trade abuses by 
large corporations. The accusation 
was made by Wright Patman, 
Texas Democrat, chairman of the 
House small business committee. 


a reduction 


Jefferson City Dealers 


Strike at Bootlegging 

JEFFERSON CITY, Mo. — New- 
ear bootlegging has been discussed 
by the Greater Jefferson City Auto 
Dealers Assn., and the local news- 
papers have been asked to co- 
operate by refusing the advertising 
of used-car lots containing new- 
car listings. 

Newspapers decided they could 
do nothing about classified listings 
of cars described as 1950 models 
but that display advertising could 
be refused if misleading. The mem- 
bers also denounced factory setups 
which seem to permit bootlegging. 


for the same period of 13,119,267. 

Automotive tubes followed the 
same trend as the casings, with 
shipments down 24.13 percent to 
4,216,419 units from 5,557,104 the 
previous month, and production 
down 2.66 percent to 5,154,605 units 
from 5,295,630 in October. 


Hudson Sets Up 
Dealer Parleys 
In 22 Cities 


DETROIT.—Hudson Motor Car 
Co. has scheduled a series of 22 
nationwide meetings for Hudson 
dealers, distributors and salesmen 
during the next two weeks to dis- 
cuss sales plans for 1950, it is an- 
nounced by N. K. VanDerzee, sales 
vice-president. 

Factory and field organizations 
will form four teams to carry the 
program to the field. 

The first group, headed by Van- 
Derzee, will conduct meetings in 
New York, Jan. 23; Buffalo, Jan. 
25; Washington, Jan. 27; Boston, 
Jan. 30; Detroit, Feb. 1, and Cleve- 
land, Feb. 3. A Pittsburgh session 
was held Jan, 20. 

The second, headed by C. A. J. 
Hadley, sales manager, will con- 
duct meetings in Milwaukee, Jan. 
23; St. Louis, Jan. 27; Cincinnati, 
Jan. 30; Atlanta, Feb. 2; Jackson- 
ville, Feb. 3, and Memphis, Feb. 6. 

The third, headed by R. D. Cha- 
pin, special representative, will con- 
duct meetings in Minneapolis, Jan. 
23; Chicago, Jan. 26; Kansas City, 
Feb, 1; Dallas, Feb. 3; Denver, 
Feb. 6, and Billings, Mont., Feb. 9. 

The fourth, headed by W. S. 
Milton, director of service, will con- 
duct meetings in Portland, Ore., 
Jan. 26; San Francisco, Jan. 30, 
and Los Angeles, Feb. 1. 


Ford Buys Site 
In Cleveland for 
Motor Plant 


DEARBORN.—Purchase by Ford 
Motor Co. of a 200-acre site adja- 
cent to the Cleveland city airport 
for the erection of a production 
foundry and motor plant was an- 
nounced last week by D. S. Harder, 
manufacturing vice-president. 

The two units will provide ap- 
proximately 1,700,000 square feet of 
plant space and will employ nearly 
10,000 workers when operating at 
capacity, Harder said. Construc- 
tion is expected to get under way 
as soon as the contracts can be 
bid upon and awarded. 

Motor production has been a bot- 
tleneck to increased output of cars, 
trucks and tractors since the end 
of the war, Harder stated, even 
with overtime operations. 

With increased plant space, the 
production foundry and motor plant 
at the Rouge can be revamped and 
improved facilities added. At pres- 
jent, the Rouge unit produces all 
|Ford V-8 motors for both produc- 
tion and replacement. 

Construction of the plant is ex- 
pected to take almost two years 
and will provide facilities for turn- 
ing out more than 4,000 six-cylinder 
‘and eight-cylinder motors daily. 








on DEALERS ELECT OFFICERS—Col. Harold D. Johnson (front row, left) of 


Assn. 


Wiles-Johnson 
mobile Trade 
. Birr 


James O. and W. 


Motors, inc. (Chrysier), has been chosen president of the Indianapolis Auto- 
© officers are, left to right, front row, George Hoster, vice-presi- 
A. Grawemeyer, treasurer. Back row, left to right, 


dent secretary, 
are Thomas E. Hanika enocistion manager, and Directors Paul A. Kuhn, ©. A. Chillson, 
er. 


E. W. Tobey and W. H. Beck 





DEALER REPRESENTATIVES CONFER WITH PONTIAC OFFICIALS—Those attending were Ralph T. Warriner, Springfield, Mass.; William 
Frank, East Orange, N. J.; Robert 8B. Hartman, Lancaster, Pa.; Larry A. Dow, 


Charles H. Sturgill, Lexington, Ky.; W. C. Ewart and H. R. Matthews, Columbus, O.; 
Davis, Fort Wayne; Frank T. White, Clearwater, Fla.; George King, Greensboro, N. C.; C. W. Holmes, Shreveport, La.; Nels A. Hend 
rickson, Chicago; S. L. Tusler, Appleton, Wis.; Joseph J. Maimon, St. Paul; Eari W. Moore, Oelwein, la.; R. B. Wright, Evansville 
Ind.; G. Y. Luke, Arlington, Tex.; W. K. Hurd, Pueblo, Colo.; B. P. Crittenden, Beaumont, Tex.; Clark Colburn, Salina, Kans.; Dock 


H. Coffey, Amarillo, Tex.; Clair R. Savage, Los Angeles; M. C. Lynch, LaGrande, Ore.; H. T. Doten, Berkeley, Calif. 
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Truman Offers 
Stand-By Plan 
For Rubber 


WASHINGTON.—President Tru- 
man has asked Congress for a 
10-year law to take the government 
out of the synthetic rubber business 
but to keep enough controls to 
assure adequate supplies in the 
event of war. 

His plan was submitted as a} 
long-range program to replace the 
present Rubber Control Act, which 
expires June 30. 

It is essential to our national 
security to have facilities which 
can produce enough high-quality 
synthetic rubber to meet emergency 
needs, the President said. 

To complete his plan, President 
Truman asked authority: 

1. To designate synthetic rubber 
plants which “must be kept avail- 
able at all times for synthetic 
rubber production,” either in actual 
operation or in stand-by status. 

2. To determine minimum quan- 
tities of synthetic rubber which 
must be produced, and minimum 
amounts that must be used in 
making various rubber products. 

3. To dispose of the government’s 
synthetic rubber plants “under con- 
ditions which will protect the 
national security and promote ef- 
fective competition.” 


Axford Heads Up 
John Bean Sales 


LANSING.—Wylie Axford has re- 
joined the John Bean division as 
automotive sales 


manager. 
Axford origin- 
ally joined the 


John Bean staff 
in 1936 as Michi- 
gan-Ohio field 
representative 
Later he was 
made _ territory 
supervisor for the 
U. S. During the 
war years acted 
as materials ex- 
peditor for the company. Since the 
war he has covered the Alabama- 
Mississippi-Tennessee area as a 
manufacturer's agent. 





Wyle Axford 








Finance Expert 


Joins K-F Staff 


WILLOW RUN.—The appoint- | 
ment of Webb Wilson, corporate 
and investment banking executive, 
as vice-president and treasurer of 
Kaiser-Frazer Corp. was announced 
last week by Edgar F. Kaiser, 
president. 

A director of Fairchild Engine 
and Airplane Corp. between 1939 
and 1949, Wilson also served the 
company as a member of its execu- 
tive committee from 1939 to 1942, 
and as treasurer from 1942 to July 
of last year. In his new position, 
he will be a member of the Kaiser- 
Frazer finance committee. 

Webb handled the 1939 public 
financing of Fairchild Engine and 
Airplane Corp. and, while its direc- 
tor and treasurer, he negotiated its 
second successful public financing | 
in 1945, 








AUTOMOTIVE NEWS production and | President of the group, 
registration figures tell the story of output | @re Martin D. McCollum, secretary-treasurer; 


and sales every week. 





Dealer Conventions 


Feb. 5-8—National Auto Dealers Assn. 
oes and exposition, Atlantic City, 
N. J. 


Mar. 21-22—lowa Auto Dealers Assn. ses- 
sion, Hotel Fort Des Moines, Des Moines. 


Mar. 30 — Nebraska New Car Dealers 
Assn., Hotel Fontenelle, Omaha. 


Apr. 21-22—Washington State Auto Deal- 
ers Assn., Spokane. 

May 1417—North Carolina Auto Dealers 
Assn., Pinehurst, N. C. 

Sept. 10-12—Colorado Auto Dealers Assn., 
roadmoor hotel, Colorado Springs. 


Oct. 23-24—Ohio Auto Dealers Assn. meet- 
ing, Neil House, Columbus, O. 


Dealer Auto Shows 


Feb. I1-18 — Buffalo Automotive Trades 
Assn., Masten Ave. Armory, Buffalo. 


Feb. 18-25—Washington Automotive Trade 
Assn. 22nd annual show, National Guard 
Armory, Washington, D.C. 


Feb. 18-26— Chicago Automobile Trade 
Assn. 42nd annual auto show, Interna- 
tional Amphitheater, Chicago. 


Feb. 27- Mar. 4 — Syracuse Automobile 
Dealers Assn. 3rd Postwar Auto Show, 
New York State Armory, Syracuse. 


Mar, 2-6—Des Moines Automobile Dealers 
Assn., lowa State Fairgrounds, Des 
Moines. 

Mar. 17-23—Auto Dealers Assn. of Greater 
Kansas City, Municipal Auditorium, Kan- 
sas City. 

Apr. 8-16—Seattie Automobile 
Assn., Field Artillery Armory 


Dealers 
Seattle. 


Aftermarket Shows 

Feb. 610—National Automobile Acces- 
sories Manufacturers Assn. annual ex- 
position, New York City. 

Feb. 16-19—1950 Pacific Automotive Show, 
Civic Auditorium, San Francisco. 

Mar. 23-26—Eighth annual Southwest Au- 
tomotive Show, County Coliseum, San 
Antonio. 

Mar. 28-3I—Canadian Automotive Service 
Show, Toronto, Ont. 

Apr. 25-28—New England Regional Auto- 
motive Show, Mechanics Bldg., Boston. 

Mey 11-14—Midwest Automotive Show, 

avy Pier, Chicago. 

May 29- June 9—Third Canadian Interna- 
tional Trade Fair, Toronto. 


Allied Industries 


Mar. 810—American Petroleum Inst. (Di- 
vision of Production, southwestern dis- 
trict), Adolphus hotel, Dallas. 

Mar. 28-31—Fourth National Plastics Ex- 
position (Society of the Plastics Indus- 
try), Navy Pier, Chicago. 


FLINT USED-CAR 


Roanoke, 
Paul Pitrolo, Fairmont, W. Va.; 


Coming Events 


OFFICERS MEET—Lester A. Alford (second from left), 


Va.; Anthony R. Ralph, Rochester, N. 


Haywood 





Mar. 29-3i—American Petroleum Inst. (Di- 
vision of Production, mid-continent dis- 
trict), Skirvin hotel, Oklahoma City. 


Apr. 26-28—American Petroleum Inst. (Di- 
vision of Production, eastern district) 
Hotel Cleveland, Cleveland. 


May !-4—American Petroleum Inst. (Divi- 


sion of Refining, mid-year meeting), 
Hotel Cleveland, Cleveland. 
May !1-12—American Petroleum Inst. (Di- 


vision of Production, Pacific Coast dis- 
trict), Biltmore hotel, Los Angeles. 


Sept. 13-15—National Petroleum Assn., Ho 
tel Traymore, Atlantic City, N. J. 
. ° * 


General 


Jan. 19-27—General Motors Show, Wal- 
dorf-Astoria, New York. 


Jan. 23-25—National Truck Leasing System, 
fifth annual meeting, Drake hotel, Chi- 
cago. 

Jan. 26-27—National Car Rental System, 
Inc., annual meeting, Drake hotel, Chi- 
cago. 

Jan. 26-27—National Council of Private 
Motor Truck Owners, Inc., Iith annual 
meeting, Commodore hotel, New York 
City. 

Feb. 15-16—Grand Conyon Economy Run, 
sponsored by General Petroleum Corp. 

Feb. 27-Mar. 2—American Society for 
Testing Materials, William Penn hotel, 
Pittsburgh. 

Mar. 15-17—American Management Assn. 
(marketing), Hotel Statler, New York. 

Mar. 20-25—Canadian Automotive Whole- 


salers Assn. annual convention, King 
Edward hotel, Toronto, Ont. 
Apr. 15-23—British auto makers show, 


sponsored by Society of Motor Manu- 
facturers, Grand Central Palace, New 
York City. 

Apr. 24-27—|9th National packagin 
sition, sponsored by American 
ment Assn., Navy Pier, Chicago. 

Apr. 25-26—Metal Powder Assn. annual 
show, Book-Cadillac hotel, Detroit. 

Apr. 26-27—Third Highway Transportation 


Expo 
anage- 


Congress, sponsored by National High 
way Users Conference, Hotel Mayflower, 
Washington. 


Mey pena Motor Show, Turin, 

taly. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

May 22-24—i950 National Convention of 
Sales Executives, Detroit. 

May 3l-June 2—Advertising Federation of 
America, national convention, Detroit. 
June 26-30—American Society for Testing 
Materials, 53rd annual meeting, Chal 
fonte-Haddon Hall, Atlantic City. 

© ° . 


Engineering 
Mar. 14-16—Society of Automotive Engi 
neers (passenger car, body and pro 
duction), Hotel Book-Cadillac, Detroit. 
Apr. 10-14—American Society of Mechani- 
cal Engineers, Hotel Statler, Washing- 
ton, 


Alford; T. O. McKee, vice-president, 


Williams. McCollum is also president of the National Used Car Dealers Assn. 
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newly-elected 
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HE GREAT GM Show at the Waldorf-Astoria in 
Tew York has a very special meaning for one 
group of people—America’s Pontiac Dealers. 

It would seem that Pontiac’s popularity would, by 
this time, be an old story to these men, most of 
whom have sold and serviced these great cars for 
many, many years. 

But there is something very special and very 
wonderful about the enthusiasm with which thou- 
sands upon thousands of people view the 1950 
Pontiacs on display at the Waldorf. 

The Pontiac Dealers who visit the show them- 


PONTIAC MOTOR DIVISION of 








yi 


PPR ete erate aa 


selves, see the crowds, hear the comments, come 


away with a solid sense of pride in the car they sell. 

It’s no wonder! People love the new Pontiac. And 
it’s obvious that their devotion is based squarely on 
the fact that Pontiac is always a good car, always 
an exceptionally beautiful car, always a sparkling 
performer. People have come to know that Pontiac 
can always be relied upon for years of care-free 
service—years which do very little to diminish the 
car’s lasting value. 

In short, Pontiac is always a star! That’s why it’s 
always a wonderful car to sell. 


GENERAL MOTORS CORPORATION 
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conclusion in their crystal gazing, 
any more than anyone seems to 
understand “money,” according to 
the late Arthur Brisbane, I feel 
fairly safe in raising my small 
voice with a few suggestions. 
They are offered free of charge. 


Apparently the government is 
somewhat hard put to find funds 
in ample quantities to maintain 
the spirited spending pace as tab- 
ulated on page 4 of AUTOMOTIVE 
News (Dec. 26, 1949). Since, in all 
probability, a combination of Re- 
publicans and Dixiecrats will be 
successful in thwarting the eager- 


ing to secure higher iricome tax 
rates, I am offering for debate 
three fairly painless and, to me, 
sensible methods by which the gov- 
ernment might expect increased 


AN AGGRESSIVE DEALER FOR OLDS IN CULVER CITY, CALIF.—When Myron Albertson | imcome tax receipts. 
saw a picture of a pretty girl on the cover of Life magazine in April, 1941, he decided 1. By imposing standard taxes 
then and there that he liked the girl. A test pilot for Lockheed Aircraft in Burbank, Calif, |0n the now virtually tax exempt 
he flew to New York as soon as he found out the girl's name—Vera Gilmer. After a whirl. | CO-Operatives, as well as on church 
wind courtship, they were married and are now the parents of two children. His father | and school-owned businesses. From 
was one of the Albertson brothers who operated one of the first Dodge dealerships in| these sources, experts tell us, taxes 
the Los Angeles area. j}amounting to the sizable sum of 





Eeny, Meeny, Miney, Mo... 
to which showroom shall | go? 


onmmmmmeeanee saeonne san. 
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T’S not just by chance that customers patronize a particular 
automobile showroom. People will go out of their way to 
shop in a modern, attractive establishment. A neat sparkling 
store front of Pittsburgh Glass and Pittco Store Front Metal is 
a real customer-winner . . . an aggressive sales-booster. It pro- 
claims an up-to-date business where the customer can get the 
latest and finest merchandise and services. 
Up and down the country merchants have improved their 


In the Letterbox 


(Continued from Page 4) 


ness of the administration in try-| 








two billion dollars yearly might be 
exacted. 

2. By a more vigorous collection 
of income taxes, which, rumors 
have it, are being evaded. 

3. By regulations prohibiting 


|price cutting below fair factory 


suggested retail prices of manu- 
factured items, together with 
measures to establish equitable 
tradein values of used merchan- 
dise. 

As one means of assuring high 
national income and income tax 
revenue, the operation of Item 3, 
would seem to rank in importance 
with that of maintaining high 
wages and high prices for farm 
products. 

I don’t subscribe to the belief 
that a man can drink himself 
sober, nor that one can spend him- 
self solvent. While I don’t like gov- 
ernment controls which are un- 
doubtedly here to stay, with more 
to come, neither do I fancy trying 
to operate in a market where props 
are effectively used in bolstering 
prices when the retail merchant 


|has little or no protection against 





“LET’S STOP AT EDWARDS’.” 


It's easy to see why people might go 
out of their way to shop at this auto- 
mobile showroom in Milwaukee, Wis. 
It is a neat, attractive building with 
a sparkling, colorful front of black 
and ivory Carrara Glass . . . and 
the “open-vision” construction, utiliz- 
ing Pittsburgh Plate Glass and Pittco 
Premier Metal permits unobstructed 
vision from the street. More people 
will stop at your showroom, too, 
when you modernize with Pittsburgh 
Products. Engineer: V. K. Boynton, 
M'iwaukee, Wis. 


businesses by modernizing with Pittsburgh Products. And 
what Pittsburgh Glass and Pittco Store Front Metal have done 
for others ... they can do for you! 

But remember this: when you remodel don’t skimp. It’s the 
complete modernization job—inside and out—that pays the big- 
gest dividends in better business. If you desire terms, they can 
be arranged through the Pittsburgh Time Payment Plan. And 
you can count on our fullest cooperation in helping you and 


your architect select a well-planned and economical store front 


design. 





— 


Store fronts 







In the meantime, why not send for one of our descriptive 
booklets on remodeling, “Modern Ways for Modern Days”? It’s 
yours for the asking. Just return the coupon bdow. 
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‘ | Pittsburgh Plate Glass Company | 
an n erlors | 2030-0 Grant Building, Pittsburgh 19, Pa. | 
| Without obligation on my part, please send me a FREE copy of your book | 
2 on modernization, ““Modern Ways for Modern Days.” | 
by Pittsburgh | . | 
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over-production or self-styled “wild 
|men” that plague various well-es- 
| tablished, and well conducted busi- 
|nesses.— Paut H. Moore, Moore 
|Motor Co., Charleston, Mo. 


* * * 


Another Side 

I want to compliment you for the 
article “Factory Dealer Harmony 
Urged for 1950” in your edition of 
Jan. 2—this should make an excel- 
lent appeal to thinking people. 

Most dealers are very much “fed 
up” on these self-appointed guard- 
ians of all dealers whether they are 
paid association secretaries, indi- 
viduals with no dealer investment 
but a personal axe to grind, or a 
small percentage of “over-vocal 
dealers that—just like to talk, and 
talk too much. Most of the above 
tribe are rabble rousers full of half 
truth and double talk. 

Having been on “both sides of 
the fence,” as you know—if there 
is such a thing as a fence be- 
tween factory and dealer—and as 
a dealer I have experienced some 
things I do not particularly like, 
but it doesn’t put me in a frame 
of mind to grab the family shot- 
gun and start looking for some 
factory official. 

When I left the factory I did not 
inherit a “made-to-order” factory 
deal that people talk about factory 
|men inheriting, nor did I receive 
| any unusual favors. 

I made an investment with my 
leyes open in a retail automobile 
| business, knowing the large earn- 
ings were about at an end and 
that I was entering a very com- 
petitive business. ixpect to make a 
|tair return on my investment if I 
'work at it, and if I don’t know 
| how or don’t work, then I am not 
lentitled to this return and neither 
|are some dealers who expect a 
'“manna from heaven” to subsidize 
poor operations and unwillingness 
to work. ... 

I can’t find any logical or 

sensible reason why any group of 
| people who deal in as necessary 
| thing as individual transporta- 
| tion can expect to continue to 





make such ridiculous high re- 
turns as they have in _ recent 
years. ... 

Sure, some of the brothers will 
\“go broke,” and I think you will 
|agree that they should—through 
mis-management — lack of atten- 
tion to their business—outside in- 
lterests, and I will venture that 
|more of them will go broke be- 
|cause of those reasons just men- 
tioned than because of unfair 
factory policies. 

Certainly, some dealers will re- 
tire in the next year or two—they 
have reached the age of retirement 
—they have more financial security 
than they thought ever exisited in 
the world—and this is a young 
man’s business and more of them 
should retire. I believe you will 
find there is a turnover of mer- 
chants in every line of retail busi- 
ness. 

Who has been buying the best 
homes? Building the finest places 
of business and not always because 
of factory insistance but quite 
often because of “surpluses.” Who 
is carrying some of the best bank 
balances—take the finest trips and 
vacations—-where did all the profit 
come from to do these things? 

So, I am tired of these rabble- 
rousers and tom-tom beaters of 
hate with no constructive criticism 
—just criticism. 

I'll agree the factory is not al- 
ways right. I have always said 
| that, and I think some things 
| are unfair and I will agree it is 

impossible for the factory to 

understand each dealer’s individ- 

ual problems. But, all in all, their 
| general policies add up pretty 
| good and they have proven to 
me, as a dealer, that they are 
more often right than wrong or 
I would not continue to be a 
dealer. No one makes me stay in 
this business and if I did not 
like it I would get out. 
This is rather a screwball sort of 
j idea, but if a group of level headed 
| ex-factory men, who are now deal- 
ers, could sit down with a group of 
factory men of sufficient import- 
ance and in a fair sensible way ex- 
change honest criticism—not ask 
for something for nothing — not 
with the attitude that I am always 
right and you are always wrong, 

but on the basis there should be a 
reasonable profit for this important 
part of American economy—the re- 
tail distribution of individual 
transportation— maybe something 
could come out of this—Dera.er’s 
NaMe WITHHELD. 
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Genuine Ford Clutch Discs 
and Pressure Plates Are 
Profit Makers For You! 







Are you taking advantage of the Ford Clutch Exchange 
Program? Genuine Ford Clutches are dynamically 
balanced to prevent undue vibration and excessive 
wear. Every Ford engine part is built and 
balanced to meet the same exacting Ford engineering 
standards. What’s more, all Genuine Ford Clutches 
are designed for a given engine torque— 
they’re the right design for Fords! 


®) 


SPECIAL FOR INDEPENDENT GARAGES... More and more Ford service customers 
recognize this sign of good service. It means better parts for better Ford service ... 
wherever they go. Get your share of this expanding and profitable market. Ask your 
Ford Dealer how you can display this sign—step up parts and service business. Do it, today! 


Genuine Forp Pang... right for FORDS! 


FORD Division of FORD MOTOR COMPANY 
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ON-THE-JOB TRAINING IN SWEDEN—Three mechanics at the plant of AB Nykopings 


Automobilfabrik, large Swedish distributor. They are gettin e 
Master Technicians Service Plan, deslgned to make them experts in 


the Chrysler Corp. 


post-graduate instruction under 


service diagnosis and procedure. The program, two years old, has already spread to 19 


other foreign countries, according to R. L. 
7 


haffran, Chrysler Export division service manager. 
* 


* 


Chrysler Gives Service Plan 
An International Scope 


DETROIT. — That saying about 
language being no barrier is being 
proven by American industry 
through extension of the Chrysler 
Corp. Master Technicians’ Service 
Plan to automobile dealerships all 
over the world. 

The plan is built around a con- 
tinuing series of conferences in 
which auto service men receive 
“post-graduate” instruction de- 
signed to make them master 
technicians in diagnosis and pro- 
cedure, 

The program, two years old, has 
already spread to 20 foreign coun- 
tries, according to R. L. Shaffran, 
service manager of Chrysler Export 
division. 

As being typical of its growth. 
Shaffran cites the manner in which 
the program has been put into op- 
eration in Sweden. AB Nykopings 
Automobilfabrik (ANA), one of the 
largest distributors in Sweden with 
its own assembly plant and some 65 
dealers, has been a prime mover 
in spreading MTSC throughout the 
Scandanavian country, he says. 

E. Palmgren, ANA’s service man- 
ager, recently attended Chrysler 
Export division’s factory service 
school which uses the plan as part 
of its training program. On his re- 
turn home he received the approval 
of ANA’s president, C. J. Kjellberg, 
to work out a method of putting it 
in operation. 

The adaptability of MTSC to 
foreign countries is possible be- 
cause it makes the fullest use of 
sound slide films, charts and 
other visual methods of educa- 





KING FOR A NIGHT—George Karlen, win- 
ning captain of the Dallas Used Car Dealers 
Assn. annual membership contest, was crowned 
to rule over the general membership meeting 
and dinner-dance held recently. A new gem- 
studded, gold crown manufactured especially 
to serve as a trophy for the membership 
contest winner is shown being placed on 
Karien's head by Walter Wilson, reelected 
president of the association. A_ three-time 
consecutive winner retains the crown perma- 
nently. Karlen has won it twice. Alton Oakes 
is the new vice-president and Tom Biundell 
yee sectocted secretary-treasurer of the asso- 
ciation. 


tion, according to W. B. Rice, di- 
rector of service for Plymouth 
division, Chrysler Corp. Now, 

every month, ANA receives a 
training kit from the Export di- 
vision’s service department in 
Detroit and immediately has the 

English version translated into 
Swedish, 

The materials are used not only 
in ANA dealerships, but also in the 
ANA assembly plant in Nykopings, 
industrial seaport some 80 miles 
south of Stockholm, where ANA 
receives and assembles “knock- 
down” Chrysler and Plymouth cars 
and Fargo trucks. 

There are, it is explained, some 
difficulties in translating to Swed- 
ish the technical English in which 
reference pamphlets are written. 
Oversize shock absorbers appear in 
Swedish as “overdimensionerade 
stotdampare,” for example. 

Rice repdrts, however, “excellent” 
examples of surmounting the lan- 
guage barrier in Sweden and other 
countries in order to bring the pro- 
gram to foreign mechanics. When 
automobile servicemen in Belgium 
first received the plan, those who 
knew English tried to follow the 
technical language of the American 
mechanics. 

Slide film pictures reportedly 
were simple and easy to under- 
stand, but the recorded voices of 
the American mechanics had too 
much automobile slang. So the 
Belgian automobile people had 
the recorded voices translated in 
script form to Flemish. Then the 
mechanics would show the slide 
film on the screen and dramatize, 
like a play, the entire training 
film. 


Even the adaptation of Ameri- 
can-spoken English to the language 
of the British presents a problem, 
Rice pointed out. For example, the 
American mechanic is the British 
repairer, gas is petrol, a hood is a 
bonnet, and body lacquer is likely 
to be referred to as cellulose. 


A course carefully planned to 
appeal to the American serviceman 
may easily assume the ridiculous 
aspect of slap-stick vaudeville be- 
cause of language misunderstand- 
ings. 

This applies not only to English, 
but to the Spanish and Portuguese 
speaking countries as well. Al- 
though the Portuguese of Portugal 
and Brazil is essentially the same, 
there are many Brazillian words 
which are meaningless to a Portu- 
guese, and many Portuguese ex- 
pressions leave a Brazillian utterly 
confused, 





Gorman Named Manager 
For Missouri Dealers 


JEFFERSON CITY, Mo. — The 
board of directors of the Missouri 
Automobile Dealers Assn. has elect- 
ed James A. Gorman as manager. 
He will be assisted by George D. 
Flippen, secretary. 

Officials of the association said 
they plan to increase service to 
MADA members, and they intend 
to expand membership. 








Dealer Reactions to FTC Proposal Run Gamut... 


60% Hit ‘Packing’ Code in Poll 


(Continued from Page 1) 


in the finance deal. He warned, 
however, that fair administration 
of the rules would result in high- 
er costs and “add nothing to cus- 
tomers’ transportation value.” 

Another endorsed the contem- 
pleted FTC rule designed to out- 
law special reserves and kickbacks, 
but declared that requirements for 
an itemizing of the terms “would 
be a great burden.” This dealer 
blasted any “tampering” with the 
dealer’s legitimate reserve. 

- * * 


XAMPLES of statements by 
those arrayed in the opposition 
camp follow: 

“|, Another bureaucratic inva- 
sior of America’s great automobile 
industry and should be avoided re- 
gardless of whether such regula- 
tions are needed. .. . We deplore 
the attempt of government to pene- 
trate our businesses and seek to 
control practices that do not violate 
existing laws.” 

“No necessity for such a code.” 

“Superfluous. This is a func- 
tion of the several states.” 

“. . The need for this regula- 
tiun no longer exists as competition 
takes care of it. ... We hear very 
few complaints on this subject and 
see no good that can be derived by 
the establishment of these rules.” 

* + > 


* AM a ‘state’s righter’ and 
against further federal govern- 
ment controls.” 

“We interpret this proposal as 
dominating not only finance pack 
but all the phases of an automo- 
bile transaction. We have enough 
meddling now by men in govern- 
ment that are of schoolboy size.” 

“I have no quarrel with prin- 
ciples covered by FTC rules, but 
seriously object to federal bureau 
entering into my business between 
me and retail purchaser.” 

“We are unaffected (since) we 


WASHINGTON.—The 1950 Mobil- 
gas Grand Canyon Run, which gets 
underway next month in Los An- 
geles, will afford the nation’s 
motorists their first opportunity 
since before the war to judge for 
themselves the relative economy of 
contemporary American automo- 
biles on the basis of official tests, 
the contest board of the American 
Automobile Assn. pointed out last 
week, 

Beginning on Feb. 15, at least 
25 different 1950 model cars, 
under the supervision of the AAA 
contest board, will start from 
Los Angeles on a rugged two-day 
run which will take them over 
mountains, down valleys, across 
deserts and through cities to the 
south rim of the Grand Canyon, 
some 750 miles away. 

Out of this competition may come 
numerous engineering improve- 
ments on the automobiles which 

will be driven in future years by 
American motorists, it is believed. 


The route selected for the run 
will cover altitudes from below sea 
level to high mountain passes, 
through temperatures varying from 
extreme below zero cold to oppres- 
sive heat. The cars participating in 
the run will be subjected to almost 
every imaginable variety of road 
and weather condition during the 
two-day competition. 

The rules of the contest require 
that every participating automobile 
must conform to the standards of 
design and engineering the manu- 
facturer sets for the stock cars 
which regularly roll off his assem- 
bly line, the AAA contest board 
said. 

Every automobile entered will be 
inspected carefully to make certain 
only stock car parts are used, and 
that none of the engines has been 
“souped up.” 

The automobiles in the run will 
compete in class contests, based 
solely on price. Each car will be 
pitted against others within its own 
price range. Scores will be based 


Test of Car Economies 


Mobilgas’ Grand Canyon Run Will Compare 
1950 Models on Ton Mileage 


established code of ethics in 
1946.” 

“I do not believe government can 
control trading-pack practice.” 
“Dislike government-designed 
regulations and feel model bills 
developed by our own trade should 
perhaps be the pattern used to re- 
duce red tape and any unneces- 
sary ear price itemizations.” 

* * * 
_- welcoming the pro- 
posed code or offering no ob- 


Dismissal Motion 
Denied in K-F 
Stockholder Suit 


DETROIT.—Federal Judge Frank 
A. Picard said last week his court 
was determined to rule ultimately 
whether a proposed settlement by 
Kaiser-Frazer Corp. of stockhold- 
ers’ claims totaling approximately 
$50,000,000 was “good or bad.” 

He denied a motion to dismiss 
on the part of attorneys represent- 
ing objectors to the proposed agree- 
ment, which requires federal court 
approval. 

Hearings on the pact opened 
again last Tuesday, with Walston 
S. Brown, secretary and a director 
of K-F, taking the stand. Henry 
J. Kaiser and his son, Edgar, are 
expected to testify later. 

Judge Picard took time out to 
threaten with contempt of court 
action Milton Lacks, a K-F stock- 
holder, for running newspaper ads 
demanding: 

1. That Joseph W. Frazer and his 
group or others of similar automo- 
bile manufacturing and merchan- 
dising ability be restored to head 
K-F to save the corporation for 
its 36,000 stockholders. 

2. That Kaiser turn Kaiser Alu- 
minum Co., once Permanente Met- 
als Corp., and its millions of dollars 
in profits during the last three 
years over to K-F. 





—- 





on a ton mileage gallon formula. 

Under this system, the weight 
of the car and passengers is 
multiplied by the miles covered 
and divided by the number of 
gallons of gasoline consumed on 
the run. This formula gives true 
relative performance, regardless 
of size and weight of the car. 

The AAA contest board considers 
this event of such major import- 
ance that it is holding its annual 
meeting in Los Angeles, Feb. 20-22, 
so that members can witness the 
run. 

Members of the board who plan 
to be present include the following: 
Col. Arthur W. Herrington, Indi- 
anapolis, chairman; T. E. Myers, 
Indianapolis; A. C. Pillsbury, Los 
Angeles; J. Edward Schipper, De- 
troit; T. E. Allen, Trenton, N. J.; 
W. R. Boss, Providence, R. I.; Tom 


Frost, Warrenton, Va.; Lee Old- 
field, Mooresville, Ind.; Louis 
Meyer, Los Angeles; Guy Wood- 


ward, Washington, Pa., and Ralph 
Ammon, Madison, Wis. 


jections had the following to say: 

“Differs in only minor detail 
from practices we have followed 
for several years.” 

“Cannot see anything in them 
that would be objectionable to le- 
gitimate dealers.” 

“Have long practiced all terms 
of proposal and believe that uni- 
versal enforcement and stringent 
fines for non-compliance will give 
all dealers equal opportunity.” 

“Do not object to code in prin- 
ciple, if adopted in present form. 
. . » Should result in public protec- 
tion and benefit. No ethical mer- 
chant will be harmed.” 

“Code is entirely acceptable to 
us and believe it will be a good 
thing for industry. Only regret 
dealers and finance companies 
could not have worked out similar 
plan voluntarily.” 

“On the whole, we think it is all 
right except that we deplore the 
constant addition of new functions 
being taken over by government 
bureaus.” 


Mo. Bill to Tax 
Cars Bought Out 
Of State Dies 


JEFFERSON CITY, Mo. — The 
much-discussed use-tax bill, which 
would add a 2 percent tax to auto- 
mobiles bought outside the state, 
is dead because of the senate’s 
failure to have a quorum at its 
token session Jan. 9. The legisla- 
ture adjourned Jan. 14, sine die, 
effectively killing the measure. 

The use tax was designed orig- 
inally to force payment of the 2 
percent sales tax on automobiles 
vurchased outside the state. The 
supreme court declared sections of 
the law unconstitutional. 

The Missouri house revised the 
bill to conform to the constitution 
and sent it to the senate where, it 
was said, it could have been passed 
in 15 minutes except for contro- 
versial measures on the calendar 
ahead of it. 

Strenuous efforts were made to 
have it passed at the Jan. 9 token 
session. 

The bill is now being rewritten, 
according to the Missouri Automo- 
bile Dealers Assn., and will be 
ready for a possible special session. 

Gov. Smith recently said he 
might call a special session of the 
legislature this spring. 





Suburbanites to Challenge 


Chevenne’s Product Tax 

CHEYENNE, Wyo. — Validity of 
municipally-imposed taxes on such 
vroducts as gasoline and tobacco by 
business firms operating just out- 
side the city limits, as well as those 
within the city itself, is headed for 
a court test in Wyoming by sub- 
urbanites. 

Several Wyoming cities contend 
such a tax may legally be imposed 
just outside the city limits on the 
basis that the city proper has 
jurisdiction over the area from a 
sanitation, health and five protec- 
tion standpoint. 

Main reason for imposing such 
taxes outside the city limits, how- 
ever, is to protect merchants 
operating within the city boundar- 
ies from untaxed competition. 





OPERATION CROSSROADS: 


offensive. Labeled Operation Crossroads by 


1950 VARIETY—Regional 
Ford's northeastern region laid plans last week to launch a year-lon 


and district sales executives in 
sales and service 
Regional Manager C. J. Seyffer, the region's 


program for the year was laid out in a series of well-organized and calculated objectives. 
In addition to regional department managers, district sales managers and their assistants 


were on hand from Pittsburgh, Buffalo and 


Somerville, Mass. 


nen a 
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| Key 110 leo" Note that GM leads the style parade again. 


say: Note that it leads engineering, too, with truly automatic 
drives available on all GM cars. 


ietail : 
ai ee tor [9 7 0 i Z/08 a > Note this smashing presentation of the entire line in 
national magazines — usually as a big, full-color spread. 
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More Import Activity 
Major U.S. Goal 


By William Ullman 


Washington Correspondent 


HE UNITED STATES will take part in a “third round” 
of trade negotiations this year with the intention of in-| 
creasing the flow of imports into this country, according to| 
a Department of State announcement. It was stressed that | 
new reductions proposed in American tariffs will 


country to carry out its func-* re 


tions as a creditor nation,” | 
and be in line with other pro- 
grams the U. S. has undertaken 
to help solve its balance-of-pay- 
ments problem and the shortage of 
dollarg overseas. 

The State department thus calls 
attention to the fact—which is fre- 
quently underscored by other coun- 





’ tries 


Similarly, 


“dollar shortage”|in late September, 1950, at a place 
which foreign|to be decided upon_in February 
countries talk so 
much about was 


recognized 


issue which af- 


“help: this | 


as Britain 
and France. 








|without such props as the Mar- 
| shall plan. 

| “Lowering or removing unneces- 
|sary barriers which keep out for- 
|eign goods needed and wanted by 
| this country’s industries and con- 
sumers will make it easier for 
|other countries to pay for their 
| purchases of American products, 
|purchases which help to keep our 
farms and factories in operation,” 
said the department’s announce- 
ment. 

The “third round” of negotia- 
tions to which the department 
referred will follow the negotia- 
tions for tariff reductions which 
were held at Geneva in 1947. 
There general agreement on tar- 
iffs and trade was concluded, and 
the second step taken at Annecy, 
France, last spring when further 
talks were held. 


the| The next negotiations will start | 


by parties to the Geneva agree-| 
ment, 

In calling the negotiations “a 
significant forward step in U. S. 


as an 








| the 





AT CHEVROLET PRESS PARTY IN LOS ANGELES—Division officials give the press a 


little music at the Chevrolet 


ress party in Los Angeles, at which they introduced the new 


1950 line. Bill Power, advertising manager, is playing a few notes on the bull fiddle. Left 


to right are Charlie French, director of public relations; 
business manager of the Los Angeles Examiner, 


Power; Bob Mount, 
Angeles tone manager. 


Acheson for pressing ahead with 
trade agreements program 


Ted Connell, regional manager; 
and Joe Steele, Los 


between the 23 parties to the gen- 
eral agreement, and between them 


tries—that the big gap between fects U. S. trade, | foreign economic policy,” the State | which Congress renewed last year|and the 10 countries which are 
America’s exports and imports is as well as its|department commented that they | for the sixth time. expected to become contracting 
a problem for this country, too, hope of restoring| will be a direct development of} The principal purpose of the parties as a result of the Annecy 


world 


meeting will be to provide the op- 





commerce | plans announced by President Tru- 
to a sound basis | man _and Secretary of State Dean 


since it is only the other side of William Ullman 


the adverse balances of such coun- 


Wel be 


negotiations. 
In addition, a number of other 
countries may negotiate with the 


intention of joining the agree- 

ment, 
eein Ou In al TC | Following the procedure set up 
|for negotiations conducted under 


the reciprocal program, the State 
department will give public notice 
next spring of its intention to ne- 
gotiate and will draw up a list of 
products on which tariff reductions 
| are to be considered. 

> * * 





portunity for further tariff cuts 












| Hoover Plan Outlook 


REORGANIZATION of the many 
| federal agencies dealing with 
transportation matters, long urged, 
has a place of prime importance 
on both the Presidential and Con- 
|gressional agendas. The Hoover 
| commission and Secretary of Com- 
|merce Sawyer have gone into the 
| problem exhaustively and their re- 
| ports agree basically that coordina- 
|tion is desirable. 

Oddly, however, while the Hoo- ‘ 

ver commission is insisting that 





| President leaves open the highly 
| important question of where in 
the executive branch these units 
finally should be located for ad- 
quarters here, however, to central- 
ization of administration of trans- 
Open House {port agencies; and there is not 
unanimous agreement even among I 
Sunday - Monday - Tuesday 


2 . | these agencies should be cen- 
Ou we | tralized in the Commerce depart- 
| ministrative purposes, 
Hoover commission members that 


ment, Sawyer’s report to the 
There is opposition in some 
putting together agencies in re- 





lated but different fields is a cer- of 
February §, 6, 7 ' tain road to greater efficiency and al 
heightened economy. 
5:30 P.M.—7:30 P.M. However, that is the present 
| trend and it will continue. ne 


7 * * 


Shelburne Hotei — Cutting Workers a 
. i. Le overall tendency of federal 
Atlantic City 


— 


employment will continue to be 
jon the down side this year, with 


}most departments and agencies Y 

Hi |undertaking some direct reduc- 
g in the Sky tions. Others will fail to fill va- m 
| cancies caused by death, retirement in 


or resignation. 
One agency, however, will have 


at the 





| a short-term increase in employ- ne 
e urne 9 | ment. The Census Bureau will : 
| add 150,000 temporary employes di 
for this year’s decennial nose- | 
Shelburne Penthouse Evelve 7 counting. « 
‘ ‘. alyn Tyner Of the approximately 1,800,000 ci- er 

A specious, beautifully decorated Evalyn Tyner ... “The First Lady | vilian federal employes, the largest 
Castle in the Air. The motif is bor- of the Piano,” and two supporting single group remains in the Post 
rowed from Lord Shelburne’s manor artists. grr tng Mae ree star... bo gga department, more than 500,- G 
featured aldorf-Astoria . . . . pr 


in ancient Ireland. Designed for 
regal entertainment . . . a lovely spot 
to greet old friends and make new 
ones! Make the Shelburne penthouse 


your convention meeting place! 


Se. Regis . . . Embassy Room of 
Washington’s Hotel Statler. Appear- 
ing each evening for your pleasure. 





The Department of Defense is 
|next, followed by the Veterans ad- bl 
| ministration. 


Commonwealth Discount 
To Run 5 Va. Branches 


RICHMOND, Va. Common- 
wealth Discount Corp., recently 
purchased from the Bank of Vir- 
ginia, will operate branches in 
Winchester, Bristol, Waynesboro, 
Lynchburg and Roanoke, the Auto- 


Selective Insurance for Authorized Dealers 


Chnivertat Cinderwriters 


Home Office: 1000 R. A. Long Bidg., Kansas City 6, Mo. |mobile Trade Assn. of Virginia 

| announces, 
509 Terminal Sales Bidg. 8943 Wilshire Blvd. 616 Royster Bidg. | The Bank of Virginia, said 
Portland, Oregon Beverly Hills, California Norfolk, Virginio ATAV, will continue its same co- 


|operative attitude toward dealers 
in financing auto sales. 
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Here’s “cream” that you alone can reach! 


New CAR CHANGEOVERS to Goodyear Double Eagle 
Tires and LifeGuard Safety Tubes are the‘‘cream”’ 
of the tire business, one piece of business where you 
alone have a look-in! 


When the new car sale is being made . . . before the 
new owner drives away from your door. . . before 
someone else sells your customer . . . that’s the time 
for you to cash in on this profitable idea. 


SO EASY TO SELL! 


Your new car customer is in the mood to have pre- 
mium quality equipment for his fine new car. He’s 
interested in plus appearance and extra protection. 


When you stand a luxurious new Double Eagle 
next to the tire that is on the wheel, he’ll see the 
difference. He’ll be even more interested when you 
tell him of Double Eagle’s smooth, soft ride,— 
greater safety, longer mileage. 


And when you team Double Eagles with Life- 
Guards, you’ve given him unbeatable luxury and 
protection— protection from worry over dangerous 
blowout accidents . . . freedom from worry over in- 








Goo 


jury to his family. For LifeGuards make a blowout 
harmless! 

There’s no other ‘‘extra”’ sale you can make that 
will give your customer more satisfaction . . . or one 
that’s surer to keep him coming back to you! 


Remember, a Double Eagle-LifeGuard changeover 
can be handled on a modest monthly payment basis. 
The sale adds a lot to your profits! Ask your Goodyear 
dealer or representative about Goodyear’s PROVED 
PROFIT PLAN. 


LIFEGUARD SAFETY TUBES 


LIFEGUARD 
9 





1. The LifeGuardSafe- 2. Reserve of air in 





ty Tube has two air strong cord fabric 
chambers. Incaseof inner chamber sup- 
a blowout, only the ports car long 
outerchamber gives enough for a safe, 
way. gradual stop. 





Double Eagle Super-Cushion. A custom-built Super- 
Cusiiion with either adi nylon or all rayon cord body. 


i - : THE GREATEST STORY EVER TOLD—ABC Radio 
ow on the air—two outstanding Goodyear programs ) THE GOODYEAR PAUL WHITEMAN REVUE—ABC Television 





Z 





DF YEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


LifeGuard, Double Eagle, T. M.——The Goodyear Tire & Rubber Company 
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for the Industry! 






eis STATION WAGON: 4" 
\ Be 


*Bought by more people during the 
past three years than any other make! 





S\~ 2 
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CT 


-ADERSHIP 


| Willys-Overland brought out the first sta- 
| tion wagon with all-steel body and top in 








1946 —now, everybody’s doing it! This use- 

| ful, economical vehicle gave W-O dealers a 
new kind of station-wagon market —trades- 

men, farmers and craftsmen as well as fami- 
lies. RESULT — more people have bought 

Willys station wagons than any other make 

during the past three years. With the in- 

dustry’s largest station-wagon line—4-cylin- 

der, 6-cylinder and 4-wheel-drive models — 

| Willys-Overland dealers are sitting pretty 
in a fast-growing field. If there is no dealer 


near you, write us about the W-O franchise. 
P. S. The Willys 4-cylinder Station Wagon is the 


lowest-priced standard-tread station wagon. 


WILLYS-OVERLAND MOTORS 


TOLEDO 1, OHIO 


MAKERS OF AMERICA’S MOST USEFUL VEHICLES 
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DEALER MOTLEY'S FIRM IN HOUSTON—This Crosley dealership places considerable 
stress on its service facilities 


Purchasing Staff 
Feted by Ford 


DETROIT.—Irving A. Duffy, pur- 
chasing vice-president, Ford Motor 
Co., presided at the second annual 
supervisory dinner for members of 
the Ford and Lincoln-Mercury pur- 
chasing departments at the Esquire 
room of the Book-Cadillac hotel 
here. 

It was the first general gather- 


NEW ORLEANS 
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ing of purchasing personnel since 
Duffy’s recent election as_ vice- 
president. 


|beside Duffy were Benson Ford, 


vice-president and general manager | 


|of Lincoln-Mercury, Lewis D. Cru- 
|soe, vice-president 
| manager of the Rouge division, and 
| Logan C. Miller, general manager 
lof the Rouge division. 


Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 


About 120 of the pur-| 
chasing group attended. Speakers | 


and general 


Auto Market Page 


By Sam X, Hurst 
Staff Correspondent 


the lowest volume and profit 
months for automobile dealers in 
the St. Louis area since the close 
of the war. 


Volume in both new and used 
cars was far below that of the 
early months of 1949. Profits were 
affected by the short volume, 
plus cleanup discounts and trad- 
ing losses. 

Since most of the makes have 
shown 1950 models by now, pros- 
pects for the immediate future are 
considerably brighter. Dealers are 
optimistic about the spring market 
in spite of the fact that there are 
|}many 1949 models remaining in 





| warehouses. 
Movement of these cars will 
on @& more or less distress 
basis, and it is expected that the 
| market for medium and higher- 
| priced cars will be somewhat de- 
| moralized for some weeks to 
come. Notwithstanding the small- 


| be 


SUNDAY ITEM 


WILL BE PUBLISHED FOR THE FIRST TIME 


MARCH 5, 1950 


This will be the first new Sunday paper to be published in 
New Orleans since 1876. The New Sunday ITEM is another 
of the important advances made by the new owners. 


After making a two year survey of 


newspapers in the United 


present management chose the ITEM as 
the best newspaper opportunity. 
On July 14, 1949, the ITEM, an evening 


paper was taken over with a circulation 


of 96,000. 


The progress of the ITEM since that 


time is a story within itself. 


When New Orleans saw the kind of 
paper the new ITEM was, people began 


bombarding it with one request: 


States, the it, 


and most important, readers demanded 


In response to these thousands of re- 
quests the ITEM, now definitely the 
leading afternoon paper of Louisiana in 


both circulation and advertising, is giving 


to the largest city in the South a new, 


vital Sunday 


paper. 


With American Weekly, and the coun- 


the Crescent 


“GIVE US A SUNDAY ITEM." 


Local advertisers requested it, classi- 


fied advertisers, national advertisers — 


ee 


ama 


NATIONAL REPRESENTATIVES 
SAWYER - FERGUSON -WALKER 


NEW YORK CHICAGO 


DETROIT 


ATLANTA 


‘LOS ANGELES 


try's top comics, management of the 


ITEM pledges a newspaper worthy of 
City. 





SAN FRANCISCO 


December was probably one of | 





| er volume of new-car deals, used- 


| car stocks have generally in- 
creased. 
| Wholesale buying is limited in 


volume and is being done at greatly 
reduced prices. With factory pro. 
duction continuing at high levels, 
it is certain dealers will go into 
the spring selling season well 
stocked with both new and used 
cars, 


Service department sales are 
holding steady somewhat below the 
high point of 1949. 


* * * 


Akron 

New-car sales in Summit county 
(Akron) have continued the decline 
begun in December. Deliveries in 
the week ended Jan. 7 amounted 
to 221 units, compared with 230 in 
the preceding week and 308 in the 
|same week of 1949. 


There was a slight upturn in 
used-car sales with 353 transac- 
tions during the week ended Jan. 7, 
against 341 in the preceding week 
jand 184 in the comparable 1949 
| week. 


New-car sales in 1949 set a 
record for the county, according 
to the Akron District Automobile 
Dealers Assn. Sales totaled 16,491, 

| more than 20 percent over the 
| 1948 total of 13,679 new-car sales. 

In the truck field, the picture 

|was reversed. New-truck sales for 
the year dropped to 1,788 as com- 
pared with 2,296 sold the year pre- 
| vious—a reduction of more than 22 
| percent. 

| New-car registrations in Decem- 
|ber fell below the last month of 
'1948. December sales amounted to 








1,188 as against 1,239 in December, 


| 1948. 
Trucks held steady in December. 


\'The 122 sales during the month} 


were only two less than 
same month of 1948. 

Chevrolet held on to its lead in 
"49 with 3,430 sales. Ford moved 
into second place with 2,703 and 
Plymouth fell back to third with 
2,065, 

While holding on to No. 4 spot, 
Buick pulled away from Pontiac 
with 1,365 sales. There were 1,031 
Pontiacs sold during the year. 
These two makes were only 55 cars 
apart in 1948. 

In the used-car field, total sales 
for the year soared to 21,719, more 
|than 30 percent above 1948, which 
was considered a good year with 
16,258 transactions. December sales 
hit 1,675 as against 1,000 in the 
|same month of 1948.—(Joe Kueb- 
ler). 


+ * * 
Lincoln, Neb. 
New-car sales in Lancaster 
county (Lincoln), Neb. took a 


sharp drop in December when 200 
were delivered, compared with 381 
in November. December new-truck 
sales amounted to 42, against 51 
{in November. 


New-car sales by make in Lan-' 


caster county for December were: 
Buick, 11; Cadillac, 2; Chevrolet, 
33; Chrysler, 3; DeSoto, 1; Dodge, 
11; Ford, 56; Frazer, 1; Hudson, 5; 
Kaiser, 2; Lincoln, 1; Mercury, 11; 
Nash, 8; Oldsmobile, 10; Packard, 
|6; Plymouth, 18; Pontiac, 10; Stude- 
| baker, 9, and Willys, 2. 
New-truck sales were: Chevrolet, 
1/13; Dodge, 3; Ford, 7; FWD, 4; 
|International, 9; Studebaker, 2; 
|Willys, 1, and miscellaneous, 3.- 
\(G. W. Kline). 


* 7 


Cleveland 


A.continued increase in car sales | 


is evidenced in the Greater Cleve- 
land area despite seasonal declines. 
Used-car sales for the week ended 
Jan. 13 totaled 1,805. That’s an 
eight-week high and about 25 per- 
|cent above both last month’s aver- 
age and the year-ago level. 

Sales of new cars reached 898, 
equaling the December average, 
but keeping 5 percent ahead of 
the weekly sales average of Janu- 
ary, 1949. 

Truck sales were similarly di- 
vided with used trucks sold ad- 


vancing to 128, one-third over a | 


year ago, while the sale of 89 
new trucks lagged 15 percent 
behind the level of last January. 
| In buying cars and trucks in 
11949, more persons had to assume 


in the) 


Cleanup Cuts Sales 


liens than ever before. Title mort 
gages last year numbered 105,85: 
j}against 96,728 in 1948. 
| In 1949, 54,768 new cars. wer: 
titled, a postwar high. New car 
|sold in 1948 totaled 48,449.—(San 
| ford Markey). 
- 


* * 


Cincinnati 
| With several new-model an- 
nouncements scheduled for early 
1950, the December total of new- 
}ear sales in Hamilton county (Cin- 
| cinnati) dropped to 1,761 units. This 
|was considerably under the previ- 
ous month’s figure as well as the 
December, 1948, total. 
The year 1949, however, re- 
| corded a total of 26,973 new-car 
registrations as compared with 

the previous year’s 22,058. 

The used-car volume picture in 
| 1949 was even brighter with 29,170 
sales as against 23,264 the year 
| before. The December total of 2,346 
j}units was also well over the 1,565 
| figure for the corresponding month 
jin 1948. 

New-truck sales dropped from 
4,765 in 1948 to 3,573 in 1949. 
| December was second low month 
of the year with 259 new-truck 
registrations. 

New-car registrations for 1949 by 
makes were: Chevrolet, 5,559; Ford, 
4,783; Plymouth, 2,883; Buick, 2,334; 
Oldsmobile, 1,800; Pontiac, 1,682; 
Dodge, 1,627; Studebaker, 977; 
Nash, 850; Hudson, 756; Packard, 
689; Chrysler, 655; Mercury, 590; 
| DeSoto, 585; Cadillac, 382; Kaiser, 
314; Willys, 185; Crosley, 114; Lin- 
coln, 84; Frazer, 64; Anglia-Prefect, 
45; Austin, 6; Hillman, 5; MG, 2, 
and Renault, 2—(Emery Bacon). 

. * > 
Pittsburgh 

The decrease in bituminous coal 

| production caused a sharp business 





|decline in the Pittsburgh district 
during the first week of 1950, re- 
ports the Bureau of Business Re- 
search, University of Pittsburgh. 
The bureau’s index, which stood 
at 185.1 at the end of 1949, dropped 
to 169.8 in the week ended Jan. 7. 
The index was 199.5 for the same 
week last year and 194.3 for the 


comparable week in 1948. 
© . = 


New Orleans 

New-car sales during December 
in Orleans parish (New Orleans) 
totaled 915, according to Joseph A. 
Paretti, president of the New Or- 
leans Automobile Dealers Assn. 
This was a drop of 189 from the 
1,104 new cars registered in Novem- 
ber, but an increase of 72 over the 
| corresponding month of 1948. 
| Registrations by make for the 
month were: Ford, 230; Plymouth, 
120; Studebaker, 88; Mercury, 83; 
Buick, 74; Chevrolet, 73; Pontiac, 
51; Dodge, 47; Oldsmobile, 35; 
Nash, 23; DeSoto, 21; Chrysler, 15; 
Lincoln, 13; Packard, 13; Cadillac, 
12; Hudson, 6; Willys, 5; Kaiser, 4; 
and Crosley, 2.—(Gordon Hebert). 


Now Packard-Hyde Park 


Addison Motors (Packard), 5020 
|S. Harper Ave., Chicago, has 
changed its name to Packard-Hyde 
Park. The same personnel staff is 
maintained. Don H. Roseroot is 
owner; Mal Glover, sales manager; 
Ed Evert, service manager, and 
John Maloney, parts manager. 








NEW DEALER FOR CHEVROLET—Art Leth 
erby signs franchise for Chevrolet dealershir 





in Banning, Calif., after 27 years service 
experience in Chevrolet's factory organization 
Observing this is Joe Steel, Los Angeles zone 
manager, 
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“Have a Goal 


and Shoot for It" 


thats Bobs Motto 


Read-ng Time: 1 min., 56 seconds 


As a star forward on his highschool basketball © 


team, Bob spent many hours practicing at “shooting 
goals.” His Dad once told him the object of that game 
could well be applied to life in general. “Pick a worth- 
while target,” the old man explained, “And never stop 
aiming at it.” So Bob gave a lot of thought to a career 
before deciding that his goal would be a retail automobile 
business all his own. 





W hile still at his studies, he worked part time 
in the service shop of his neighborhood automobile 
dealer. Money saved went toward buying used cars which 
he reconditioned himself and sold at a profit. Even after 
graduation he continued in this activity, and the knowl- 
edge gained has repeatediy served him well. 





cdi ee 


Bob was scarcely twenty when he learned of an 
opening with a large automobile financing company. 
“They needed an adjuster,” he recalls, “and 
I had to talk fast because the man I inter- 
viewed thought I was too young for the 
job till I convinced him that I knew a lot 
about cars and their market values.” 


His rise to management of a big 
midwest branch office covered a period of 
18 years. Bob thinks his most fortunate 
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break came when he was transferred to Mexico City to 
straighten out some difficult collection problems. “Of 
course,” he says, “that meant plenty of hard work and 
cautious diplomacy with our Latin neighbors; but I had 
the good fortune also to meet a former school teacher 
from Iowa ... a member of the lively American colony 
there. I did a swell job of ‘collecting’ her, too, and we 
now have a couple of growing daughters.” 


Back to the home office came Bob when his task 
there was completed and a well-earned promotion fol- 
lowed. But, again his thoughts turned to a business of his 
own. Shortly afterward an opportunity arose for him to 
become an automobile dealer. After three years of this 
experience and close observation of competitive oppor- 
tunities, he decided that a Dodge-Plymouth dealership 
offered the widest scope for his energy and experience. 


Bob spent several days talking with the sales 
executives at the Dodge main office in Detroit. His long 
years in related activities, plus his immediate background 
as a dealer seemed promising to them. So Bob is now 
established in one of the nation’s largest and most com- 
petitive markets and, as he puts it, 
“I’m getting my full share of the 
business, too.” 














Write for our free booklet contain- 
ing a number of these stories of 
accomplishments by enterprising 
men. Chrysler Corporation, 
341 Massachusetts Ave., 
Highland Park 3, Michigan. 


Chrysler Corporation 
PLYMOUTH « DODGE « DE SOTO « CHRYSLER * DODGE “Job-Rated”’ TRUCKS 
Fine Cars of Great Value 


OME. ity 





x 
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MILESTONE AT L-M ASSEMBLY PLANT—The 100,000th car assembled at Lincoln-Mercury's 
Metuchen (N. J.) assembly plant rolis off the line with Mayor Julius Engle of Raritan town- 
ship behind the wheel. The plant has been in operation less than two years. The car was 


delivered to M. J. Barry, a dealer in Baltimore. The 
Joseph Costa of Metuchen; Mayor Chester Paulus of 


roup nearest the car includes Mayor 
ew Brunswick, N. J.; R. J. Neville, 


plant manager; Ken Robbie, executive secretary of the New Brunswick chamber of commerce, 


and R. B. Humphrey, assistant plant manager. 


Borbein Young Builds 
Borbein Young & Co., Kansas 
City, distributor of heavy-duty au- 
tomotive parts and equipment, is 
building a one-story headquarters 
at 2526 Campbell St. The building 


$0 tase fe cher Catee eee OF 


| feet and will cost in excess of $80,- 
the firm states. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry ... an esti- 


| mated more than 100,000 cover-to-cover 
will provide about 26,000 square | redders weekly! 


Ample space for you to imprint 

your name on this full-color folder! 
These attractive give-away folders sell seat covers 
of LUMITE fabric for you! Put them on your counter 
...mail them as bill stuffers...let them tell the 
amazing LUMITE story to your customers old and 
new! Ask your distributor or manufacturer for 
LUMITE'S colorful wall banner, counter card and 
free mat service, too! 


*Registered Trade-mork 


-|\ders, 





On the Financial Front... 


Bendix Orders Rise 
To $165 Million 


By George Deery 


Associate Editor 


ENDIX AVIATION CORP. sales | 


of automotive products in 1949 
equaled 31 percent of total volume, 
compared with 38 percent in 1948, 
while aircraft equipment mounted 
to 47 percent of 
the total, com- 
pared with 42 
percent the pre- 
ceding year, the 
annual report 
stated. The back- 
log of unfilled or- 
including 
engineering proj- 
ects for others, 
was $165,000,000 
on Sept. 30, 1949, 
an increase of $3,- 
000,000 from a year earlier. 

“Continuing the postwar trend,” 


M. P. Ferguson 


it was stated, “the aviation, and 


engineering and research project 
classifications represented a 
greater percentage of the total.” 

Malcolm P. Ferguson, president, 
emphasizes that “all divisions of 
the company today face competi- 
tion that is greater in terms of the 
number of competing companies, 
and more keen because of such 
competitors’ own progress, than 
was the case before World War II.” 

* * * 


_— company expended approxi- 
mately $21,000,000 in fiscal 1949 
for engineering, including numer- 
ous government-paid projects in 
many fields, as well as corporation- 
financed programs, the _ report 
stated. 

“No generalization does justice 
to this aspect of your corpora- 
tion’s performance,” stockholders 
were told, “It is no exaggeration 
to state that the glimpses of what 


Automobile seat covers of LUMITE 


woven saran fabric are comfort- 


able, colorful and care-free. They're 


a breeze to keep clean and spar- 


kling. A wipe with a damp cloth 


chases surface dust! A scrubbing 


with soap and water, or cleaning 


fluid, takes care of the rest. They're 


tough, too! Not even battery acid 


harms them. Stock and sell seat 


covers of LUMITE fabric... they're 


the world’s finest! 


ADVERTISED NATIONALLY IN 
The Saturday Evening 
POST... HOLIDAY 


Automobile seat covers of 


LUM 


ITE 


woven SARAN fabrie 


LUMITE DIVISION, CHICOPEE MFG. CORP. OF GEORGIA 
47 WORTH STREET, NEW YORK 13, N. Y. 


Auto Stocks 
Jan.9 Jan. 2 


General Motors .... 
BNL, icsctsstesecevemses 
Kaiser-Frazer 
Nash-Kelvinator .. 
Packard 
Studebaker 
Tucker 
Willys-Overland 
Average for 


15 
6% 


21.72 


is on the horizon are little short 
of breath-taking.” 

The various divisions are involved 
in a large number of individual 
projects in the course of which 
products are being developed for 
a wide range of markets, the re- 





port said. 
. . * 

“VET, over this broad field of 

activity is spread a blanket of 
necessary restriction,” Ferguson 
said, “in discussing so many of the 
programs that are going to have 
product endpoints associated with 
an automobile, plane, guided mis- 
sile, or rocket engine that it be- 
comes difficult to be factual or to 
describe these new products ade- 
quately.” 

The report cited the selection in 
1949 of Bendix to operate a plant 
in Kansas City in behalf of the 
Atomic Energy Commission as “an 
outstanding example of the recog- 
nition of Bendix creative engineer- 
ing and manufacturing compe- 


tence.” 
* * i 


| Firestone Outlook 


A CHEERY note is taken by Ar- 
gus Research Corp., New York, 
in its outlook for Firestone Tire 
& Rubber Co. “It would appear 
that normal postwar earnings and 
dividends will continue to range 
far above prewar and, on this ba- 
sis, the stock would appear to be 
reasonably priced at around 56%,” 
states this investment counseling 
organization, 

The firm did have a setback in 
the 1949 earnings reflecting a 
lower volume and lower average 
prices on its replacement busi- 
ness as Well as devaluations in 
foreign currencies. The stock sold 
down to its postwar low earlier 


| this year, 


“More recently the tire situation 
has improved, tire prices have been 
raised, and the outlook for replace- 
ment business in 1950 seems favor- 
able and the price of the stock is 
beginning to reflect these more 
favorable conditions,” Argus adds. 

Although the adjustments taking 
place in 1949 were not an easy 
matter, it is worth noting that both 
earnings and dividends were sub- 
stantially higher than in the post- 
war years, 





Alcoa Annosea 
Aluminum Wheel 
For Hauling Units 


PITTSBURGH.—After two years 


of development, Aluminum Co. of 
America said last week it was 
ready to market a new forged 
aluminum disc wheel for use on 
|trucks, trailers and buses, 

| Alcoa said use of the wheel per- 
|mits a reduction in unsprung 
|weight of as much as 50 pounds 
|per wheel in larger sizes. 

“Every pound saved by using 
these aluminum wheels,” the com- 
|pany said, “can be replaced in 
|payload without exceeding maxi- 
mum axle loading.” 

Alcoa also claimed that its new 
|Wheels will run truer than other 
wheels of the same type. As a 
|result, easier steering and longer 
| life is achieved, the company added. 

Maintenance costs are also cut, 
|Alcoa said. The wheels are fur- 
|nished in a natural finish and don’t 
|have to be painted, it was pointed 
| out, 
| Light-weight was cited as making 
it easier to change tires. 


M ontague Sells Out 


Joseph Hayden and Robert Ha- 
bicht announced that they have 
bought Montague Motor Co., Bu- 
chanan, Mich., from F. R. Mon- 
tague and his son, Richard. The 
new owners are operating the 
business as Hayden-Habicht, Inc. 
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lf you haven't already, now is a good time 


to find out why so many smart advertisers put 


The New York Times Magazine among the Top 3. 


Just call The New York Times office 
nearest you—in New York, Boston, Chicago, 


Detroit, Los Angeles, or San Francisco. 


*Printers’ Ink compilation 


> s a 


at the Moscow Conference 


@y oF. GEN Walter SrDELt seertH 
Former U% hahassator te Muerte 


DICK TRACY’S BOSS 
By Rohert MM. Yoder 


Che New York Times 
oO ea ets 
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New Inventions Check 
Speed, Traffic Habits 


OW scientists have invented de-| by metallic detectors sealed in the 
vices to determine an auto’s| pavement. 
speed by a radar detectcr, and to| 
record patterns and habits of traf- | 
| 





* * x 
HIS apparatus acts as a traffic 


fic by an _ elec- survey by: 

tronic develop-| 4, Recording the speed of passing 

ment. vehicles. 
The portable, 2 Telling what lane they are | 


speed - registering 
instrument is now 
in use in 26 
states. 
This device, | 
which was developed by Auto- | 
matic Signal division, Eastern 
Industries, Inc., atc ee 
Conn., is being u ne ; : 
whether changes should be made Golie pod a particular area 
in speed limits and highway de- Sf 
sign because of new traffic con- | THE radar speed detector, which 
ditions. is said to accurately and instan- 
The second invention, designed tanecusly determine speed of mov- 
by engineers of the University of|ing vehicles, has three parts: a 
California at Los Angeles, works |transmitter-receiver unit, an indi- 


traveling in. 

3. Totaling the number of ve- 
hicles in a given lane during a 
given period of time. 

4. Recording the speed distribu- 
| tion in a selected lane during any 
hour of the day. 

5. Furnishing facts about the 














ees 


Nothing takes the place of Leather 


fof hurabiy and /, i ., 


An automobile upholstered in genuine leather appeals to the eye 
because of its beauty . . . to the sense of value because of its worth. 

For the smartness of leather . . . the feel of leather . . . the durability 
of leather... outclass and outlast other materials that may be offered 

in substit ute. We believe the trend is again toward the genuine . . . 
that people are buying with more discrimination. With this return to 

quality . . . leather comes into its own . . . for leather is genuine . . . 
leather is real . . . and the use of leather in upholstering any car im- 

proves its appearance. . 


serve its value. 


THE UPHOLSTERY LEATHER GROUP - TANNERS’ COUNCIL OF AMERICA 


~ 
- 


‘ The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, N.J. * Conneaut Leather, Inc., Conneaut, Ohio + Delaware Tanning Inc., New York, N.Y. 
The Lackawanna Leather Company, Hackettstown, N.J. * 


Eagle-Ottawe Leather Company, Grand Haven, Michigan = 








|cator-amplifier unit and a power 
unit. 

The transmitter-receiver is lo- 
cated near the roadway, and the 
other two parts are placed nearby 
}at the convenience of the operator. 
The meter utilizes microwave 
| radio frequency radiation beamed 
| 





at the advancing or receding 
vehicles. The waves are then re- 
flected back from the vehicle to 
the transmitter-receiver. The 
speed is thus read directly on the 
scale of the indicator-amplifier. 
Auxiliary equipment can be at-| 
tached to permanently record the 
readings on a graphic form. 
Without this invention, speed 
checks are recorded with the use 
of mirrors and a stop watch. The 
new method, therefore, eliminates 
;}unnecessary human errors, it is 
| said. 
| 








MARTIN MOTOR CO. BACKS SAFETY DRIVE IN WORTHINGTON, MINN.—Roy W 
Martin, right, head of the dealership, is shown presenting the keys of a Chevrolet to 
Supt. of Schools E. A. Durbahn, while Chief of Police V. H. Geisendorfer looks on. At 
the wheel of the training car is Eva Lou Wasnick. Rueben Svingen, instructor, sits at the 


Pa. Liability Act | left, and Rhonna Sower, a student, sits in the back seat. sate ee. 


. |number of states in recent years.|dent has been received by the state 
Effective Feb. I | The new Pennsylvania statute |@epartment of revenue. 
| Pennsylvania’s new motor vehicle | will require all motorists involved| Automatic suspension of the op- 


|safety responsibility law will go|in an accident resulting in death |erator’s driving license and regis- 
into effect Feb. 1, according to|or injury, or property damage to | tration tags will result from failure 
State Secretary of Revenue Otto F./any one person exceeding $100, to|to furnish such proof to the state. 
furnish proof of their ability to pay Pe 


Messner. It is similar to stringent 
financial responsibility laws which | damage claims up to $11,000 within | Louisiana Adds $10 Million 
To ’50 Road Budget 


| have been adopted by an increasing 60 days after a report of the acci- 
| Louisiana’s road building and 


maintenance program for 1950 will 
cost nearly $49,000,000, an increase 
of $10,000,000 over 1949, according 
to estimates of State Highway Di- 
rector R. B. Richardson. 
| New construction is budgeted at 
| $30,296,000 for the year, including 
|rights of way, while regular main- 
tenance on the state’s 15,000-mile 
road system will cost $12,242,000, 
|Richardson said. 

Administrative and engineering 
costs will total $3,300,000 and the 
state will spend $1,086,000 in aid 
to parishes for their road systems. 
Other estimates include $1,000,000 
|for equipment, $727,000 for retire- 
|ment and compensation insurance, 
|and $271,000 for statutory charges. 
| + 


Texas Tops Nation 
In Road Building, 
Says Engineer 


Texas is now the nation’s lead- 
|ing state in highway construction, 
|State Engineer D. C. Greer has 
| announced. 

Greer said official figures show 

that $218,000,000 in federal-aid 
work has been contracted in Texas 
|since V-J day. 
During 1950, Greer said, Texas 
|has contracted $22,000,000 on the 
|federal-aid farm-to-market system 
alone. He said this figure was 
|much greater than that of any 
| other state. 

He added that with construction 
|work let by the end of January, 
| Texas’ total work contracted for 
|since V-J day will run to more 
than $270,000,000. 

State-financed projects have ac- 
counted for around $50,000,000 in 
|addition, Greer said. 


I daho E nforcing 
Liability Law 


| Idaho has started enforcement of 
|the motor vehicle financial respon- 
| sibility law passed by its 1947 state 
jlegislature, according to State 
|Safety Director George Vaughn. 

| Drivers and owners of vehicles 
| involved in accidents are required 
|by law to show proof, through lia- 
| bility insurance or deposit of cash, 
|bond or securities, to pay damage 
| claims up to $11,000. 




















. prolongs its usefulness . . . helps to pre- 


100 GOLD STREET - NEW YORK 7, N.Y. 





aed 


RECORDS SPEED—A portable radar device 
which detects an auto's speed is now in use 
in 26 states. The unit is used on highways to 
determine whether changes in speed limits 
and road design are needed. 


Radel Leather Manufacturing Company, Newark, W. J. 
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1 ies to most people about how to have a better 


home—and you catch their interest. 


Give them information that points the way to the things 


they want—and you open their minds to buying urges. 


That’s why Better Homes & Gardens, with its 100% 


Americas &s Point of Sale 


A SCREENED MARKET OF MORE THAN 3,000,000 BETTER HOMES 





way to start a sale 


service content, is ““America’s Ist Point of Sale’ for 
automotive products. Why it starts sales every month 
in over 3,000,000 suburban-type homes that need cars 


—and buy new ones twice as fast as the national average. 


So just watch how much faster you sell the products 


that are advertised in Better Homes & Gardens! 


Ltr UMS 


ey PLLALI/ A 
TCD : ‘ 
soy SaaKe MALE a pe 
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SCHWARTZBURG COMPLETES REMODELING—The sales and service departments have 


been =r in this Milwaukee Oldsmobile 
by Harry J. Schwartzbur 


Polk’s First Birthday 
Polk Buick Co. has celebrated 
its first full. year in business at 
Eustis, Fla. The firm is headed by 
Arthur G. and L. L. Polk. Herbert 


Ferran is office manager; Russall | 
Tippins, service station manager, | 


and J. B. Kirkpatrick, salesman. 


7” * * 


Pearl’s Third Year 
Frank Pearl, president of Frank 
N. Pearl Co. (Nash), Mexico, Mo., 
is preparing to celebrate his third 
anniversary in the automobile bus- 

















r 


|* 


SCL 


That’s Contempo’s 
VaO irae nila 

of Selling Luggage 
OM itlih a 

Or Me 
Coast-to-Coast 


at REDUCED PRICES 


Same luxurious leathers at new 
low prices. Top-grain cowhide 
designed to combine feminine 
grace with sturdy construction 
for hard handling. Lined in 
rich rayon. All hardware solid 
brass. COLORS: Brown Ailli- 
gator Grain Cowhide ... 
Smooth Suntan Cowhide... 
Smooth Ginger Cowhide... 
White Rawhide. 


Style No. Item Dealer's Cost 
750 14” Train Case $25.00 
List Price Incl. Fed. Tax... $47.50 


752 21” Weekend $25.00 
List Price Incl. Fed. Tax... $47.50 


753 26” Pullman $34.50 
List Price Incl. Fed. Tax... $65.00 


and his wife, as president and vice-president, respectively, and 
both are still on the job. Sam Klauser is general manager of the company. 
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Dealer Doings 


of |New Jersey. Other officers 
vice-president, 





The Pontiac Dealers Assn. 
Philadelphia took the occasion of | group are: 


— to key personnel in the parts | Orlando, Morristown. 
nd service departments of mem-| Trustees are Larry Knoll, Linden, 
bers. |who also is general manager; 
The prizes, ranging from $5 to | Bury, East Orange, 
$50, were awarded following two | Lucas, Bernardsville. 
seven-month-long contests, one for i 
customer labor sales and repair| Lee-Moran Makes Address 

orders and the other for parts sales. o Britis mbia Dealers 
postwar automotive structures|Each dealership took turns at a rT ‘alee "he Laan sain 
\built in the cit contains 7,000 | Prize punchboard in accordance g e . , &p 
| ou y lwith the points it won in the| @t the annual convention of the 
square feet of space. | Motor Dealers Assn. of British 


dealership. The firm was founded |9 years ago 


iness. His building, one of the first 


ontests. 
Ae. ‘ocr ce. * Columbia, held in Vancouver, B. 
Price Takes Hudson Deal |New Jersey DeSoto Group | 20a ee aoran 


The newly-organized Hudson 
Price Motors, Inc., 2100 Biscayne 
Bivd., Miami, Fla., has been ap- 
pointed Hudson distributor for 


| Maps National Expansion tle and former executive vice- 
president of NADA. Moran’s sub- 


DeSoto Dealers, Inc., headed by| # “ 4 a 
Raymond D. Matthews, president | ject was Dealer Observations. 
of Midway Motors, Inc., Hillside, | 








The VASSAR... 
Ladies’ Matched Luggage 


for business at 575 Spring St. The 
new firm, headed by Lindsey Hop- 
| kins, sport car fancier, will handle 
|four British-made cars: the Aus- 
tin, Jaguar, MG Sports Car and 
the Donald Healey. Associated with 


dent and general manager. The organization was started in 


A Buick Dealer in Oregon writes: “We are very 
pleased with Dunleigh Luggage for men. Enclosed 


is a reorder.” 


: | 
Vv the unt au alers are now dent; Robert Troutman jr., M. E. 
From all over the country, auto de |Kilpatrick, Herbert Gordy, Dr. 


telling us how pleased they are with the prices and | Garter Smith and M. ©. Courts. 
quality of Contempo Luggage. Dealers from coast- _—[, E. Plemmons has been named 
to-coast have discovered that luggage is a profit- _ sales manager. 
able accessory and an important customer service. ms 


+ . 


Fisher Heads Kiwanis 


satisfaction. Send for a sample set today. guts tn Hadtiend Gee. ten Goon 


elected president of the Portland 
Kiwanis club for 1950. 
* ” * 


Allen Buys Floridale 


Floridale Motors (Pontiac), 500/| 
N. Federal Highway, Ft. Lauder-| 


Phone, wire or airmail 
your rush orders. 
We ship at once. 





Rudy M. Allen from a corporation 
|headed by L. C. Ferguson. 
+ 


* * 


Edwards Gives Truck 


| Edwards Motor Co,, Plainview, 
| Tex., has donated a new Studebaker 


truck to the 4-H clubs in its area. 
o + . 


Nichols Leases Lot 


Nichols Brothers, Inc. (Hudson- 
Crosley), St. Petersburg, Fla., has 
|leased a parking and used-car lot 
|at Second and Fourth streets. The 
contract, to run three years, is said 
to involve $50,000. | 

+ 


+ * 
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24” 2-Suiter with over- 
lapping steel frame for 
extro strength. Dust and 
moisture-proof. 

Same style in extra-roomy 
24” 3-Sviter. 


877 





Goodson Plans New Home 
Lester Goodson Pontiac Co.,| 


Houston, plans to erect a two-story | 
sales and service building at Caro-| 
line and Dallas Sts. The building is | 
to have winter and summer air-| 


conditioning throughout. 
+ * + 


699 
21” Overnight bag. . 

Same exclusive construc- 
tion features as 2-Suiter. 


20” Zipper Clubkit with 
two big utility pockets, 





The DUNLEIGH... Matched luggage for men 


The finest Top-Grain Cowhide, designed for handsome looks and 


longer wear. Each streamlined bag features finest construction and Chevrolet Dealers Honored 


costliest materials. Brass locks. Strong saddle stitching. Reinforced | 
leather corners and sides. Neat masculine linings. Especially created Jack Izard, Dallas zone Chevro- | 
for quick, easy packing, this is luggage at its best. Thousands of let business manager, poseeenes | 

av Ser ’ 3 . 110 awards and certificates of 


these sets Reve Geen sold. merit to Chevrolet dealers and ac- | 


List Price countants at a meeting of company | 
Style No. Item Dealer's Incl. district councils in Fort Worth. | 
New Cost Fed. Tax . & 
877 21” Overnight $29.50 $59.00 W eathers Sells to Dick 
i ioe 2S |_ Dick Brothers ‘Motor Co, AU- 
699 20” Clubkit 22.50 45.00 | gusta, Ga., has announced the pur- | 
R ’ |chase of the Henry Weathers firm, | 


|distributor of Hudsons. The Dick} 
brothers are B, Angus, J. Monroe | 
land Thomas T,. Weathers has re- | 


COLORS: London Tan, indion Brown, Redwood or Black 









=== Send Order Form Today a =xaaxa= —™ | tired. 
* * * 
§ CONTEMPO Luggage Co., 170 Fifth Ave., New York 10, N.Y. I Feol-Nash Branches Out | 
4 PI a ey ee b i Feol-Nash, Inc., 775 Culver Rd., 
i Gentlemen: ease ship the following num ers . | Rochester, N. Y., has opened a 
C) (lam enclosing check) (C) Ship c.o.. | mew branch at 302 East Ave. for 
1 C) (Ship Open Account. Bank end credit references attached) g | ay SE OS EY NE ONS OneS. 
5 Quentity Dealer's Cost | | Scott Chosen to Head 
i |Mass. Chrysler Grou 
i y P 
4 | Eastern Massachusetts Chrysler | 
3] i | Retailers, Inc., has elected Harry 
i jf |B. Scott, of Boston, president for| 
| 1950. 
g 4 James Steeves, Lynn, was chosen | 
UN sconces aout donee sas tanta ads Mai nnAs abd Samiegihovenabanomsndensstndlcndovads fl | vice-president; George DeVoe, Ded- 
am, treasurer, an athan Pres- 
1 4 |ham, t d Nathan Pres- | 
Address............... od a g | cott, East Milton, secretary. Named | 
3 as directors were Henry Bisson- | 
INN iapsnincescninramssnemnemcniovtsiinin Ee i I | nette, Lowell; Roland Norwood, | 
g q | Newtonville; Robert Introne, Dor- | 





chester, and Alfred W. Hurwitz, | 


Brookline. | 
* ” * 


Zweifel Opens in Wis. 


A two-day open house was held 


armel Linea 
Luggage 


CONTEMPO 








and John/| Vice-president and general 


the Florida counties of Palm | J, has announced plans for ex-| Import Motors—Atlanta 
Beach, Martin, Broward, Monroe |tending the association on a| Import Motors, Ltd., a new en-| 
and Dade. E. E. Price is presi- | nationwide scale. | terprise in Atlanta, Ga., has opened | 


| Hopkins are Jack Adair, vice-presi- | 


made the affair interesting by put- 
ting on two contests—for the “old- 
est Ford” and a beauty contest. 
In September Tom Zweifel, Inc. 
| took over the old established Ford 


of the| agency of Holmes Motor Co. Tom 
James | Zweifel, president of the company 


the group’s annual Christmas party | Gorman, Summitt; secretary, Jerry|is also president of the Chicago 
to award 4,000 silver dollars in| Kay, Irvington; treasurer, Jerome | Ford Dealers Assn. and operates a 


|Ford dealership at Evanston, II! 
| The Milwaukee operations are un- 


Gus | der Philip P. Saporito, formerly 


man- 
'ager of Steel City Lincoln-Mer- 
cury, Inc., at Gary, Ind. 


Wentworth Names Danilson 

L. W. Danilson has been appoint- 
ed general manager of Wentworth 
& Irwin (Nash), Portland, Ore., 
announces Charles W. Wentworth, 
vice-president. 

+ > . 
Stanley’ s—Buffalo 

A business name has been filed 
for Stanley’s Motor Sales, 1498 Sen- 
eca St., Buffalo, by Arthur Zu- 
| chowski. 
| * * 7 


Schuhartt Buys Deal 


Controlling interest of the Lin- 
coln-Mercury dealership at Rich- 
mond, Ky., has been purchased by 
A. L. Schuhartt. Don King, who 
recently headed the business, has 


been named sales manager. 
+ o * 


Pardue Adds Building 


A new building has been com- 
pleted for Pardue Motor Co. 
(Chrysler-Plymouth), 5829-39 Eas- 
ton Ave., Wellston, Mo. It provides 
| approximately 20,000 square feet of 





Order by mail with full confidence. We guarantee | floor space for the dealership. 
Joe Fisher, a Dodge-Plymouth | 2 © 


Meeks Buys Shepard 
Earl F. Meeks has purchased 
Shepherd Motor Co. (Dodge-Plym- 
outh), Arkadelphia, Ark. 


* * > 


Mass. Ford Dealer Given 


|dale, Fla., has been purchased by | Safety Contest Citation 


Ford Motor Co. has selected Bay 
City Motor Sales, Inc., 428 Pleasant 
St., Fall River, Mass., as the out- 
standing dealer in its territory in 
a recent nationwide $100,000 Ford 
car safety contest. 

The award was based on the most 
outstanding performance by a Ford 
dealer in assisting motorists to keep 
cars in top safety condition, In an 
interview, H. V. Brooks, Bay City’s 
president-treasurer, gave full credit 
for the honor to Fall River’s motor- 
ing public. 


Cleveland DeSoto Dealers 


Elect Brennan President 


Frank Brennan of Brennan- 
Hogan Motors has been elected 
president of the DeSoto-Plym- 
outh Dealers Assn. of Cleveland 
for 1950. 

Other officers for the year in- 
clude: Ralph E. Horton of Bed- 
ford, vice-president; William A. 
Bramley, secretary, and James E. 
Boast, treasurer. Jack Whelan 
has replaced E. A, Scherler as 
trustee on the board of the 
Cleveland Automobile Dealers 


Assn. 
* . * 


Pate Buys Structure 


A. F. Pate, Pate Chevrolet, Inc., 
Peru, Ind., has bought the Miami 
farm equipment building at 779 W. 
Main St. Pate said at present the 
building will be used to store and 
house used cars. 

Future plans include enlargement 
of the structure. The reported pur- 
chase price was approximately 
$40,000. 


* * * 


Van Dyke-Moore 
Van Dyke-Moore Chevrolet Co., 
Newport, Ark., in cooperation with 
the Arkansas Automobile Club, has 
presented a dual control automobile 
to Tucker (Ark.) high school. 
* . 


Munday, Downs Open 
Ray Munday and J. D. Downs, 
Ford dealers of Murray, Ky., have 
opened their new building on Main 
St. near Seventh. 
s oc 
Covington Buys Building 
Covington Buick Co., Frankfort, 
Ky., has purchased the building 
now occupied by the company at 
a cost of $40,000. 
. 


- + 


Ruebel & Smith Open 
Ruebel and Smith Motor Co. 


OTHER MATCHING VASSAR STYLES: 18” O'night $22.50; 21” Wardrobe (with 4 hangers) $38.50; 18” Hat & Shoe Case $37.50;| with about 8,000 visitors attending, | (Dodge), St. Petersburg, Fla., an- 


29” Pullman $39.50; 29” Fortnighter (with 4 hangers) $55.00. 


|by Tom Zweifel, Inc. (Ford), who} 


(Continued on Page 23, Col, 1) 
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Dealer Doings 


(Continued from Page 22) 





nounce the opening of what is|than Prescott, East Milton, secre- 

claimed to be the first automobile | tary. 

lealership on the islands. The new| Chosen as directors were Henry 

juilding dominates a lot measuring | Bissonnette, Lowell: Roland Nor- 

100 by 175 feet. 
> 


* * 


|Dorchester, and Alfred W. Hur- 


Eastern Motor Building | witz, Brookline. 


Vew Plant in Augusta, Ga. H ; B se ii 

Eastern Motor Co. (Oldsmobile), oustons Buy Firm 
August, Ga., is building a new plant| _Auto and Tractor Sales Agency 
on the 1300 block of Broad St.,| (Kaiser-Frazer, Willys, Massey, 
iccording to Leon Ferst, president. | Harris), Paragould, Ark., has been 


The new building will contain a|S0ld_ by R. A. Reynolds and Bob| 


total of 12,700 square feet, including |@@rdner to A. L. Houston and his 
7,650 square feet for garage and | 50M, Charley. The firm's sales man- 
shops; 3,650 square feet of offices, |#8er, Charles Drennan, will con- 
parts and storage, and 1,400 square | tinue in his position. 

feet for a showroom, Cost of the | eo @ 

building is estimated at $50,000,, Monmouth (N. J.) Dealers 


with equipment to cost another | 
$20,000 Ferst said. Elect Officers for 1950 
. © & The Monmouth County (N. J.) 


3 Buy Bullock’s Firm Automobile Dealers Assn. has 
‘lected 
Mayor James Kardokus, of | Bank, conan ‘for 100 er 
Apache, Okla., and J. N. Water- ther cies ase Wittens | 





bury, who own the Hudson dealer- | 
ship there, and Baxter Marr have | 
purchased the Hudson Company, | 
and wholesale and retail oil busi- 
ness of G. Tom Bullock at Lawton, 
Okla. 


Ray Forshay, Long’ Branch, 


Wentworth Names Fancher 


Charles H. Fancher has been 
named zone manager for the GMC 
truck division of Wentworth & 
Irwin, Inc., Portland, Ore., GMC 
distributor, announces Charles W. 
Wentworth, vice-president. Fanch- 
er succeeds D. N. Sermon, retired 
after 30 years’ service with the 
firm. 





* ca * 


Four Willys Dealers 
Appointed in Oregon 

William M. Anderson, manager 
of Cohen-Anderson Motor Co., 
Portland, Willys-Overland dis- 
tributor in Oregon and south- 
western Washington, announces 
appointment of four firms as 
Willys dealers. 

They are Farley Motor Co., 
Heppner; Toledo Motor Co., To- 
ledo; Weiler Motor Co., Oregon 
City, and Harrington Motor Co., 
Madras. 


Herrington to Blount 


L. H. Blount has purchased G. 
W. Herrington’s interest in the B. 
& H. Auto Co, (Oldsmobile), Haw- | 
kinsville, Ga. George W. Cunning- 
ham has been named manager of 
the firm. 

. . * 


Kilborn Buys Kerwood 


J. A. Kilborn, owner of Kilborn’s, 
131 N. Church, Decatur, Ill, has 
announced the purchase of Ker- 
wood & Co., 511 E. North St. The 
name of the company has been 
changed to Kerwood Auto Parts, 
and Joe Rund has been named 
manager. 

. * 


Riley Names Dunning 


Frank J. Dunning has _ been 
named vice-president and general 
manager of Earl Riley Packard | 
Co., Portland, Ore. Dunning was 
formerly northwest sales promo- 
tion manager of Packard, and prior 
to that was Oregon district man- 
ager for Dodge. 


* * * 


2 New Buick Deals Open 


In Southern California 


Two recently appointed Buick 
dealers in Southern California 
announced by Zone Manager 
Lynn Ballagh are Ted Baker at | 
Fillmore and Fredericks Buick 
at Banning. 

Baker is a former associate 
Buick dealer and has operated a 
garage at Fillmore since 1933. 
Joseph M. Fredericks, who heads 
the new Banning dealership, has 
been associated with various 
General Motors dealers as service 
manager and in other capacities 
for the past 25 years. 


* +. + 


E. Mass. Chrysler Dealers 


Elect Scott President 

Harry B. Scott, Boston, has been | 
elected 1950 president of the East- | 
ern Massachusetts Chrysler Retail- 
ers, Inc. James Steeves, Lynn, was | 
named vice-president; George De-| 
Voe, Dedham, treasurer, and Na-| 


Let Us PROVE 


SEND TODAY 


D104—for your 





wood, Newtonville; Robert Introne, | 


raus, Freehold, vice-president; | 








Stop at the CARLIFE Booth— 


NADA Convention Souvenir 1 


treasurer, and John E. Bailly jr., 
| Red Bank, secretary. 
o * * 


Charlotte Expands 


Charlotte Hudson Co., Charlotte, 
|N. C., has leased the building at 
|1020 Elizabeth Ave., and President 
|W. S. McCall says it will be reno- 
|vated and enlarged by Feb. 1 for 
o new home of the company. 

* * * 


L. A. Buick Men Elected 


| Phil Hall, manager of Howard | 
Automobile Co., Hollywood, Calif., 
|has been elected president of the 
| Metropolitan Buick Dealers Assn. 
|of the Los Angeles area. 

Other officers elected for 1950 are | 
Ray Stansbury, Burbank, vice- 
|president; Joe Browning, Alham- 
bra, secretary-treasurer; Frank 
Gleason, West Los Angeles, direc- 
tor, and Walter Gibson, Glendale, 
director. 





- * * 
| AT CHRISTMAS TIME IN AMARILLO, TEX.—This interesting display was arranged by 
A. & B. Opens Home Hedgecoke Motor Co. (Dodge-Plymouth}. lt tied in with the announcement of the new 


Open house has been held at the | line, according to Alfred Glenn, sales manager. 
|new home of A. & B. Motor Co. | : : 
| (Ford), Perrytown, Tex. The cost | name to Humphrey-Coover Chevro- 





Schleicher Named 


| was approximately $126,000. | let, Inc. J. V. Humphrey jr. is Alvin W. Schleicher has been 
H h Lo | president, Wilbur W. Newsome is | clected secretary and treasurer of 
umphrey-Coover vice-president and service manager,|the March Motor Corp., 2061 S. 


Park Ave., Buffalo, President Ed- 
‘ward B. March announced. 


_ Humphrey Motor Co., Inc., June-|and L. Ralph Coover is secretary- 
‘tion City, Kans., has changed its'treasurer and general manager. 
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Te Claret 
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FOR 8827 STRATHMOOR, DETROIT 28, MICHIGAN 
Send complete information on CARLIFE GUARANTEE. No obligation. 
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Airflyte. The display is being 
staged in the large corner windov 
area of the James Motors show 
room at Van Ness Ave. and Sutte: 
St. 

The models demonstrate how 
the airliner-type adjustable front 
seats are easily lowered to form 
twin beds roomy enough to ac- 
commodate two full-size passen- 
gers. 

The performance is a realisti: 
one, with the models actually mak 
ing the beds, and “retiring,” ther 
“awakening” and reconverting th« 
beds to regular automobile seats. 

Interest in the demonstration has 
been heightened by making it th« 
vehicle for a showing of current 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





EALERS who keep up with|/ards of reconditioning which the 
what the local folks are talking | firm observes. 
about can make good use of such Higher priced used cars sold by | 











events in their advertising, — this firm carry: 
ing to Joe James, of Harry Bogue x ib | ALL DRESSED UP—A fewel box sh ffi ad cite \ ;,| fashions, with costumes from Jos. t 
Motors (Studebaker), Dallas, Tex. 1. Forty-eight hour unconditional | nent signing, transformed. Eschborn Meters Seles, Inc. {Pontiac "leshera,’ KY. Sato eph Magnin, one of San Francisco's 3 
Bogue has a four-inch-by-four- money-back guarantee. | Practically a new dealership. Service and storage underwent overhauling at the same time. leading women’s stores. $ 
: Cc 
inch cartoon ad, bordered by black| 2. Ninety-day or 4,000 mile serv-| — 7 bah ne ————— 
strips naming the streets bounding |ice warranty. it has brought you something | will know from experience, your | Noble Motors Now 
the dealership. 3. Twelve complete lubrications only the car can reveal. |ear is the final yardstick for meas- | Everett-Noble Motors. Inc. (De- d 
For instance, during the football/and oil changes. “You will know it has been re- | uring.” | Soto-Plymouth), 500 W. Trade St. ‘ 
season, the ad showed a sports edi-| A recent newspaper ad carried conditioned to the most uncom- | me ae |Charlotte, N. C., has changed its 
promising standards of excellence. | Show |name to Noble Motors, Inc. H. H. 


tor holding up a lineup of teams ine we : : 
on which the odds were doubtful. eo ae oar” Their Price 
Copy said: , 

“About the only thing I’m sure 


, Everett, one of the founders of the 
N SAN FRANCISCO'S motor company, has sold his interest. R. é 


_~ row, James Motors, Inc., is us-/—%, Noble is now president; Bobo ‘ 
ing attractive professional models Langston, vice-president, and Mabel 


You will know your car is as near- 
ly free from mechanical failure as 
Copy read: “Soon after you | it is possible to be. 

















of this week is that you can get | purchase a Valley Cadillac-Pon- “You will know you and your els | 
your best deal—and a 1950 model | tiac used car, reconditioned to | passengers are riding in all the|to demonstrate the popular twin-| A, Hess, secretary and office man- 
—at Harry Bogue Motors.” Cadillac standards, you will find 'safety a motor can afford, and you! bed feature of the new 1950 Nash | ager. t 
Then there was one keyed to the a eee re ee ee ee ee — ~ - . 
duck season, in which even the 
¢ 


ducks couldn’t resist decoys shaped 


a s ® e e 
id oy Biggest Development in Engine Repair Service! 


high, another cartoon showed a lot 
of people coming to visit a home 
equipped with a set, which had a 
sign: “Gone to Harry Bogue Mo- 
tors—You Can’t Beat Their Deal.” 


* * * 


Sales Films 
SERIES of films on salesman- 
ship have been produced by the 
Dartnell Corp., Chicago, featuring 
Dick Borden, billed as one of the 
country’s top sales experts. 

A release on the films says that 
Borden avoids “lace panties” and 
text-book selling techniques, and 
hews to practical, brass-tacks sell- 
ing. 

Here are the titles: 

1. How to close without tricks or 
trying to trap your prospect as 
amateurs do. 

2. How to make your sales 
points penetrate into the pros- 
pect’s mind so he will remember 
them. 

3. How to overcome objections 
without getting the prospect mad 
or making him lose face. 

4. How to outsell competition 
without cutting the price or knock- 
ing your competitor. 

5. How to be a good public speak- 
er—sitting down. Mumbling and 
poor posture lose orders. 

6. How to make your customer 
like you, trust you, and stick to 
you. 








* * * 


Question Ad 

CHWING MOTOR (Hudson) is 

using an intriguing little ad dec- 
orated with rabbits, and headlined: 
“Have You Noticed .. . Hudson?” 
Copy said: 

“They are multiplying on the 
streets of Baltimore. There are 19 
reasons why. Call Chesapeake 1300 
for a revelation ride and find out 
eo. — 


+ * * 


Circus 
(Cpr tan we overlook what’s going 
on in our own home town, but 
we hear that S. H. Rose (Chevro- 
let) did a bangup job of announc- 
ing new models in Detroit. 
Inserted in the announcement 
letter were “circus party” tickets 
heralding fun and prizes at the 
showroom, 
Desks were spotted throughout 
the showroom so that it was easy 
to write orders. And we are told 
that Rose wrote nearly a third of 


a million dollars worth of business. 
* « 2 


News Bait 

(OLoNsy CHEVROLET in Fitz- 
4 gerald, Ga. has installed a 

United Press teletype machine in 

the show window so the folks going 

by can keep up with the news— 

and maybe be reminded of where 


Chevrolets are sold in that town. 
- * 7 


Straight ” 
Nine an Send for “DOLLARS FROM DIAGNOSIS” | a 
1701 East Ave., Rochester, N. Y., Get the complete picture on Scientific Diagnosis from this 

promotes its used car business with informative new booklet. Call your local Sun Man NOW for 

a dignified type of newspaper ad- your copy or wire or write: Sun Electric Corporation, Dept. A, 


vertising, built around high stand- 6327 Avondale Avenue, Chicago 31, Illinois. 
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DEALER WILSON IS A CONSISTENT AWARD WINNER—This is one of the most attractive 


Nash dealerships in the U.S., 
33,000). 


f the Doug Wilson Motor Co. in Champaign, Ill. (population 
Founded in 1945 by H. Douglas Wilson and Helen Wilson, it offers nearly 11,000 


square feet of usable floor space, with an additional 4,900 square feet available for used 
cars. The Champaign dealer won the Nash 10-Point Select Dealer Award in 1947, '48 and ‘49. 





Ark. Rules Dealers Free 
Of Out-State Sales Levy 


| chaser to pay the tax to the com- 
missioner of revenue. This provi- 
|}sion exempts the dealer from the 


LITTLE ROCK, Ark.—Attorney- | ©°llection, it added. 


General Iks Murry has ruled that | 
automobile dealers are not obli- 
gated to collect sales tax on cars 
bought by out-of-state residents. 


Zook Motors Now 


The name of Midway Garage has | skid-wrecks 
been changed to Zook Motors, Inc.| which cost the driving public over 


The attorney-general held that | (Ford-Lincoln-Mercury), Kane, Pa., 
the duty falls entirely on the pur-|according to owner John E. Zook. 





And Ton 


THE GOLDEN RULE pays OFF 


The 
Great Leerwnce te the tee of 
OF Metgtat Sewvtion ind thee Gas 


The Key to Customer Satisfaction 
je the Automotive Sereice tedastey 


Winter Hazards Explored on Wisconsin Lake .. . 
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‘Operation Antiskid’ Underway 


CLINTONVILLE, Wis.—Even as 


-|men in white conduct experiments 


in their research laboratories, a 
group of scientific engineers began 
a series of exhaustive skidding and 
traction tests in an outdoor labora- 
tory of snow and ice here Jan. 16. 

The two-week research project 
on nearby Pine Lake is under the 
auspices of the National Safety 
Council’s committee on winter driv- 
ing hazards and brings together 
about 50 leading experimental en- 
gineers and traffic safety officials. 

By hundreds of actual tests on 
the lake’s frozen surface and on 
snow or ice covered roads they 
are seeking to find out the facts 
about winter tire tread designs 
and special winter retreads. How 
good are they on ice or snow and 
| how well do they really compare 
| with tire chains? 

Impartial and reliable answers to 
jthese questions will help prevent 
and traffic tieups, 





| $600,000,000 each winter, it is stated. 
In charge of planning the tests 


is Ross G. Wilcox, traffic engineer 
of the National Safety Council. 
Prof. Ralph A. Moyer, research 
engineer of the University of Cali- 
fornia’s institute of transportation 
and traffic engineering, directs the 
program. He is chairman of the 


Ont. Ups Tag Fee 
On 4-Cylinders 


TORONTO.—An estimated 8,000 
car owners who paid $2 for their 
Ontario motor vehicle license last 
year will pay $5 this year. They 
are the owners of four-cylinder 
cars made after 1933. 

The change, announced by High- 
ways Minister Doucett, will affect 
principally the owners of such im- 
ported vehicles as the Hillman, 
Austin, Vauxhall, Morris, Renault 
and Fiat. There are about 80,000 
four-cylinder cars in use in the 
province. 
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Acclaimed by Car Marufacturers, Dealers, Shop Owners and Editors as the Greatest Program 
» Ever Developed to provide Superior Quality Control and Increase Engine Repair Profits! 


Car owners willingly pay charges of $5.00 and 
up for this sensational new service! Sun Scien- 
tific Diagnosis is an entirely new, test-before- 
repair program that can revolutionize your 
automotive repair service. Progressive shop 
owners report big increases in parts and labor 
sales—greater shop efficiency--fewer complaints 
and costly comebacks! Diagnosis opens new 
sources of income to service shops everywhere! 


IT’S READY NOW! 


Brand new methods and procedures are tested 
and proven ...ready to go to work for you now! 
Technical training schools for your personnel 
are in operation in your locality. Newspaper 
ads, direct mail pieces, radio continuity and 


ELECTRIC CORPORATION | 


DEPT. A, 6327 AVONDALE AVENUE © CHICAGO 331, ILL. 


other promotional materials are waiting for 
you. 400 Sun Representatives are ready to help 
you get started on your own Sun Scientific 
Diagnosis Program. Be the first in your com- 
munity to adopt this sensational new program! 
Full details are contained in the new booklet, 
“Dollars from Diagnosis’’. It’s yours without 
cost or obligation. 






committee on winter driving haz- 
ards. 

Field director is T. J. Carmichael, 
administrative engineer of the fam- 
ous General Motors proving ground. 
Don Olen, chief engineer of Four 
Wheel Drive Truck Co. of Clinton- 
ville, is in charge of providing a 
variety of snow and ice conditions 
such as are faced by the average 
motorist. 

Participants and observers in- 
clude R. C. Salisbury, safety direc- 
tor of the Wisconsin motor vehicle 
department; W. G. Eliot III, high- 
way engineer of Public Roads Ad- 
ministration, and J. Willard Lord, 
safety engineer of Atlantic Refining 
Co. 

Other members of the committee 
on winter driving hazards include 
Earl Allgaier, research engineer of 
American Automobile Assn.; Fred 
B. Lautzenhiser, consulting engi- 
neer, motor truck division of Inter- 
national Harvester Co.; Col, Fran- 
cis B. McCabe, chief of Maine state 
police; Judge Harry H. Porter, 
chief justice of municipal court, 
Evanston, Ill.; George R. Welling- 
ton, chief, section of safety, Inter- 
state Commerce Commission; R. C. 
Evans, manager, tire design re- 
search, Goodyear Tire & Rubber 
Co.; Hoy Stevens, American Truck- 
ing Assns.; R. A. Menzel, general 
loss prevention manager, Hardware 
Mutual Casualty Co., Stevens Point, 
Wis.; William M. Greene, director, 
Connecticut state highway safety 
commission; Edgar F. Copell, main- 
tenance and traffic division, Massa- 
chusetts department of public 
works, and Prof. Archie Easton, 
director of truck research project 
for University of Wisconsin. 

Dressed for temperatures from 
30 above to 30 below, the re- 
searchers on “Operation Anti- 
skid” are testing out driving 
techniques on slippery surfaces, 
as well as performance charac- 
teristics of especially designed 
tires, some of which have claimed 
to equal or surpass the stop-and- 
go performance of steel tire 
chains on ice and snow. They are 
being tested on hard-packed 
snow, deep snow and glare ice. 

“Since human _iives, injuries, 
costly damages, traffic delays and 
marooned vehicles are involved in 
the problem of traction for severe 
winter conditions, the committee 
will try to find reliable answers,” 
Wilcox states. 


Credit Looseness 
Called Cause 


For Concern 


CHICAGO. — Over-liberal use of 
consumer instalment credit is 
viewed by Northern Trust Co. of 
Chicago, in its current bulletin, as 
“a chief cause for concern in the 
private business outlook.” 

After noting that “production and 
trade are recovering from the 
noticeable interruption caused by 
the steel and coal strikes,” the bank 
declares: 

“While sales on the instalment 
plan and mortagage credit are 
necessary to provide a mass market 
for large-scale production, the un- 
stabilizing effect of over-liberal use 
of credit and over-extension of fixed 
commitments on future incomes 
must also be emphasized. 

“These provide a chief cause for 
concern in the private business out- 
look, just as high government 
spending and a large federal deficit 
during a period of prosperity are a 
cause for concern in public policy.” 





Woodall Purchases Stock 


Of Supplier on Coast 

DETROIT.—Herbert J. Woodall, 
president of Woodall Industries, 
Inc., Detroit, announces purchase 
of all of the outstanding capital 
stock of Service Industries, Inc., of 
California, San Francisco. 

Woodall states that for the pres- 
ent Service Industries, Inc., will be 
operated as a wholly-owned subsid- 
iary and will be under the direction 
of Myles Standish, vice-president 
of Service Industries. Service In- 
dustries will supply some automo- 
tive parts and assemblies to West 
Coast customers of Woodall Indus- 
tries. 
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By Bernie Thomas 
Associate Editor 


T= AUTO industry agreed last 
week that J. E. Housely, an en- 
gineer in Maryville, Tenn., for the 
Aluminum Co. of America, really 
had something if he had developed 
a filter which permits a car to be 
driven without ever changing the 
motor oil. 

Automotive engineers and oil 
company experts were inclined, 
however, to adopt a “wait-and- 
see” attitude. All were apprehen- 
sive that Housely might have 
overlooked some of the many fac- 
tors prohibitive to the use of 
such a filter. 

An executive for an old-line filter 
manufacturer recalled ruefully that 
his company once developed a filter 
for which it had similar hopes, It 
was installed as original equipment 

on a popular make car. 

Off-the-record, the executive ad- 
mitted that his company later paid 
out a lot of money to replace scores 
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uto Makers Adopt ‘Wait-and-See’ Attitude . . . 


‘No-Oil-Change’ Filter Claimed ~ 


of motors which the filter was|the way of a new idea, but might 





blamed for damaging. 
* + * 
OUSELY said his filter does not 
maintain the oil supply, which 
must be replenished as it is used 
up by the engine. 

But, he claims, it keeps oil so 
clean that nine-tenths of the wear 
to a motor from sludge is elim- 
inated. 

Designating it as a “treater,” 
Housely said the filter had been 
used on Alcoa vehicles at an esti- 
mated savings of $300 in the main- 
tenance of each engine for 40,000 
miles of travel. 

The cartridge in his filter, he 
explained, contains activated alu- 
mina, a product obtained in the 
processing of aluminum ore. This 
is so highly porous, he claimed, 
that a small particle has more 
surface area than a living room 
floor. 

A consensus of auto industry 
opinion was that Housely had de- 


veloped nothing revolutionary in 


| filtration. 


possibly have a better principle of 


* * * 


N ENGINEER for another old- 
line filter maker said he had 
been driving his cars ever since 
1926 without ever changing the oil. 






But, he said, 


tion and other considerations which 


ment worked the same as an acti- 





vated clay element, 
undesirable. 

Activated clay, he explained, 
has a tendency to remove some 
of the detergent qualities and 
additives present in modern mo- 
tor oils. 

Additives are put in oil to pro- 
tect it from excessive motor heat. 


Among other things, additives act |™e@n that after that length of us- | 
inhi- | @ge the element would tend to clog 


as oxidation and corrosion 
bitors. 


the operation re- 
|}quired careful crankcase ventila- 





it id b |so that they move with.the flow of 
ye ©| the oil. Otherwise the particles lay 
dormant and form carbon, 


* - * 


| BSERVERS speculated that 


| JONES MOTORS REMODELS FRONT—Jones Motors 
achieved this modern and attractive effect 


if | keep the small particles, which | “excellent” 


(Pontiac), Tomahawk, Wis., ha 
" by covering the building with corrugated 
aluminum. Addition of illuminated window signs and large block-letter name signs further 
would prove too troublesome for | its attractiveness. 


the average motorist. 


Another engineer said that, 
Housely’s activated alumina ele-| form after some use, in suspension | ties. 


acid-absorbing quali- 


Impartial automotive engineers 
said that if the element did clog 
up after 2,000 miles, it might re- 
move the detergents and addi- 
tives from the oil, 

They described these factors in 


~ Housely’s recommendation that /oils as being necessary for the 


|the cartridge in his filter be re- 


| proper maintenance of today’s en- 


placed every 2,000 miles might | ines, especially in trucks and taxi- 


up. 


see why this unique machine can do 


more for you! 


This is more than a 





cash register. True, it gives 


you the protection and information that can 
be had only from a modern cash register. But it 
also gives you the convenience and economy of a 
built-in adding mechanism that can be used at any 
time without disturbing your cash register records. 











































And it records Charge Sales, Received on Accounts, 


and Paid Outs. 


Ask your local National representative to show 


you how this National ‘‘200” 


. .. will give you the detailed, 
-keeping costs. 


need ... will cut your record 


Have its advantages demonstrated to you TODAY! 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 





will fit your business 
accurate records you 


Here’s an easier way 
to keep better records ! 


Stops Mistakes — Saves Time — 
Figures in indication panel show 
price of each item and total. 
Machine automatically adds 
items, preventing mistakes in 
addition, and speeding customer 
service, Records amounts from 
1¢ to $999.99. Gives protective 
supervision over all prices 
charged and control of all 
money collected. 


Sales automatically grouped — 
Classification keys automatically 
separate sales into as many as 
eight classifications by de- 
partments, selling employees, 
services, commodities, or other 
desired classifications. Quickly 
adapted to any need or use. 


All records under lock and key — 
Five-position lock, controlled by 
proprietor's key, protects rec- 
ords and accumulated total. 


Descriptive keys — These keys 
can be used to identify selling 
employees, to print sales-slip 
numbers, or to show quantities 
weights, sizes, brands, stock 
numbers, code numbers, etc 
Especially valuable for inven 
tory control, 


Extra large cash drawer — Seven 


coin and four bill compartment 

Free-gliding, roller-bearing con 
struction prevents binding and 
sagging. Removable, plastic 


coin tray permits balancing 


cash in private. 





cabs, 

According to J. M. Lendway, 
|; manager of the Lubricants depart- 
;}ment, Detroit division, Shell Oil 


The detergent qualities in oil| Housely said his element had | Co., any filter which removes ad- 
ary ee a0 tas hee —|ditives relegates oil to the quality 


| it was 10 or 15 years ago. 
| An Alcoa spokesman said House- 
ly’s proposed filter had been under 
experimentation at the company 
for almost 20 years. 
| * * * 
H® SAID it was not a company- 
sanctioned item, but that 
Housely had been working on it 
|with the use of Alcoa-furnished 
| equipment. 

It was indicated that Alcoa might 
be more interested in supplying 
activated alumina to a prospective 
| filter manufacturer, rather than 
| manufacturing the filter itself. 

The Alcoa spokesman said: “It 
works like a charm.” 

Housely said Alcoa was “work- 

| ing with car manufacturers” to 
commercialize the filter. General 
Motors, it was learned reliably, 
is at least one manufacturer who 
has been so approached. 
Housely guessed that it would 
}cost about $8,000,000 to put the 
| filters in service stations through- 
| out the country. They would sell for 
labout $3 each, he added, 

It was pointed out to an Alcoa 
spokesman that a $3 cost every 
2,000 miles might not prove of 
much economic benefit to motorists 
who now can change oil for at 
jleast a third less cost than that 
}and at much longer intervals. 
| * * * 


Tas spokesman replied that $3 
| was only a preliminary estimate. 
“Mass production,” he said, 
“would eventually bring the price 
down much lower than that.” 
Although many automotive 
plants were apprehensive about 

Housely’s reported filter, none of 
them were scoffing. Some even 
dispatched engineers to Maryville 
to get a look at it. 

However, the consensus seemed 
to be: 

“There is no way to keep con- 
|tamination permanently out of mo- 
tor oil. Intervals may become long- 
er, but we'll always have to keep 
| changing oil.” 





National Assn. 
Of Car Leasers 
Formed in S. F. 


| SAN FRANCISCO, — Formation 
'of Universal U-Drive, Inc., with 
headquarters at 717 Market St., 
|San Francisco, an association of 
|car-rent and truck-lease operators, 
has been announced. 

Universal has embarked upon a 
program including establishing a 
|national system of courtesy cards 
|for car-rent members and national 
|advertising for both car-rent and 
truck-lease members. 

Other benefits to operators in- 
|clude literature, an annual conven- 
|tion and national hook-ups with 
| transportation and travel com- 
panies. 

Among Universal’s members is 
Evans Auto & Truck Rental Co., of 
San Francisco, one of the oldest 
'car rental companies in the nation 
—organized in 1920. 

One of the larger East Coast 
members of Universal is Charles 
Gillespie, president of the Saunders 
System, of Baltimore. 


kind 
men 
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aa in Who itis Handle Them es 


Sales Psychology Keyed to Women 


By Bob Finlay 2. A big ego. but not to someone who will dis- 
> Se 3. Selfishness—the desire to make | courage or upset him. 

\ EN may think they buy the| money, for incentive to keep push-| Expanding on 

cars, but it is the woman who) jng. |Thompson said that some of the| 


stubborness, | 





gives the OK, says Sales Psycholo- | 
vist Bob Thompson. 

“Thus,” says Thompson, “auto 
salesmanship should be keyed to 
the handling of the various types 
of women buyers. 









4. Stubborness—the top salesman | best salesmen don’t really go to) 


| must be a fighter. 


5. Expensive extrovert. 


6. Showmanship. 
* + + 








|work until the customer has said | 
“no” five times. 

| types of women—Mrs. Chatter- 
box, Mrs. Procrastinator, Mrs. 





Thompson analyzes various | 

















-» has 
ugates “Notice the mighty male whisper- | i a says that 10 Men! cusw-Sb-All, Mive, Ersitabie, Mrs. | 
further ing to his wife: can make a car, whereas only T tal 
“What do you think of this orfe, | one can sell it. The salesman should | oa” Untrie , Mrs. Friendly, 
- dear?’” ‘have personality, although he need| Mrs. Unfriendly, Mrs. Quality 
yuali- ° e not be over-intelligent. Often the | Buyer, Mrs. Stubborn, and Mrs. AWARD FOR SERVICE—A. J. Dingeman, Oxnard (Calif.) Ford dealer, is presented an 
r[HOMPSON, who has spent 30 | highly intelligent are abrupt. He| How-Much-Does-It-Cost. award by Bob Thompson, sales psychologist, for outstanding service to the auto industry 
eers years as a business and sales |should be married to work harder, Different approaches are neces-| in Ventura county for 1949. Dingeman is @ former president of the Ventura County Motor 
1 psychologist and who has been sary, says Thompson, to handle the | Car Dealers Assn., the Southern California Dealers Assn., and a past director of NADA. 
—s recommended by auto dealers on|B d G Oo i -thinking, fast-acting extrovert * * & , = 
- the West Coast, le in Detroit pre- roadway oe pens buyer, the slow-thinking, slow-act-|whole families, for if a husband | colorful speakers in selling, accord- 
paring to launch his sales-training Expanded Building oe eee tate te on | sia he for work after a quarrel |ing to dealers on the Coast, and 
, 7 ; =f e slow-thinking, | wi s wife, he might just as well ‘ i i 
rs in dee a national basis! CHICAGO. — Henry E. Jacobs, | ¢, st. acting neurotic, the fast-think- | not go to work. ght j does an excellent job of putting his 
the ‘ Tho a rl types of women | owner-operator of Broadway-Grace | ing, slow- -acting business woman. For that reason, wives are in- points across. 
jot. buyers can be handled easily if | Auto Sales, 3755 N. Broadway, an- | Se | vited to the first session of the After he gets his sales-training 
taxi- they are approached properly, | nounces the opening of his greatly- | | THOMPSON also emphasizes the| sales course, and are sold on the | Plan working on a national basis, 
ta according to Thompson, who has | expanded building to afford faster) * need for a salesman to have a| idea of their importance in their | he says he plans to open a perma- 
ceak’ developed his program around |service on installation of seat cov-|happy home. He contends that| husband’s success, jnent school of automobile selling 
Ol these central points: |ers and convertible tops. ‘dealers do not hire individuals, _but Thompson is one of the most ‘in Los Angeles. 
| ad- 1. Testing—for the scientific se-| } -_ —_—_—_———— 
ality lection of salesmen. 
; 2. Approaching women—recogniz- 
yuse- ( ing the types and their weaknesses. 
nder 3. Family relations — selling the 
pany wife on her husband's success. 
* 
HOMPSON claims that the 20 
| percent of the nation’s auto 
a " salesmen who are extroverts sell 
at 80 percent of the cars, while 80 
ead percent of the salesmen, who are 
one introverts, sell 20 percent. 
igh Thus his tests are designed to 
<o point up the extroverts for train- 
y — ing and weed out the introverts, 
ctive who do well on other jobs but 
than not on selling, along with the 
-— neurotics and those with bad 
It marital relations. 
A survey of 5,000 top salesmen 
rk- made by Thompson indicates these | 
to six qualities among the sales 
oy. leaders: 
’ ws iveness. 
a | Aggressiveness 
ould ~~ | Old Hummer Car , 
ugh- 
I for Sought for Show Sette TT 
leoa By K. c.. Dealers 
-* _ KANSAS CITY.—A search is be- 
rists ee ano NEW WATER PUMP REBUILDING KITS 
r at _ 
that find a long-extinct motor car man- Save time and labor disassembling and 
ufactured here called the Kansas i 7 
City Hummer, Kenneth Spry, sec- reassembling water pumps. Will not damage 
t $3 tn of the group, announced last pulley, rotor, shaft, or housing. Fixture may 
1ate. “We want to give it a place of be clamped in vise or bolted to bench. 
aid, honor in the motor car show ‘ : 
rice Saceh 22° hee cumlained. Be sald Thoroughly tested. Kits available 
. it was one of the first cars manu- for all Ford & Lincoln-Mercury pumps. 
ve factured anywhere. Write f : — 
out The show will have a historical | a pe 
_ of theme showing the growth of the) 
ven motor car industry in Kansas City. 
ille | Cars dating back to 1903 will be 
| featured in floor displays as well 
med as the latest model vehicles. The TTT AXLE COMPANION FLANGE 
period covered will reach back 
con- } to 1898. 
mo- Supply houses and accessory 
ong- : manufacturers plan exhibits. There (Tight spline fit between | 
<eep will also be cutaway models of companion flange and | 
| Sonemaesions, gears and engines, pinion on late '49 and ‘50 
i pry added. 
Ralph Perry is chairman of the ba these tools 
show committee. The dealers asso- essential. 
ciation held the first auto show REMOVER P 
ana week and ia the fro her EE te connerien Vie Te tim U rs itiieh 
: —____- damage to flange or dri R 
aaiae ine a  erive DOLLY For safe handling, removal, and replacement 
ion No. 4851-A ; 2 of Hydra-matic transmissions in any make of car. 
St. o -+++ $2.50 Sturdy...low priced...convenient. 
. of Ses Fo 056605 60.410660d she beeeeseseesceses $14.50 
aoe REPLACER Assures rapid | 
— and correct replacement of | JUST OFF THE PRESS New Manzel “Tool Guide” lists all 
g a universal joint flange and | tools needed in servicing any Ford, or Lincoln-Mercury built 
ards full bottoming of shims, vehicle. For each tool every possible application is given...a 
onal cups, and roller assem- unique, complete, and valuable reference. Write for free copies 
and blies without damage. ... give one to each mechanic. 
in- No. 4858-E..... $5.50 
ven- 
with 
7 | Ltt 
3 is 
lee of 4 _ 
dest a HOLDER Extra-long handle 
tion Gehy holds companion flange DIVISION OF FRONTIER INDUSTRIES INC. 
i firmly against high torque | 315 BABCOCK STREET, BUFFALO 10, N. Y. 
les beled of aoa you sce what required in assembling. Factory authorized manufacturer and supplier of 
ders : » No. 4858-F..... $4.95 | approved tools and equipment for servicing all Ford, 





ment will offer you first?” 


Lincoln, and Mercury Vehicles. 
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FOR INFORMATION AND FOLER, 


Kerk 


? 17 W. GOth St., Newfork 
‘Not illustrated or 817 Book Bidg.. 


ace 
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Save Labor...Save Time! 


With Kwik-Ezee compensators conveniently 
assorted and boxed to give that "directness 


of purpose" for camber and caster correction, APPROVED AND ENDORSED BY TK AU 
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KWIK-EZEE INC. N.Y.C. U.S.A 


6 outstanding Kwik Gee features: 


Oo No installation cost. ry Conservation of space. 


i N C &} Maximum accuracy. 
e 


> FOWLER, WRITE TODAY TO: 


, All readings, camber, caster, turning Gives true readings of steering geometry 
New ork 23, N.Y. radius, and toe-in taken from the one which can be repeated without error. 
true surface, the wheel hub flange, is 
ig.. oit 26. Mich. machined at right angles to the wheel 
hub bore. 


6) Operates on all passenger cars and trucks 
regardless of year or model. (Adapter for 


BY TK AUTOMOTIVE INDUSTRY. Heavy Duty Trucks available.) 
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New Passenger Car Registrations, 48 States for November, 1949-1948 
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Truck registrations by states are 
released here weekly, as 


com- 
pleted by R. L. Polk representa- 
tives in state capitals. 
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Sterling 
8 Studebaker 


‘New Commercial Car Registrations, 48 States for November, 1949-1948 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 
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New Commercial Car Registrations, 7 States for December, 1949-1948 
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The following advertised delivered prices 
are based on factory retail prices at the 
factories. They include dealer delivery 
and handling charges and federal taxes. 
They do NOT include transportation 
charges, state sales taxes or optional 
equipment. 

AUSTIN—Four—4-dr. sed. 
345; 2-dr. sed. (Dorset), $1,295; stat. 
wag. (Countryman), $1,445; conv. (Atlan- 
tic), $2,345. Six—4-dr. sed. (Sheerline), 
$5,800. (F.0.B. New York.) 

BUICK—Special Series 40—4-dr. tour- 
back sed., $1,957 (deluxe, $1,999); 4-dr. 
jetback sed., $1,925 (deluxe, $1,968); sed. 
cpe., $1,872 (deluxe, $1,915); bus. cpe., 
$1,819. Super Series 50—4-dr. sed., $2,157; 
**126"’ 4-dr. sed., $2,230; sed. cpe., $2,059; 
conv., $2,494; Riviera, $2,157; stat. wag., 
$2,862. Roadmaster Series 70—4-dr. sed., 
$2,656; ‘‘130’’ 4-dr. sed., $2,761; sed. cpe., 
$2,551; conv., $3,004; Riviera, $2,877; stat. 
wag., $3,430. (Dynafiow standard on Road- 
master, optional on Special and Super at 
$169.20.) 


CHEVROLET — Styleline Special — 4-dr. 
sed., $1,460; 2-dr. sed., $1,413; club cpe.. 
$1,418; bus. cpe., $1,339. Fieetline Special 
—4-dr. sed., $1,460; sed. cpe., $1,413. 
Styleline Deluxe—4-dr. sed., $1,539; 2-dr. 
sed., $1,492; club cpe., $1,508; conv., $1,- 
857; Bel Air, $1,751; stat. wag., $2,004. 
Fleetiine Deluxe—4-dr. sed.. $1.539: sed. 
cpe., $1,492. (Powerglide optional on De- 
luxe models at $158.50.) 

CHRYSLER — Royal — 4-dr. sed., §$2,- 
153.75; 8-pass. 4-dr. sed., $2,875; club cpe., 
$2,133.75; stat. wag., $3,183.25. Windsor 


(Devon), $1,- 











4-dr. sed., 
$3,069.75; club cpe., 
761; lim., $3,196. 


$2,348.50; 8-pass. 4-dr. sed., 
$2,327.50; conv., $2,- 
Saratoga—4-dr. sed., 
$2,667.25; club cpe., $2,641. New Yorker 
—4-dr. sed., $2,773; club cpe., $2,756.75; 
conv., $3,263. Town & Country—Newport, 
$4,027.75. Crown Imperial—4-dr. sed., $5,- 
253.75; lim., $5,358.75. (Prestomatic op- 
tional on Royal at $120.90, standard on 
other series.) 

CROSLEY—2-dr. sed., $866; conv., $866; 
roadster (Hotshot), $861; stat. wag., $894. 


DeSOTO—Deluxe—4-dr. sed., $2,006.25; 
club cpe., $1,995.75; Carry-All sed., §$2,- 
210.50. Custom 4-dr. sed., $2,193.75; 
8-pass. 4-dr. sed. $2,882.75; club cpe., 
$2,175.75; conv., $2,598; stat. wag., §$3,- 
112.75; Suburban sed., $3,198.75. (Tip-Toe 


Hydraulic Shift standard on Custom, op- 
tional on Deluxe at $120.90.) 
DODGE—Waytfarer—2-dr. sed., $1,755; 
roadster, $1,744.50; bus. cpe., $1,628.75. 
Meadowbrook—4-dr. sed., $1,865.75. Coro- 
net—4-dr. sed., $1,944.75; 8-pass. 4-dr. 
sed., $2,634.25; club cpe., $1,931; conv., 
$2,346; stat. wag., $2,882.50. (Gyro-Matic 
optional on Coronet models at $94.60.) 
FORD—Deluxe Six—4-dr. sed., $1,471.50; 
2-dr, sed., $1,424; bus. cpe., $1,332.50. 
Deluxe Eight — 4-dr. sed., $1,545; 2-ar. 
sed., $1,497.50; bus. cpe., $1,419. Custom 
Deluxe Six—4-dr. sed., $1,558; 2-dr. sed., 
$1,511; club cpe., $1,511. Custom Deluxe 
Eight—4-dr. sed., $1,637; 2-dr. sed., $1,- 


Current Prices on New Automobiles 


589.50; club cpe., 
stat, wag., $2,262. 

FORD OF BRITAIN—4-dr. sed. 
cloth), $1,040; 4-dr. sed. (Prefect, 
$1,077; 2-dr. sed (Anglia), $947. 
New York.) 

FRAZER—4-dr. sed., $2,395. Manhattan 
—4-dr, sed., $2,595; conv., $3,295. 


HUDSON — Pacemaker Six—4-dr. sed., 
$1,933; 2-dr. sed., $1,912; club cpe., $1,- 
933; bus. cpe., $1,806.50. Super Six—4-dr. 
sed., $2,206.50; 2-dr. sed., $2,156; club 
cpe., $2,203.25; conv., $2,798.75; bus. cpe., 
$2,053.25. Super Eight—4-dr, sed., 
295.50; 2-dr. sed., $2,245; club cpe., §$2,- 
292.25. Commodore Six—4-dr. sed., §$2,- 
382.75; club cpe., $2,358.50; conv., 
$2,951.50. Commodore Eight—4-dr. sed., 
$2,472; club cpe., $2,447.75; conv., §$3,- 
040.75. (Super-matic optional on all mod- 
els at $215.) 

HILLMAN MINX — 4-dr. 
conv., $1,895; stat. 
New York.) 

JAGUAR—4-dr. sed., $3,750; conv., $3,- 
850; roadster, $3,945. (F.0.B. New York.) 

KAISER — Special — 4-dr. sed., $1,995; 
Traveler, $2,088. Deluxe—4-dr. sed., $2,- 
195; Vagabond, $2,288; conv., $2,195; Vir- 
ginian, $2,995. 

LINCOLN — 4-dr. 
cpe., $2,527. Cosmopolitan — 4-dr. town 
sed., $3,238; 4-dr. spt. sed., $3,238; club 
cpe., $3,185.50; conv., $3,948. (Hydra- 
Matic optional on all models at $174.25.) 

MERCURY—4-dr. sed., $2,031; club cpe., 
$1,978.50; conv., $2,409.50; stat. wag., 
$2,715.50. 

NASH — Statesman Deluxe — bus. cpe., 


$1,595; conv., $1,948; 
(Prefect, 
leather), 


(F.O.B. 


sed., 
wag., $2,356. 


$1,799; 
(F.0.B. 


sed., $2,574.50; club 


$1,633. Statesman Super—4-dr. 1,- 
738; 2-dr. sed., $1,713; club cpe., $1,735. 
Statesman Custom—4-dr. sed., $1,897; 2-dr. 
sed., $1,872; club cpe., $1,894. Ambassador 
Super—4-dr. sed., $2,064; 2-dr. sed., §2,- 
039; club cpe., $2,060. Ambassador Cus- 
tom—4-dr. sed., $2,223; 2-dr. sed., $2,198; 
club cpe., $2,219. (Hydra-Matic optional 
on Ambassador models at $158.50.) 


OLDSMOBILE — Series 76 — 4-dr. sed., 
$1,835 (deluxe, $1,903); sed. cpe., $1,761 
(deluxe, $1,829); 2-dr. sed., $1,777 (deluxe, 
$1,845); club cpe., $1,735 (deluxe, $1,803); 
conv., $2,151; Holiday, $2,019 (deluxe, §2,- 
124); stat. wag. deluxe, $2,520. Series 88 
—4-dr, sed., $1,999 (deluxe, $2,077); sed. 
cpe., $1,925 (deluxe, $2,003); 2-dr. sed., 
$1,941 (deluxe, $2,019); club cpe., $1,899 
(deluxe, $1,977); conv., $2,315; Holiday, 
$2,183 (deluxe, $2,288); stat. wag. deluxe, 
$2,683. Series 98—4-dr. sed., $2,320 (de- 
luxe, $2,414); 4-dr. town sed., $2,288 
(deluxe, $2,382); sed. cpe., $2,246 (deluxe, 
$2,340); conv. deluxe, §2,793; Holiday, 
$2,404 (deluxe, $2,662). (Hydramatic op- 
tional on all series at $158.50.) 


PACKARD — Eight — 4-dr, sed., $2,249 
(deluxe, $2,383); 2-dr. sed., $2.224 (deluxe, 
$2,358); stat. wag., $3,449. Super—4-dr. 
sed., $2,633 (deluxe, $2,919); 7-pass, 4-dr. 
sed, deluxe, $3,950; 2-dr. sed., $2.608 (de- 
luxe, $2,894); conv. deluxe, $3,350; lim. 
deluxe, $4,100. Custom—4-dr. sed., $3,935; 
conv., $4,480. (Ultramatic standard on 
Custom, optional on other series at $185.) 


PLYMOUTH — Deluxe P19 — 2-dr. sed., 
$1,507; Suburban, $1,855; bus. cpe., $1,- 
385.75. Deluxe P20—4-dr. sed., $1,566; 


sed., $ 





club cpe., $1,534.25. Special Deluxe P20 
4-dr. sed., $1,644; club cpe., $1,617.50 
conv., $1,997; stat. wag., $2,387. 


PONTIAC — Chieftain Six — 4-dr. sed., 
$1,761 (deluxe, $1,856); 2-dr. sed., $1,710 
(deluxe, $1,805); club cpe., $1,710 (deluxe, 
$1,805); conv. deluxe, $2,138; stat. wag., 
$2,280 (deluxe, $2,359); bus. cpe., $1,587 
Chieftain Eight—4-dr. sed., $1,829 (deluxe, 
$1,924) 2-dr. sed., $1,779 (deluxe, $1,874); 
club cpe., $1,779 (deluxe, $1,874); conv 
deluxe, $2,206; stat. wag., $2,348 (deluxe, 
$2,427); bus. cpe., $1,656. Streamliner Six 
—4-dr. sed., $1,740 (deluxe, $1,835); sed. 
cpe., $1,689 (deluxe, $1,784). Streamliner 
Eight—4-dr. sed., $1,808 (deluxe, $1,903); 


sed. cpe., $1,758 (deluxe, $1,853). (Hydra- 
Matic optional on all models at $158.50.) 
RENAULT—4-dr. sed., $1,035. (F.0.B 
New York.) 
SINGER—roadster, $2,250. (F.0.B. New 
York.) 


STANDARD VANGUARD — 4-dr. sed., 
$1,850. (F.0.B, New York.) 

STUDEBAKER—Champion Deluxe—4-dr. 
sed., $1,688.50; 2-dr. sed., $1,656.75; club 
cpe., $1,683; bus, cpe., $1,588.25. Cham- 
pion Regal Deluxe—4-dr. sed., $1,762; 2-dr. 
sed., $1,730.50; club cpe., $1,756.75; conv., 


$2,086.25; bus. cpe., $1,662. Commander 
Deluxe—4-dr. sed., $2.019.25; 2-dr. sed., 
$1,987.75; club cpe., $2,014. Commander 


Regal Deluxe—4-dr. sed., $2,140.25; 4-dr. 
sed. (Land Cruiser), $2,327.75; 2-dr. sed., 
$2,108.75; club cpe., $2,135; conv., §2,- 
467.50. 

SUNBEAM-TALBOT—4-dr. sed., $2,495; 
conv., $2.745. (F.0.B. New York.) 

TRIUMPH—4-dr. sed., $2,950; roadster, 
$2,950. (F.0.B. New York.) 

WILLYS-OVERLAND—Four — Jeepster, 
$1,603.01; stat. wag., $1,709.08; stat. wag. 
(four-wheel-drive), $2,008.27. Six — Jeep- 
ster, $1,639.85; stat. wag., $1,814.33. 
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In the Hopper 





in Idaho 12-year highway im- 
provement program costing $150,- 
009,000, involving higher vehicle 


fees and reorganization of high-| 


way administration, will be sub- 
mitted to a special session of the 
Idaho legislature, 


mittee. 

The report was made by the 
Public Administration Service of 
Chicago, which was engaged by 
the special committee. Recommen- 
dations include the following: In- 
crease passenger vehicle fees from 
the present $5 to $10 and boost 
the 
to raise an estimated $2,000,000 in 
additional annual revenue. Estab- 
lish a six-man, appointive highway 


board. Members would serve with- | 


convening Feb. | 
6, by a special highway study com- | 


fees for commercial vehicles, | 


ment of claims, or show that suffi- | 
cient insurance is carried to cover 
them. 

* +. + 


Stop! School Bus 


Gov. John O. Pastore has 
signed into Rhode Island law a 
bill requiring motorists to bring 
vehicles to a complete stop upon 
approaching or overtaking school 
buses loading or unloading pas- 
sengers, and to remain stopped 
until the bus has resumed mo- 
tion or the bus driver has sig- 
naled the motorist to proceed. 


* * * 


| Self-Service Station Ban 


Sought in New York 
A bill to ban self-service gaso- 


jlations Board through interpreta- 
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Standards Act on the national 
level, and 5. Taft-Hartley act modi- 
fication by Congress through legis- 
lation, by the National Labor Re- 


tion, or by the President through 
his failure to use it. 

Dr. Spriegel also warned busi- 
ness in general that it may face 
new restraints unless it does right 
by its employes. 

“As businessmen we should 
strive earnestly and prayerfully to 
do the right thing with and for 
our employes,” he said, “Let us| 
by our acts remove the cause for 
much of the restrictive legislation | 
that is likely to be pushed by ad- 
vocates of the welfare state.” 

+ + +o 


Anti-Diversion Bill 


A measure to earmark motor ve- 
hicle registration fees and gasoline 
tax receipts for highway purposes 
has been introduced in the New) 





UNUSUAL ACCESSORIES DISPLAY—It was shown Pontiac dealers in Pittsburgh when the 
950 models were announced. The rectangular screen above the Indian shows new daylight 





a-|.. York state legislature by Sen.|! ‘ , : 
out pay for staggered terms of six|line pumps in New York state has| . type sound movies, designed to sell accessories. 
pond Saale. ” ‘been introduced in the legislature | Charles —— oo Republican. | and uses endless film. 


* * @ |by Sen. Edmund P. Radwan and | ‘ “ 
a Parking Meter Ads 


° |Assemblyman George F. Danne- 
Pennsylvania Ready to Invoke brock, Buffalo Republicans. Cities would be allowed to sell 
advertising space on parking 


Driver Responsibility Law Many owners of gasoline filling | 

Pennsylvania's new responsibility |Stations in Buffalo and western| meters under a bill introduced 
law, under which vehicle owners |New York want the legislation en-| in the New York state legisla- 
face loss of driving and registra- | acted, the sponsors said. A similar! ture. 
tion licenses in case of accidents | bill died in committee during the 
causing bodily injury, death or | 1949 New York legislative session. 
damages in excess of $100 unless | cea ieee 
adequate insurance is carried, goes 
into effect Feb. 1. 

The law requires that within 60 
days of such accidents, those own- | 


The projection unit is behind the screen 





early in his administration to |proved roads, increased highway 
finance school, hospital and roads | safety and a sound, equitable pol- 
| programs, declared: “I believe jicy dealing with motor vehicle 
we have come to the point where (taxation and expenditure,” accord- 
| it will be possible to commence |ing to William J. Gottlieb, presi- 
to readjust— downward—the (dent of the Automobile Club of 
state’s need for revenue.” New York. 


Hit-Run Crackdown Staggered Tag Renewal 


Gas Tax Bans 

Local governments in New York, 4A new attempt to tighten the| . . 
state would be denied the power | jaw governing ietiaus drivers | May Be Urged in Calif. 
to levy taxes on gasoline and auto-| jn Rhode Island is planned by Rep.| Efforts to revive a proposal to 
mobile use under a bill introduced | Richard D. Windsor, Republican | Provide staggered year-around reg- 
in the legislature by Sen. William | jeader in the house of representa- |istration of motor vehicles in Cali- 

‘tives. Windsor said he plans to|fornia may be made when the 
lintroduce a bill making hit-and-| State's special legislative session 
Mass. Wage Proposal |run driving a felony, with manda- | COnvene® in a ; 
Five trends in labor legislation’ A minimum wage law of 75 cents | tory jail sentences for persons con- | Gov. Earl Warren last year ve- 
are forecast for 1950 by Dr. Wil-!an hour to conform to federal leg- | victed of the offense. toed a bill patterned along the 
liam R. Spriegel, associate dean|islation was proposed by Gov. Paul | * * ® | ieeent oo MR herp Bo 
f th 1] f busi dmin- | i i : Ss: , ere es are 
° e college of business admin-|/A. Dever in his message to the| New York Auto Club Outlines monthly on @ staggered basia, 

* * * 

Flat N. Y. Fee Asked 


istration at the Universi f Texas, | s i >, ss 

ae ies ty o 1950 Massachusetts legislature 13-Point Legislative Program 
1. Increased union efforts to ob- Maryland Governor Sees A 13-point legislative program 

|has been placed before legislators A bill to set a flat fee of $10 a 

‘in Albany by the New York State year for the registration of auto- 

Automobile Assn. in asking for a/| mobiles has been introduced in the 


tain favorable state legislation; 2. 
Increases in workmen's and unem-| Prospect of Lower Taxes 
Possibility of a reduction in 
“square deal” for the state’s 3,000,- |New York state legislature by Sen. 
000 motorists. | William S. Hults, Nassau Repub- 


|ployment compensation payments) 

'if the price level remains high;| Maryland state taxes was cited 

in Yellowknife, a far-north town (3. Continued emphasis on child; by Gov. Lane in addressing the 

of 1,500, has been approved by (labor and equal pay for women; Maryland Farm Bureau Federa- The program “is aimed at pro-|lican. Automobile registration fees 

the Northwest territories council. legislation; 4. Vigorous enforce- | tion. | tecting the rights of passenger car|in the state now are based on 
ment of the amended Fair Labor Gov. Lane, who increased taxes | owners, and obtaining new and im-' weight. 
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Unions Expected 


To Seek Better 


ing or driving the vehicles in the | |S. Hults, Nassau Republican. 
. . 





accident must put up enough | “ 


money (up to $11,000) to cover pay- | 


Laws in States 





Radio Cabs to Appear 


In Canada’s Northwest 
OTTAWA, — Radio - equipped 
taxicabs, which made their first 
appearance in Canada two years 
ago, will be seen in the North- 
west territories shortly. 
Application for radio-dispatch 
systems for two taxi companies 























Nationally Known 


SPEAKERS 


Men prominent in national affairs 
and the business world have 
messages of vital interest to 
automobile dealers — including 


1.General Omar Bradley, Chairman 
Joint Chiefs of Staff 


2.Howard Moore, Managing Director 
Federation of Automobile Dealers 
Associations of Canada 


3.W. Walter Williams, Chairman 
Committee for Economic Development 


4.Senator Harry Flood Byrd of Virginia 


5.John Temple Graves, famed newspaper 
commentator from Atlanta 


6.J.Saxton Lloyd, one of our best boys 













ENTERTAINMENT 


* SIGMUND ROMBERG and his concert 
orchestra and soloists 


* CONVENTION DANCE and 
THE MARCH OF THE STATES 


* RECEPTION FOR THE LADIES, 
A Fashion Clinic—we promise entertain- 
ment to surpass all previous programs. 


* AND THE BIG 1950 FAMILY PARTY 
with a glamorous all-star program 
of entertainment 


* VICTOR BORGE, noted entertainer 
MISS AMERICA OF 1949 






CLINICS 


to bring you profit-making 
ideas for your own use! 


























1. EMPLOYER-EMPLOYEE RELATIONS CLINIC, 
authoritative, first-hand information to- 
ward maintaining healthy employee 
relations. 

2. RETAIL SALES MANAGEMENT CLINIC, top- 
notch feature for forceful selling. 

3. “SERVICE’’ CLINIC, bring your service 
manager and get all the answers. 

4. USED CAR CLINIC, presented by used car 

dealers who know used car merchan- 

dising! 


EQUIPMENT 
EXHIBITION 


The bigger-than-ever 1950 
developments in shop equip- 
ment, machinery, tools and 
office systems—new specialty 
and accessory items! 


YE 




























place: ATLANTIC CITY 
February 5 to 8th ind. 
mail Your 
nesenwalion WOW to V2 


date: 





NADA CONVENTION - EQUIPMENT EXHIBITION 
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AL WILSON OPENS NEW BUILDING—AI Wilson Pontiac, Inc., Hatboro, Pa., has opened 
this new dealership building with its 21-foot illuminated sign. 
recessed entranceway which prevents incoming traffic from causing. traffic congestion. 
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A desirable feature is the 





40 Service, Parts Heads 


Finish Dayton Course 


DAYTON, O.— Certificates of 
completion were awarded 40 serv- 
ice and parts managers Jan. 19 
at a dinner marking the conclusion 
of a 15-week training course spon- 
sored by the Montgomery County 
Automotive Dealers Assn. 

The school was held under the 
supervision of Chelsea _ Bailey, 


Teachers college, University of 
Cincinnati. Dealers and their serv- | 
ice and parts men will attend a) 
banquet at which the speaker will | 


be Dr. H. W. Paine, professor of | 7 3: V8" Tassel 


vocational education, University of | mew cars has been handled al- 
Cincinnati. | most exclusively by  factory- 
| authorized new-car franchised 


—— | 





Hudgens Opens Service 


By J. B. Van Tassel 
oo is a new type of distri- 
bution of new cars coming into 
the picture of late. These new out- 
lets operate along the 





| dealers. These new outlets ap- 


For Broker-Type Operations 


necessarily those of Automotive News.) 


lines of 
brokers and are 
offering large dis- 
counts on all 
makes and mod- 
els of new cars 
to certain groups. 
Some of these 
organizations are 


head. 


charitable, religi-|qealer to make a net profit on a 
ous, armed forces, | new-car sale, let alone pay an addi- 
etc. tional commission to a broker. 

Up to now the oe 
retail sales and 
distribution 





Hudgens Motor Co., Sparta,| the authorized dealer in many | new car. 
Tenn., has opened its new service | C@S€s. franchise with 
department. | How a new-car dealer can afford 


Dealer Business Counsel 


No Room in Present Tight Profit Structure 


to pay a broker’s commission 
addition to all the other expenses 
and used-car losses in connection 
with a new-car sale and still expect 
to make a profit is way over my 


any 





(The opinions expressed herein are those of Columnist Van Tassel and are not 


of IONE $100 Discount 


ONE of these distributor organ- 
izations that I know of has sent 
la letter to members of the armed 
| forces offering them $100 and up 
pear to be acting as brokers for | off the list price on any make of 
This company has. no 


automobile 


manufacturer; hence, it must of 





get your full share of profits—not just a part— 


ee 
¥ a 











OFFERS A 


for Every Car! 


LET THIS DELCO MERCHANDISER 
BOOST YOUR SALES 


This sturdy, durable, all-steel mer- 
chandiser is designed to catch the eye 
of your customers . . . to give sales 
volume a lift. Put this display to work 
- . . let it promote new sales of shock 
absorbers for you. Your local United 
Motors distributor can supply you. 


ELCO ALO 








DELCO SHOCK ABSORBERS— 
A UNITED MOTORS LINE 
Available Everywhere Through 


UNITED MOTORS DISTRIBUTORS 


COMPLETE LINE 
OF SHOCK 
ABSORBERS 


Only Delco Offers the Right Type of Shock Absorber 
Delco—and only Delco—makes a com- 
plete line of shock absorbers. Single-acting, double- 
acting, knee-action or direct acting . . . Delco makes 
them all! Whatever type of shock absorber your cus- 
tomers need, you have it with the Delco line. 


Only Delco Can Supply This Huge, Continuous Market! 
Over 65,000,000 Delco units are in use today. That 
assures you of a large presold market for replacement 
and repair. Then, too, every car owner is a potential 
customer because Delco—and only Delco—builds shock 
absorbers to fit every make of car! 


Only Delco Offers Such a Sales Opportunity! Delco’s 
one line, one quality, one price ... give you a greater- 
than-ever sales opportunity. Make Delcothe choice for 
your customers. Make Delco your key to greater 
volume of shock absorber business. 









in 


necessity have sources of supply 
with authorized new-car dealers 
In this kind of deal, it just stand 
to reason that any cash profit 
dealer could make would be turn 
over to a broker in the form >of 
commission and the dealer in tu: 
would handle the used-car trad 
and absorb its resultant loss. 
Also, the sale of the new car 
would probably be out of the dea! 
er’s trading area and the additiona 
profit possibilities on the sale 0! 


There very definitely is no place|service and parts would be lost 
in the present scheme of new-car 
distribution for brokers in addition 
to new-car dealers. 

There is hardly a sufficient mar- 
gin of gross profit on our present 
basis of distribution to permit a 


In this new scheme of mer- 
chandising new cars, the only 
two organizations that would 
make a cash profit on the sale 
of new cars are the factories and 
the brokers. The best a dealer 
could hope to make would be a 
loss on the used-car trade. 


There is a lot of difference be- 
tween selling new cars through the 
so-called bird-dog method and the 
broker method. This bird-dog 
method is very sound business be- 
cause the dealer controls the entire 
deal and the salesman usually pays 
the $5 or $10 out of his commission 
for the prospect to the bird-dog 
who is usually located in the im- 
mediate trading area of the dealer 

While on the other hand, the 
broker method deprives some sales- 
man out of his commission, costs 
the dealer his cash profit, if any; 
also the possible loss of repeat 
service and parts income and 
eventually the complete loss of his 
sales organization. 

7 * + 


Nice for Broker 
i IS a very profitable deal for 

a broker—no capital invested in 
a large building to provide service 
and parts availability for custom- 
ers; no investment in machinery 
and equipment; no organization; no 
used-car operation, just a small 
office and a telephone in some 
downtown building and with no 
factory-dealer relations to worry 
about. Nice going. 

It would be my suggestion that 
new-car dealers do more develop- 
ment work on building up their 
number of bird-dogs for furnishing 
their salesmen with prospects on 
which both the dealer and the 
salesman has a chance of making 
a buck, as compared with the 
broker method where neither the 
dealer nor the salesman has much 
of a chance. 


Kansas Prohibits 
Sale of 12 Kinds 
Of Antifreeze 


TOPEKA, Kans. — Sales of 12 
brands of antifreeze have been 
banned in Kansas by the state 
highway commission on grounds 
that they do not contain enough 
eythelene or propylene glycol, or 
glycerine, to be properly advertised 
as permanent types of antifreeze. 

This is the first action taken 
under a law passed by the 1949 
legislature, and followed testing of 
the compounds in the state’s labor- 
atory, according to R. Dale Finney, 
the commission’s material engineer. 


Following are the brands out- 
lawed: Blue Club, made by Cities 
Service Oil Co.; Standard Brand 
Grade, made by Coast-to-Coast 
Stores Co.; Standard Type S and 
Standard Type N, made by Stand- 
ard Oil Co. of Indiana; Alcoten and 
Safe-T-Zone, made by McAlester 
Fuel Co., Dallas; Freeze-E-X, made 
by Moore Chemical Co., Dodge 
City, Kans.; Global-Cal, made by 
Globe Oil & Supply Co., Dodge City, 
Kans.; International Harvester, 
made by International Harvester 
Co.; Varcon 188, Type S, made by 
Gamble-Skogmo, Minneapolis; 
Frigid-O-BG, made by C. G. Whit- 
lock Co., Springfield, Ill., and Aero- 
Tex, made by Wamco of Dallas. 













White’s (Ford) in N. H. 


Now Open on Sundays 

WEST OSSIPEE, N. H. — 
(OTPS) —The Ford dealership 
here has gone on a seven-day 
work week. 

White’s Garage, Inc, now 
opens its showroom and service 
section from 9 a.m. to 5:30 p.m. 
on Sundays. Virgil White is 
operator of the firm, 
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m»=<zeAs 
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inn ae ~ 1 ony and according to the same 
‘ igh standards which have charac- 
t stan Ford Industrial Engines terized ‘Ford peatenger" ct, true 
profit ‘ r “ and tractor engines for nearly half 
e turn Rouge Starts Production This Month on Line a century. They incorporate the 
_ Of Five New Models, Bachman Reports ace antes baetien te tae 
ul 
r trad * DETROIT.—A complete new line| will be equipped with skid type maximum performance and econ- 
3S. of Ford industrial power units will| mountings. oa P ‘ 
— go into production this month,| The units may be ordered with | ae A the ye ene = 
he dea o ws Bachman, manager, Ford |or without clutch, power take-off | the ont ae yeaa ae Sith the 
iditiona Motor Co. industrial engine depart- | and three, four or five-speed trans- | introduction of the new complete 
me © ee ee or aa Mech unit, either ODD! Covers 66.600 SQUARE PEET—Injornstions! Horvester Ce. presented lie now tine of | Dwer Units. we expect to broaden 
© lost Five models are included in the | °F Closed, will be thoroughly tested | 3:5, trucks to Portland, Ore., in its new headquarters which houses both the Portiand | Still further coverage of the market 
f mer- line and are available in either ho pray Page will be = Gistviet = = Fortione brench —. J. H. Shafer is district manager and W. A.| requiring industrial power units. 
i - | Tegan, n R 7 tt initi i “ : 
e_ only open or enclosed — They r he nomen aa upon installa eee, rs of manager More than persons attended the initial showing of the new sag Ce sgn Se ee 
a c 4 — LS a ce eames ee oa 
' radi The industrial engine power unit | sales has been the fact that parts 
- = wea os ieee tae Ge — line includes two six - cylinder | cylinder models and 239 and 337;complete units, according to Bach-|and service are available every- 
dealer ype gs, and | models, two V-type eight-cylinder |cubic inches in the eight-cylinder | man. where through more than 6,000 
: te o models and one of four cylinders. | models. ; “The new Ford industrial en- | Ford dealers — considerably more 
Piston displacement of the four- A new assembly line installed at| gine power units are flexible, |than handle the sales and service 
cylinder unit is 120 cubic inches;|the Ford Rouge plant will assure! compact and durable,” he said. of any other make of industrial 
ah a 226 and 254 cubic inches in the six- | fast and efficient production of the| “They are built in the same | engine.” 
and the =| , : . 
ird-dog 
ess be- 
e entire | 
lly pays | 
mission 
ird-dog 
the im- 
dealer 
id, the 
e sales- 
1, costs 5 
if any; 
repeat 
e and 
of his A FORD INDUSTRIAL ENGINE—New open- | 
type Ford industrial engine power unit avail- 
able for the first time complete with radia- | ca 
tor, instrument panel and SAE or Ford-type , 
housings. The new Ford industrial engine , 
power units are also offered with sheet metal | iT ie 
eal for covers: ——— 
sted in . . 
service Calif. Tax Hike  . 
ustom- 
ce | Feared as Fund MCMC Ce 
ion; no 
small " 
:~ For Idle Sags 
ith no SACRAMENTO, Calif. — Califor- | 
Worry nia employers face a tax increase | 
this year to help overcome shrink- | 
- _ ing balances in the state unem- | 
—~* ployment reserve fund, according | 
‘i ad | to the state department of em- 
rege d ployment. 
cts on 5 . 
d the Net balance in the fund at the 
naking end of November was $498,800,000 | 
h the exclusive of $109,800,000 available 
er the for disability insurance—compared 
much to a disability-unemployment re- 
serve total of $725,100,000 a year| 
earlier. 
. The $498,800,000 is the total on 
its which 1950 contribution rates will | 
be determined. 
; While the $131,400,000 accruing 
to the unemployment fund for the) 
first 11 months of 1949 approxi- | 
mated the previous year’s income, | 
of 12 unemployment payments totaled 
been $231,600,000 as compared with $130,- | 
state 600,000 for the first 11 months of | 
‘ounds 1948. 
nough The department explained that | 
ol, or because of the reserve fund drop, 
rtised it probably will be necessary to re- | 
Treeze. instate provisions of the law re-| 
taken quiring employers to contribute | 
. 1949 from 1 percent to 2.7 percent of | 
ing of ; their payrolls, 
labor- { The contribution range has been | © e 
inney, from zero to 2.7 percent. eh 
‘ineer. Sine gees 
| eco ey Tit minions oT cars 
out- . 
ae New Sick-Pay Tax | 
3rand . 8 
cat | Startain N.Y. dating back to 1932 
or ALBANY, N. Y.—Workers and /| 
aa employers in the state are now} 
ation feeling the bite of a new payroll . fonees 
— deduction—for disability benefits. To enable dealers everywhere to service the tens of millions of 
Yod The nip is a maximum of six ° . : ee ° 
odge =| cents. an hour for each person Trico-equipped cars now approaching “old age,” Trico has developed these two 
City, working for an employer covered : : . ° 
ci, | soy the state’s new benefit law. The new Universal-Interchangeable Windshield Wiper Motors. 
rester employer must match the contri- . ° ‘ 
. be Selkene. With them...plus a kit of assorted shafts and drive levers...you can match over 
polis ; This system will continue until ° ss . ° 
oe: gine ee Ghee o auntie wee 500 Motor models dating back to 1932, all originally built by Trico. 
Aero- bution plan goes into effect. Bene- ° : 
4 esl A sc Ange AB no Trico Wholesalers carry complete stocks of replacement Linkages, Blades and Arms 
weekly for loss of work due to ill- : : ° . os e 
ak ot Maal ak emo’ and will also continue to supply replacement Motors in original equipment styles. 
with the job. + ere 
H. eae | Ask your Wholesaler to show you the Universal-Interchangeable initial stock assortment. 
$ McDermott Promotes 3 
co E. W. McDermott, general man- | TRICO PRODUCTS CORPORATION, BUFFALO 3, N. ¥. 
hip | ager of McDermott’s, Ltd. (Hudson- 
day Hillman), 845 Burrard St., Vancou- | 
ver, B. C., has announced three new | 
_ executive appointments. 
no Fred Harris has been appointed wWiIPcKS 
is assistant general manager, Fred | 
Contant is now service manager, | 


Copyright 1949, Trico Products Corporation, Buffalo, N. Y. 


and Bill Moore has been named 
—— parts manager. 
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manager of Walker Mfg. Co., ac- 


vice-president for the company. 

Snow has served as an assistant to 

T. F. Hall, sales promotion man- 

ager, since joining the organization 

in January, 1946. 
* 


* 


Hole Made Plant Manager 


Of Ford Buffalo Unit 


Appointment of Alton J. Hole as 
plant manager of the Buffalo 
pressed steel unit of Ford Motor 
Co. is announced by D. S. Harder, 
aed manufacturing vice-president. 

| Hole, a veteran of 24 years in the 
automotive industry, has been serv- 
ing as general manager of High- 
land Park operations which include 





CHEVROLET'S BIG CLEVELAND PLANT—First view of the completed unit which is the | 
major source of the company's new Powerglide automatic transmission. All parts will be 
brought here from Flint and other Chevrolet manufacturing plants; it is announced, for final 
machining and ——— Measuring roughly 1,000 feet square, it is the largest Chevrolet 
plant under a single roof. Will also supply sheet metal parts. 





Ohio Enlists Delco Man | has been appointed to a nine-man | 
L. W. Lohrey, of the Delco di-| Committee to study Ohio’s employ- 
vision of General Motors in Dayton, | ment problems. 














HYDRAULIC DUMP BODIES 


On Any Make of Truck and 
For Every Vocational Service! 


THE GALION -¥CCoreel BODY CO 


GALION, OHIO 


{LO 


100% QUALITY DESIGNED and 
MADE UNDER ONE ROOF 


the STRONGEST the FINEST 
STOCK, DISPLAY, SELL CELLO 


The sale of Cello car and truck 
grille guards is the surest and easiest 
way to more profits for you, Mr. 
Dealer, and more protection for your 
customers’ cars and trucks. Cello 
Grille Guards are specially designed 
to save the car or truck owner many 
dollars in costly automotive repairs 

a fact that makes selling Cello 
easier for you and brings in handsome 
profits under Cello’s new price list. 
Get more complete information on 
the Cello line of guards and license 
plate frames. Write today to the 
Cello factory for FREE catalog pages. 


































CELLO GRILLE 
GUARD 


CELLO DUAL RAIL 
TRUCK GUARD 






Custom Styled for 1950 Cars and Trucks; Similar Styles for 
1946-49 Models; Alluring Beauty; Guaranteed Super-Chrome 
Finish; Installed in 5 to 8 Minutes; Order from Your Nearest 
Jobber or Direct from Factory; Specify Car or Truck Make 
and Year When Ordering. 






Cen ae 


Auto Personnel 


Randall Snow has been named |truck and tractor assembly lines|Austin, Nelson D. Miller of Sa 
assistant general sales promotion | and various manufacturing activi- | Antonio, 


cording to Gordon R. Walker, sales ; : 
a as assistant plant manager 


|at Highland Park, has been named | 


| ties. 
Edgar F. Wait, who has been 


acting plant manager. 
| * * > 
Capitol Licensed 


Engineering Reproduction, Inc., 


Detroit, licensor and manufacturer 
under the Stewart processes of 


precision metal drawing reproduc- 
tion, announces the 
Capitol Engineering Reproduction 
| Co., also of Detroit. 

+ > * 


Westinghouse Ups Weber 


pointed manager of the Westing- 
house Electric Corp.’s eastern dis- 
trict with headquarters 
York, announces Tomlinson Fort, 
manager of apparatus sales for the 
company. 

+ . 


Woods Gets Board Post 
J. Albert Woods, president of 


Jacksonville, Fla., has been elected 
to the board of directors of Com- 
mercial Solvents Corp., 17 E. 42nd 
St.. New York, announces Maj. 
Theodore P,. Walker, chairman of 
the board. 


Keough Heads 


* * 


Parts Sales 


iF or Hershey Products 


Announcement is made by Paul 
H. Hershey, president of Hershey 
Metal Products, Inc., Derby, Conn., 
that Al Keough has joined his or- 


| ganization as sales manager of the 


automotive parts division. 
Keough formerly served 14 years 





division of John T. Stanley Co.. 
| Inc. 
* + + 


R-B-M Makes Shifts 





licensing of 


C. Swan Weber has been ap-| 


in New| 


Wilson & Toomer Fertilizer Co., | 


as general manager of the Mobo| 


| dent, and J. A. Greene, Pasadena, 
secretary-treasurer. Greene was 
retiring president. 
Elected to the board of directo: 
|were Davis, Vernon Lemens 


Edgar Reagan of S:z 
| Antonio, Greene, Ray Fisher an 
| Charlie Hillard, both of Fort Wort! 
|}and J. B. Collins of Big Spring. 


Perfect Circle Gives Storey 


Duties at Home Plant 


Cliff Storey, Perfect Circle’s dis 
trict manager in the Albany (N 
Y.) area, has been transferred t: 
the corporation’s main offices ir 
Hagerstown, Ind. He has been with 
Perfect Circle since 1941. 

In his new assignment, Storey 
will handle sales promotion. Suc 
ceeding him in Albany is Richard 
W. Dickey, who came to Perfect 
| Circle two years ago following his 
graduation from Ohio State uni- 
versity. 

. . +. 
Five Given Promotions 


At Champion Spark Plug 


Announcement is made by R. H 
Rowland, sales vice-president, of 
the promotion of five Champion 
Spark Plug Co. representatives. 

Earl Bartholomew has replaced 
the late W. J. Scott in the Buffalo 
area; H. C. Ficken has replaced 
W. H. Bowman, resigned, in South 
Georgia; Rex Gilcrest has been as- 
signed to the Chicago territory; R. 
W. Fredericks has replaced B. E. 
Templeton, retired, with headquar- 
ters in Seattle, and J. B. Gilbert 
has replaced the late K. E. Johnson 
in Oakland, Calif. 


* * * 


Soss Hawaii Outlet 


Appointment of a sales represen- 
tative in the Hawaiian islands re- 
gion for products of Soss Mfg. Co. 
has been announced by Samuel 
Soss, sales vice-president. The new 
representative is the firm of B. F 
Schoen, Ltd., Honolulu, T. H. 


* * . 


James Kress is now St. Louis ’ ° . 
area representative for the R-B-M | Herberger’s Duties Eased 
division of Essex Wire Corp., man-| G. R. Herberger, board chairman 
ufacturer of manual and magnetic | of Butler Brothers, has withdrawn 
electrical controls for automotive|from active participation in the 
and industrial application. His of- | management and operations of the 
fice is located at 3435 Chouteau|company. He will devote his time 
Ave. and attention to personal invest- 

R-B-M has also opened a new| ments including retailing, manufac- 
| office at 5219 Crittenden Ave., In-| turing and real estate. 
|dianapolis, under P. C. Metsker.| Herberger will continue to serve 
|Metsker was formerly in the De- (Continued on Page 35, Col, 1) 
|troit office, and has been replaced 
there by Ed Easley. 


* * * 


GMC Promotes Little 
Appointment of Fred Little os 


paymaster of GMC Truck & Coach 

division is announced by W. F.| BD) MUSIN(G@UEM Asam aeleie7 Nel- 
Maybury, comptroller, Little has | 

been in charge of timekeepers for | 
the division. He began with GMC in 


1940 as a timekeeper. 
* - > 


Dana Corp. Names Haynes 


To Head Manufacturing 


Appointment of R. B. Haynes 
| to the newly created position of 
manufacturing vice-president of 
Dana divisions has been an- 
| nounced by R. E. Carpenter, 
president of Dana Corp. 

Haynes, a one-time journeyman 
| tool maker, joined Spicer Mfg. 
| Corp. (now division of Dana 
| Corp.) in 1935, first working on 
| special assignments, then becom- 
ing successively master mechanic, 
equipment manager and works 
manager of the Toledo plant. 

+ + * 


Holmes Heads Chicago Sales 





FOR YOUR CUSTOMER'S 


WINTER VACATION 


PaxiPiuiee 
















FIELD 
EXECUTIVE 


It's easy and profitable to sell nationally 

| advertised Maximillian Bonded Luggage to 

| ''travel-minded" car purchasers. 

This deluxe two-piece matched set for men 

* - | consists of a 24” Two-Suiter and a 21’’ Com- 

For Morse Chain Co. panion Weekender. Simply snap out the 
exclusive removable SUIT-PAC from the Con- 


Robert G. Holmes has been ap-|vertible Two-Suiter and you have an all- 
pointed branch manager of the | purpose bag. Soiled laundry compartment, 


: : on -. | tie-rack, etc. The ‘Field Executive’ in gen- 
Chicago sales office of Morse Chain | yin,” MPORTED PIGSKIN or TOP GRAIN 


Co., division of Borg-Warner Corp. | ANILINE COWHIDE. #IF. Your Dealer’s 
Holmes’ appointment was _  an- | Cost, $81.00; advertised consumer 
: price, incl. Fed. Tax, $161.48.......... 
nounced by R. J. Howison, Morse | Other 2-pc. Matched Sets: (Not illustrated) 
general sales manager. ae Vitio a Gonsine IMPORTED ne. 
ij. | SK or AIN ANILINE COWHIDE. 
Holmes has been a sales engi- | <56. Your Dealer's Cost, $71.00; advertised 
neer for the last 12 years in the | consumer price, incl. Fed. Tax, 
Chicago and St. Louis areas. 1 $140.94 2... ceccecccceseccceceerecess 
| * * * | “The Viking'' in Genuine DEEP BUFF COW- 





| |HIDE. #3F. Your Dealer’s Cost, $51.00; 
Texas Finance Group Elects | advertised consumer price, incl, Fed. 
B t Dallas Parl [1 SO RDER DIRECT FROM THE 
| ma ar 
— = ey | MANUFACTURER 


| Charles F. Bacon of Abilene was} simply check the box opposite the lug- 
elected president of the Texas gage desired. Then clip and affix this ad 
| Assn. of Automobile Finance Com- | ‘©,Your letterhead. | Enclose check or credit 
|panies at the organization’s 12th| r- ; 

|annual convention in Dallas. Firman Leather Goods Cor . 
Other officers chosen were . ' b N.Y 

7 * A Inquiri d Sampl Invit 

Oakley Davis, Austin, vice-presi- RUNS AOS Rempes. Cece davies 
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(Continued from Page 34) 


a: a director and chairman of the 

board and chairman of the execu- 

tive committee of Butler Brothers. 
+ os * 


Jeter Succeeds Avery 


In Goodrich Post 


Raphael G. Jeter, general coun- 
sel of B. F. Goodrich Co., has been 
elected to the position of secretary 
and general counsel of the com- 
pany by the board of directors, 
succeeding Willis F. Avery, who 
retired, it is announced by John 
L. Collyer, president. 


He 
has lived in Akron since early 
childhood. Avery joined Goodrich 
in 1924 after five years in the 
United States Patent office and 
four years on the legal staff of 
Westinghouse Electric and Manu- 
facturing Co. i 


Studebaker Reassigns 


Service Representatives 


Naming of two field service rep- 
resentatives and the transfer of 
three others have been announced 
by Roy B. Bender, general service 
manager of Studebaker Corp. 

James H. Maxwell has_ been 
named to the Memphis regional 


| 


Auto Personnel 


| division, United States Rubber Co., 


| 


Jeter joined the company in 1948. | 
is a native of Arkansas but! 





president and general sales man- 
ager; D. W. Banwell, manager of 
the Brockville (Ont.) branch, and 
|W. J. Van Wyck, manager of the 
|Red Deer (Alta.) office. 
| * * * 

U. S. Rubber Promotes 

Appointment of Herbert G. Kies- 
wetter as assistant general man- 
ager of the mechanical goods 





|has been announced by Ernest G. 
Brown, vice-president and general 
manager of the division. 

« aa * 
5 Executives Promoted 


By De Vilbiss Co. 
Promotion of five DeVilbiss Co. 


ues 35 


directors of ACF-Brill Motors Co. 
Gen. Wilson has spent many years 
in the transportation field, as presi- 
dent of Pacific Greyhound Corp., 
vice-president and general man- 
ager of Alaska Steamship Co. and 
as chairman of the board of Trans- 
continental and Western Air, Inc. 
7 ” > 


U. S. Testing Ups Esselen 


United States Testing Co., Inc., 
1415 Park Ave., Hoboken, N. J., 
has elected Gustavus J. Esselen as 
vice-president, announces Allen L. 
Brassell, president. Dr. Esselen 
will continue in active direction of 
the Esselen Research division. 

a2 7 * 


Schotters Joins Reynolds 


Frank A. Schotters, former oper- 
ations vice-president at Trailmobile 
Co., Cincinnati, has resigned to 
accept a position as operations 
manager, Parts division, Reynolds 
Metals Co., Louisville, it is an- 
nounced by W. G. Reynolds, Man- 
ager of Reynolds Parts division. 

* * 








ia Be ts ESS a Ge a cca, 


KELLER WINS RACE IN FLORIDA—Bob Keller, son of K. T. Keller, president of Chrysler 
Corp., was the driver of an Italian Fiat which captured first place in the 75-mile-per-hour 
class at Palm Beach Shores. The car is jointly owned by Keller and Dick Haynes of Detroit. 
Left to right: Keller and Haynes, taping headlights for safety. 





executives has been voted by the 
board of directors and announced 
by Howard P. DeVilbiss, president 
of the Toledo firm. 

William A. Delger, former plant 
manager, is now vice-president of 
manufacturing; Don J. Peeps, chief 











office and Raymond F, Gramberg | 
has been assigned to the Chicago | 
territory. The transfers take R. R. 
Downs from St. Louis to Cleveland; | 
N. A. Hughes from Chicago to 
Dallas, and D. Mason from Cin- 
cinnati to St. Louis. 
- + * 


South Gate Brake Names 


White as West Salesman 


Appointment of Wesley White as_ 
sales representative for the 11 west- | 
ern states is announced by South | 
Gate Brake Specialties, South Gate, | 
Calif. 

White formerly represented the | 
firm in the mountain states and | 
headquartered in Denver. With this | 
allocation of additional territory, 
White will headquarter in Los 


Angeles. 
* * * 


Trailmobile Names Head 


Of Oklahoma City Branch 


Henry F. Boldt has been named 
Oklahoma City branch manager for | 
Trailmobile Co., which has moved | 
to larger branch quarters. 

Boldt joined Trailmobile in | 
The Oklahoma City branch has | 
12,000 square feet of floor space and | 
nearly 15,000 square feet of parking | 
area. It is located at 1012 W. Cali- 
fornia Ave. 

. + . 


Weatherhead Appoints 2 


To Executive Positions 


Two executive appointments have 
been announced by Albert J. 
Weatherhead jjr., president of 
Weatherhead Co., Cleveland. 

John D. Smetzer, former indus- 
trial relations director, has been 
appointed vice-president of Indus- 
trial Relations, and John D. Bald- | 
win jr. has been made chief engi- 
neer and will supervise all develop- 
ment and product’ engineering 
activities of the firms. 

. > * 


Ethyl Corp. Elects Wagner 


Sales Vice-President 


Election of Sanford M. Wagner 
as sales vice-president is an- 
nounced by Ethyl Corp. He will | 
assume the responsibilities of | 
Harry W. Kaley, vice-president, | 
who will continue as a director 
and a member of the executive 
committee. 

Wagner, formerly in charge of 
sales in the Western region, has 
been with Ethyl 24 years. Shortly 
after joining the company in 1926 
he was assigned to organize its 
sales and service activities on 
the West Coast and to serve as 
Los Angeles division manager. 

* . 


Thomas Ups Lewis 


R. C. Lewis has been appointed | 
assistant sales manager of Thomas | 
Steel Co., Warren, O. 


* s * 


Finance Firm Names 4 


Industrial Acceptance Corp., Ltd., 
Ottawa, has named J. H. Ranahan | 
vice-president and assistant man- | 
ager; J. H. L, Ross, assistant vice- | 


Aluminum 





Welded aluminum and steel 


president of engineering; John M.|was appointed assistant secretary | 


vice-president and treasurer; Frank 
R. Pitt, legal counsel, 
secretary, 
engineer, was advanced to vice.'member of the treasurer’s staff,| elected a member of the board of 


pact tests. Note similarity of results. Aluminum wheel 11 Ibs. lighter. 


Corlette Resigns 


Lyle H. Corlette has resigned as 
sales vice-president for ACF-Brill 
Motors Co., but will remain as a 
consultant, it is announced by C. 
W. Perelle, president, 


and assistant treasurer. 
* * * | 

Gen. Wilson on Board 
Gen. Thomas B, Wilson has been 


Robinson, treasurer, was elected 
was named) 


Booth, 





and R. Miles 


; { 
j | 
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Chalk up another plus for Aleoa Aluminum trailer con- 
struction! Now an all-aluminum landing gear assembly. 
fabricated from Alcoa products, lets you lop off as much 
as 150 lbs. of dead weight—and add it to payload 
capacity. Already fully service-proved and installed on 
leading trailers, aluminum supports quickly pay off 
their higher cost in added revenues and maintenance 
savings. They resist corrosion, require no painting. 
Join the swing to trailers of Aleoa Aluminum. Extra 
payload is the payoff! Ask your trailer builder for facts 


and figures that prove the profit advantages of aluminum. 


SEND FOR YOUR 
FREE COPY 


of “Payload Proof”, Alcoa's 
new 36-page booklet on 
aluminum trailers. Perform- 
ance records, weights, 
structural information. Write 
to ALUMINUM COMPANY OF AMERICA, 1842A Gulf 
Building, Pittsburgh 19, Pennsylvania. 


Steel 


support wheels after comparable im- 



















INGOT + SWEET & PLATE + SHAPES, ROLL 
ELECTRICAL CONDUCTORS + SCREW 


ED & EXTRUDED - WIRE + ROD > BAR + TUBING - PIPE + SAND, DIE & PERMANENT-MOLD CASTINGS + FORGINGS - IMPACT EXTRUSIONS 
MACHINE PRODUCTS + FABRICATED PRODUCTS + FASTENERS + FOIL + ALUMINUM PIGMENTS + MAGNESIUM PRODUCTS 














36 


AUTOMOTIVE NEWS, JANUARY 23, 1950 


Commercial Car News 





Truckin’ 


{ Reenlar Monthly Section 


for those who make, 


ol and 


aa ibaa eal 


Buses. Commercial Vehicles and Equipment 


--- by Jack Weed 





Edgewater, Miss. 


the truck retailers there who have 


As I SIT here in my room over-| been crying on my shoulder about 
looking the Gulf and enjoying | conditions, so that I could draw 
the balmy weather (average 70| the comparison for them that I am 


degrees) while attending the Truck 
Trailer Manufacturers Assn.’s ninth 
annual convention, I must doff the 
chapeau to Johnny Hulse and offi- 
cers of the TTMA for selecting 
this very efficient Edgewater Gulf 
hotel and this spot for convention 
headquarters. For a meeting of this 
size — approximately 250, divided 
about half vehicle makers and half 
suppliers—it can’t be beat. 

This is the largest convention 
this association has ever had 
and, due to the highly competi- 
tive conditions that have hit the 
industry, it looks from this 
standpoint as if it might be the 
most productive. 

Have already had some of my 
good friends among the makers 
talking about how they could bring 
back some profit in the business. 
Of course, I haven’t missed an op- 
portunity to point out that if the 
makers had priced their vehicles 
to sell through truck dealers and 

had made an effort to work with 
dealers instead of around them, the 
pricing thing would have taken 
care of itself, 

They would have had to have 
sufficient list to give the truck 
dealer the discounts which he 
would have earned, and thus now 
wouldn’t be trading dollars as 
they claim they are. This applies 
to rank and file, big and small. 

All of the larger commercial 
trailer builders are here, with the 
exception of Trailmobile, and all 

seem intent on getting as much 
out of the meet from a business 
standpoint as possible. 


A Comparison 


c WAS slick and slippery; city- 
bound traffic was in a highly 
competitive condition. 

And I came upon a truck and 
trailer holding up four lanes of 
traffic on a slightly icy incline— 
which reminded me so much of 
many truck dealers 1 know. 

I just wish I could have had a 
number of my good friends among 


Better Salesmen 


(CSevROLeT not only has the 
largest percentage of trucks on 
the road, according to latest na- 
tional truck registration figures, 
but made the largest gain per- 
centagewise from 1948's figures. 
Five out of the top ten in total 
registrations gained in their per- 
centage of the total market. 

Chevrolet leads all makes with 
30.08 percent of the trucks on 
the road and shows a gain of 
88 percent over 1948. Ford, in 
second place with 27.57 percent 
of the total, dropped 1.04 percent 
in percentage of market from 
the 1948 period. Dodge, in third 
place with 11.81 percent, had a 
gain of .21 percent over 1948. 
International Harvester, while it 
has fourth place in total registra- 
tion by a wide margin (11.65 per- 
cent), lost .04 percent over its place 
in total registrations the previous 
year. 


+ * + 
GMC. in fifth place with 5.62 per- 
cent, gained in percentage rank 
by .26 percent, and bettered its 
position by one place, coming to 


|gained slightly 


about to try to draw for you. 

This outfit was a beer-hauling 
wholesale delivery unit—not that 
the beer end of it had anything 
to do with it, but as everyone 
knows, the beer barons usually 
buy good equipment and hauling 
units that are fully equipped for 
the job they have to do. 

And this combination was no ex- 
ception. 

Adequate tractor for the load, 
refrigerated semi-trailer “box,” 
spotlight, radio, foglights, air 
brakes, quality paint job—even a 
sander for slippery streets like the 
one on which it was trying to make 
the slight grade up out of a rail- 
road viaduct. 

All, that is, except that the well- 
built and adequately large sander 
had no sand in it—and so the 
wonderfully equipped “jobbie” that 
“had everything’”—space, power, 
looks, construction—had no trac- 
tion because the driver didn’t ex- 


pect that it would be icy that day. 
+ * * 


Everything, But... 
KNOW a lot of truck dealers 
who have “everything’”—space, 
capital, good building in a good 
location, power—everything but the 
necessary salesmen to keep the 
space filled with profitable work 
and sales. The necessary ingredi- 
ent between the agency and the 
customer that allows the power of 
the agency to roll the load up the 
hill and into the “pay” road is 
missing or in very short supply. 
I would have liked to have 
taken a movie of that tractor— 
just grinding away at that hill 
—holding up all that traffic (as 
the driver had cramped his 
wheels around in an endeavor to 
move the job without getting any 
sand under his drive wheels.) 
Just like so many dealers this 
past year—with big new buildings, 
a good line of trucks, plenty of 


power “under the hood”—but be- 
(See TRUCKIN’, Page 42, Col. 1) 


fifth from sixth in 1948. Stude- 
baker, which also bettered its 
standing, coming from seventh to 
sixth place, lost .59 percent from 
the previous year as against its 
present 2.45 percentage of total 
truck registrations. 

Willys, in fifth place in 1948, 
dropped to seventh last year but 
(37 percent) in 
percentage of market. Willys now 


has 2.16 percent. 


White maintained its eighth 
position, with L18 percent of all 
trucks on the road, but lost in 
standing by .12 percent. Mack, 
out of the first 10 in 1948, jumped 
into ninth position with 1.08 per- 
cent of the trucks now regis- 
tered and lost .20 percent. Dia- 
mond T maintained its tenth 
position with .95 percent of the 
registration but lost .05 against 
its previous position. 

This summary of the ten makers, 
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Dealers Neglect Single-Truck Buyers .. . 


Missing Service Bet 


ORE fleet owners had their 

trucks serviced by the dealers 
from whom they bought them in 
Kalamazoo, Mich., than did the 
owners of but one truck, according 
to a survey Time magazine had 
Crossley, Inc., make of every truck 
owner in that city. 

The highest percentage of own- 
ers, who had their trucks serviced 
by the dealers from whom they 
bought them, were the owners of 
fleets of five or more—35 percent. 
Last were the owners of single 
trucks, only 24 percent of whom 
obtained their service from the 
dealer who sold them. 

These facts seem to be an indict- 
ment of the truck dealers of Kala- 
mazoo for their lack of ability, or 
initiative, to sell the owners of 
single vehicles on bringing their 
trucks “back home” for service— 
or proof that the truck dealers of 
that whole sale center in the south 
central part of Michigan do not 
have facilities or service ability to 
take care of their customers. 

~ * 7 
HIS latter, however, is consid- 
erably minimized by the same 
survey that shows that fleet oper- 
ators sent at least 11% trucks back 


to the selling dealer to service for 
every one that was owned singly. 

Evidently the fleet men who 
watch their costs with an eagle eye 
and who wouldn’t send their trucks 
to their brother to service if it 
cost them more—or if they didn’t 
get the service they felt they 
should have—bought the dealers’ 

service because it was the best 
obtainable in the city. 

Or maybe the dealers make more 
effort to obtain the service from 
the fleet buyers and don’t make 
it attractive for the single truck 
owner to patronize them, 

Kalamazoo was selected for this 

survey by Time because it is a 
wholesale center and does have 
some industry; because it is a 
staple city with few ups and 
downs; was far enough from major 
markets to be an important whole- 
sale center in its own right and 
has a good diversification of indus- 
try, both light and heavy. 
* +. + 


td COURSE many of the figures 
developed by the survey are 
“loaded” to a certain extent, due to 
the fact that the city is a whole- 
sale center and does have industry. 
But it is felt that they can be 


Each Maker’s Percentage 


Of Trucks on Road 





(As of July 

Pet. 

1949 

Chevrolet ... 80.08 
eee coves BOE 
BD. scédicoseesesinee .. 1L81 
International . 11.65 
Mo siensccactesee 5.62 
Studebaker ...............00scss0e 2.45 
Willys ...... 2.16 
ae 1.18 
I de iandatiacts 1.09 
Diamond T . aS 95 
I icicean 3 77 
Diveo . 42 
Autocar 38 
Federal 36 
Brockway 34 
Crosley -09 
chtsbbinbasseen 07 
Sterling .......... 06 
Kenworth . -05 
Others ......... 2.90 


Called Biggest Need 


who have the greatest number of 
trucks on the road, shows graph- 
ically the important place that the 
combination car and truck dealer 
plays in the truck business. 74.07 
percent of all the trucks now on | 
the road were sold through the 
combination dealer and by dealer | 
truck salesmen. 

Of all trucks now on the road, | 
91.34 percent were sold by makers 
who sell wholly or in a large de-| 


|gree through dealers. 


Thus the need for well trained 
truck salesmen is pointed up as 
much by the position in industry 
standings of the companies who| 
sell wholly or largely through deal- | 
ers, as by the demoralization of | 
the truck market that took place | 
this last year. 

* * * | 

THE outlook for this year in the | 
truck business can be gauged 
to a certain extent by the number 
of trained salesmen that the deal- 
ers in the leading truck lines have 
been able to put to work during 
the past year. For now that we 
are back in a real competitive sell- 
ing era—as again evidenced by last 


1, 1949-1948) 

1949 Pet. 1948 Pet. 
Pos. 1948 Pos. Change 
1 29.18 1 + 90 
2 28.61 2 —1.04 
3 11.60 4 + .21 
4 11.69 3 — 04 
5 5.36 5 + .26 
6 1.86 6 59 
7 1.79 7 37 
8 1.30 8 — 12 
9 1.26 9 — 17 
10 1.00 10 — .05 
il 82 il — .05 
12 38 14 + .04 
13 40 18 — 02 
14 Al 12 — .05 
15 36 15 — .02 
16 06 18 + .03 
17 08 16 — Ol 
18 07 i7 — Ol 
19 04 19 + 01 
3.73 = ae 


year’s experience—trucks will be| 
sold by salesmen calling on poten- | 
tial buyers and selling them a bet- | 
ter piece of transportation than 
they now operate. 

Unfortunately for the overall 
picture, truck salesmen aren’t born 
but are made by years of work 
and experience. 

Thus, even though every dealer 
in the business today had hired 
a sufficient number of salesmen 
to sell the number of trucks it 
will take to maintain his per- 
centage position in his selling 
area, it will still take time to 
adequately train a large propor- 
tion of these men so that they 
will be able to protect the profit 
position of the dealer on every 
sale. 

Every factory selling through | 
dealers recognizes the great and | 
imperative need for training more 
and more truck salesmen and all | 
of the leading makers are now 
conducting schools for salesmen 
and several have continuing clin- 


regarded more or less as standard 
for medium-sized cities of its typ« 
in every trading center of th« 
United States. They cannot be ap- 
plied to cities in a wholly agricul- 
tural area, nor to cities of close 
proximity to a large metropolis. 


Perhaps the most basic of all 
of the figures and facts which 
this survey turned up—from a 
dealer point of view—spring from 
the finding that only 27 percent 
of all truck operators in that 
city do their own service work. 
Yet only 26 percent take their 
service to the dealer from which 
they bought their truck. Fifteen 
percent of all operators had no 
set policy for having their service 
work done, but took their trucks 
to the station most handy, par- 
ticularly if the service required 
was not too extensive. 


The greatest criticism of the 
dealer seemingly is that 65 percent 
of all owners took their trucks to 
a garage or some service contrac- 
tor for some or all of their service 
needs. 

With the service on one truck 
worth at least two and one-half 
times what the service on an aver- 
age passenger car is worth—and 
with dealers’ service falling off in 
volume and gross from what it was 
a few years ago—it seems that 
these Kalamazoo dealers are miss- 
ing a good source of increasing 
both their net profit and getting 
a much higher absorption percent- 
age by ignoring the truck service 
available—or chasing it away—from 
their service shops. 

* + . 
Ne DOUBT this, to a great ex- 
tent, explains why only 64 per- 
cent of owners replaced their Chev- 
rolet trucks with Chevrolets when 
they rebought; only 59 percent of 
Ford, 55 percent of Dodge and 49 

percent of Harvester. 

In this connection the position of 
GMC in reference to Chevrolet 
competition—inside the family, so 
to speak—is brought out strikingly. 
While only 31 percent of GMCs 
were replaced by like make, 47 per- 
cent of GMC replacement went to 
Chevrolet. This can be charged up 
to one or more of several reasons, 
notably the large percentage of 
pickup trucks involved, the price 
differential that has existed be. 
tween the two makes in the same 
light model sizes and perhaps the 
difference in the servicing and 
| Sales ability of the respective deal- 
ers in this particular city. 

The only other truck make to 
(Continued on Page 43, Col. 1) 


Top Trucks 


New-truck registrations for 10 
months, plus 48 states for No- 
vember and seven for Decem- 
ber: 

1949 Pos. 

1—318,672 
2—180,727 
38—108,004 
4— 84,935 
5— 75,080 
51,124 
30,819 
7,490 
6,129 
4,814 
3,725 
3,327 
1,492 
1,451 
1,090 

818 

369 


1948 Pos. 
278,924— 1 
213,439— 2 


Make 
Chev. 
Ford 
Dodge 
Inter’1. 
GMC 
Stude. 
Willys 
White 
Mack 
Diam. T 
Reo 
Divco 
Autocar 
Brockway 
Federal 
Crosley 
Kenworth 

318 FWD 

215 Sterling 

Total All Makes 
883,793 966,007 


— 


3,908—13 
2,304—16 
430—18 
788—17 
390—19 





ics in the field that have been 
doing as much as possible to help 
(Continued on Page 39, Col. 1) 


For further details see page 
30, today’s issue, 
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TRUCK SECTION 


As Total Ton Miles Drop eee 


| 


Keen CompetitionSeen 
Among U.S. Carriers 


WASHINGTON. — Sharper com- 
petition among domestic common 
carriers is in prospect for 1950, it 
was forecast last week by Harold 
Hammond, manager, transporta- 
tion and communication depart- 
ment, U. S. Chamber of Commerce. 


Holding that unfavorable 
showings by some carriers in 
1949, particularly the railroads, 
was brought about by the coal 
and steel strikes plus a general 
reduction in industrial activity, 
Hammond said the picture for 
the coming year was brightened 
considerably by the favorable 
outlook for higher industrial out- 
put, 

In addition, he said, carriers 
have improved plants and equip- 
ment, and each form of carrier will 
attempt to better its competitive 
position. 

“Definite technical progress was 
made in 1949 in carrier operating 
efficiency,” Hammond declared, “al- 
though increased labor costs 
tended to cancel out much of the 
advances.” 

Total ton miles for inter-city and 
interstate traffic fell from 1,009 mil- 
lions in 1948 to 885 millions in 1949 

off 12 percent, according to pre- 
liminary estimates, he said. 


The Assn. of American Rail- 
roads reports carloadings for 
1949 were 36 million, down 16 
percent. Ton miles totaled 530,- 
000 millions, down 16.9 percent. 
Railroad coal traffic was below | 
1948 figures for 49 weeks, result- | 
ing in an annual coal loading | 
decrease of 29 percent. Railroad | 
passenger revenue was 15 per- 
cent less than the previous year. 


An increase of 2.3 percent in car | 
loadings for the first quarter of | 
1950 is forecast by 13 regional ship- 
pers advisory boards, Hammond 
noted. 

Despite lower total business in 
1949, he said, the railroads report | 
more tons were moved more miles | 
for each hour of freight train serv- 
ice, and fast, modern passenger | 
trains operated more miles than 
ever before. 

Estimates based on continued 


Dodge Slates 
Power-Wagon 


For Texas Tests 


DETROIT. — Approximately 300 
Southwestern Dodge dealers, state 
officials, county agricultural agents 
and truck users will witness a 
demonstration of the Dodge four- 
wheel- drive Power-Wagon and 
farm implements and equipment 
designed for use with it, at Mc- 
Gregor, Tex., Jan. 24. 

The demonstration will be staged 
on the 18,000-acre Bluebonnet ex- 
perimental farm operated by Texas 
A & M college, approximately 18 
miles southwest of Waco. 

On Monday, Jan, 23, Dodge will 
stage a demonstration on the farm 
for editors of national farm publi- | 
cations, implement magazines, 
truck magazines, automotive and 
farm editors and writers through- | 
out the Southwest and the Central 
West. 

L. F, VanNortwick, director of | 
Dodge truck sales, announced that | 
the Texas demonstration is ex-| 
pected to be considerably larger | 
than another which was staged | 
near Woodland, Ga., Dec. 12 and 13. 


The Texas demonstration will | 
show the use of the Power-Wagon 
with a new hydraulic lift, said to 
greatly increase the work output 
of farm implements. The Power- 
Wagon will plow with a three-bot- 
tom moldboard plow, disc, harrow 
and perform many other soil prep- 
aration operations. 

Other farm usages to be demon- 
strated will include the powering 
of belt-driven equipment, fence 
erection, earth-moving, land-level- 
ing and winching. 

VanNortwick announced recently | 
that a wide range of farm imple- 
ments and equipment designed for 
use in conjunction with the Power- 
Wagon will be available through 
the approximate 4,000 Dodge 
dealers, 


| 





high business activity were said to 


indicate that the trucking indus- | ~ 


try may hold near its 1949 level 
this year. 

Class I for-hire freight motor 
carriers increased intercity 
freight 5 percent in 1949 over 
1948, Hammond said, citing esti- 
mates of the American Trucking 
Assn. Although gross revenue in- 
creased Iii percent, expenses | 
climbed 13 percent, cutting net 
revenue 14 percent. 

Ton-mile highway figures for pri- | 
vate and common carriers may | 
reach a record high of nearly 90,- | 


cast. 


AUTOMOTIVE NEWS, JANUARY 23, 1950 


~~ 


MERRY SELLS COMPLETE FLEET—Stocker Hausmann Co., wholesale grocers, St. Louis, has 
augmented its commercial fleet with the purchase of five late model Studebaker trucks. Shown 
is the entire fleet, all of which were purchasd within the past two years from Merry Motor Co., 

St. Louis. 


expenses rose 9 percent. Revenue 


| passenger miles were up 8,913 mil-| offset by increased petroleum traf- 


lions, an increase of approximately 
11.4 percent over 1948. 

Inter-city buses carried 21,500 
million passenger miles in 1949, 
it was estimated, for a decrease 
of 10 percent from 1948. 

Inland waterways traffic, includ- 


|000 millions for the year, he fore-|ing the Great Lakes, declined in 


1949 to 144,000 million ton miles, 


Scheduled airlines, including do- | according to preliminary estimates. 


mestic trunk lines, feeder lines and | This 


international carriers, increased 


1949 gross revenues by an esti- 
mated 13 percent over 1948, the a | 
Transport Assn. reports. Operating 





MONTPELIER full cross aisle (drop 


frame) illustrated, with 


trance step and wide side door 
opening lends comfort and ease 
in operation, which explains why 
leading operators 
MONTPELIER Side-Aisle Bodies. 


many 


TAILORED TO 
SUIT YOUR 
DELIVERY JOB 





THE MONTPELIER MANUFACTURING COMPANY 


Manufacturers of Specialized Delivery Equipment 





is a drop of 10,000 million 
from the 1948 figure. 

Inland water carriers, excluding 
the Great Lakes, maintained a high 
level of traffic for 1949, except in 
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=j|Reo’s Field Staff 
Briefed on Firm’s 


1950 Sales Plans 


LANSING. Branch managers 
and district representatives of Reo 
Motors, Inc., have completed a 
three-day meeting here at which 
|Reo’s plans for 1950 were unveiled. 

The meeting was conducted by 
R. D. Hilty, general sales manager, 
and A. L. Struble, assistant sales 

|manager in charge of branches. 
= = —| Joseph S. Sherer jr., Reo Presi- 
re | dent, told the men: 

“Reo’s new line of trucks, school 
|buses and transit coaches, plus 
Reo’s new Gold Comet engines, 
promise to make 1950 one of the 
company’s best postwar years.” 

In addition to new styling, new 
|}engines and other mechanical im- 
provements, a broadened fleet buyer 
finance plan was revealed. An en- 
larged, concentrated advertising 
| Program also was announced. 


| 
| coal and ore. But these losses we 


| fic, bringing ton miles carried in 
| 1949 to 40,000 million. 
| Contributing to continued vol- 
|}ume on the rivers, Hammond 
| pointed out, were partial elimina- 
| tion of delivered pricing by heavy 
industries, more efficient equip- 
ment, and the search of shippers 
for lower freight rates. 

Coal and steel strikes hindered 
Great Lakes carriers. Ore boats 
began to be laid up as early as 


Golbreath M eves 


August, accounting for the low Golbreath Motors, Boaz, Ala., has 
estimate of 104,000 million ton|moved to its new location on 
Main St. 


miles carried during 1949. 


MORE STOPS - MORE DELIVERIES 
MORE DAIRY PRODUCTS SOLD 


low en- 


specify 


Take advantage of our production 
facilities which allow us to tailor 
the body to meet your requirements. 


Let us furnish you with additional information. 


WRITE, WIRE OR PHONE 


MONTPELIER, OHIO 


with LESS FATIGUE using 


Montpelier 


SIDE-AISLE DAIRY VEHICLES 


@ MONTPELIER Side-Aisle Dairy Bodies combine the best features of 
over 20 years experience in building bodies for the dairy industry. Many 
of the features of these bodies are incorporated from the practical experi- 
ence of dairy fleet owners. 

Dairy route sales can be increased by use of MONTPELIER Side-Aisle (drop 
frame) bodies, which enable the driver to make more stops quicker, with less 
fatigue. Steps are at curb height. Doors are wide and easily operated. Body 
sizes range up to 90 round bottle or 136 square bottle quart cases. 


MONTPELIER bodies are available in accordance with established policy, 
through the truck manufacturers’ sales and dealer organizations. 
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Minn. ‘U” Plates 
Restrict Trucks 
To Urban Roads 


ST. PAUL.—Trucks with the new 
“urban” class license plates, regis- 
tered in any of several Minnesota 
cities, are limited to areas of oper- 
ation under a “U” restricted license 
being used for the first time this 
year under a 1949 act of the legisla- 
ture, 

The “U” plates replace the “X” 
license, which permitted trucks to 
go 35 miles beyond the corporate 
limits of municipalities in which 
they were registered. The “U” 
trucks now cannot travel on any 
road in rural unincorporated areas. 
Only “Y” and “T” licensed-trucks 
can do so. 

A quirk in boundary lines, for 
example, under the new regulations 
will force “U” truck drivers wish- 
ing to travel from St. Paul to 
nearby New Brighton to go all the 
way around the suburb and enter 
it from the west by way of another 
town, Columbia Heights. 

An urban-licensed truck now can- 
not legally be driven to North St. 
Paul because that village is separ- 
ated from the main city of St. Paul 
by half a mile of rural New Canada 
township. 

A St. Paul truck, for example, 
cannot go to white Bear Lake or 
nearby Mendota areas although St. 
Paul and Mendota have a common 
boundary in the Mississippi river. 


Ohio Releases $856,688 


From School-Bus Fund 


COLUMBUS, O.—Ohio’s board of 
control has released $856,688 to 700 
school districts to help them pay 
for school buses. A sum of $3,500,- 
000 had been set aside for that 
purpose by the state’s legislature. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 cover-to-cover 
readers weekly! 


Mr. Dealer! 


Oe 
that Helps to sell 
More New and 
Used Pickups 





the NEW, 1950 
REMOVABLE 


» 







Now you can put new life into 
pickup truck sales—new or used 
—with the popular Removable 
Caravan Top. s 

Practically every pickup owner 
or purchaser needs protection for 
hauling loads and still wants the 
utility of the open pickup. 

This is all possible with Caravan 
Top! Made of sturdy aluminum 
alloy frame with waterproof and 
mildew resistant heavy duck cover 
—one man can remove or install 
in minutes. 

New patented hold-down plates 
keep the cover snug and trim. 
Plastic window for plenty of 
rear vision. 

ZIPPER BACK OPENING 
Two husky slide fasteners hold 
each side of rear curtain. Can be 
rolled and held in up position. 


ALUMINUM ALLOY FRAME 
By loosening four corner nuts, top 
and frame are quickly removed 
as one unit. Easy to assemble 
and install. 


LIST PRICE 






__ AUTOMOTIVE 





COSART'S SERVICE CENTER GEARED FOR SPEED—The $175,000 truck service center just 


completed in Portiand, Ore., for Lee Cosart 


(Dodge) has a capacity of 100 units every 24 


hours. Cosart was formerly general sales manager of the Dodge truck division. 


* * * 


Cosart Opens 


Truck Center 


Geared to 100 a Day 


PORTLAND, Ore. —Lee Cosart, 
former general sales manager of 
Dodge’s truck division and now a 
Dodge dealer here, has completed 
and opened a truck service center. 

It is in addition to his main 
store which houses the sales de- 
partment, parts department and 
passenger-car service department. 

The truck center has a capacity 
of 100 trucks every 24 hours, Co- 
sart says, and is fully equipped to 
care for all types of truck repair 
jobs for any make of truck. 

The modern building is 100 by 
100 feet, with a full basement and 
a 16-foot ceiling. 

The building was designed to 
meet all requirements for truck 
service and repair and has facili- 
ties for trouble analysis and 


correction. 
Cost is given as $175,000, in- 
cluding equipment and land. 
Cosart said that a new feature 
of his business, in connection with 





Complete cover and 
frame for 4 ton 
model 






These 
PICKUP OWNERS NEED 
CARAVAN TOPS 





FARMERS ELECTRICIANS 
TRUCK GARDENERS PAINTERS 
CONTRACTORS PLUMBERS 
RETAIL STORES GARAGES 
MANUFACTURERS RENT-A-TRUCK 


AND MANY OTHERS! 


WRITE TODAY FOR LITERATURE AND PRICES 


Pe ogee b ae 


1126 Mishawaka Ave. ¢ 


South Bend 15 


CORP. 


Indiana 





the opening of this new unit, was 
overnight service to truckers. Ve- 
hicles left by 6 p.m. will be serviced 
and ready to go the following 
morning, he added. 


U.S. Suit Accuses 





|for perhaps an 
|the trucking industry’s most im- 





Sun Oil of 


Coercing Dealers 


PHILADELPHIA. — Government 
charges were pending here last 
week against the Sun Oil Co. for 
allegedly using coercion to main- 
tain exclusive contracts with about | 
10,000 independent service station 
operators in 18 states. 


The charges were embodied in 
civil antitrust action filed by the 
Justice department in federal dis- | 
trict court. 


Sun Oil, the suit said, compelled 
operators to enter into agreements 
requiring them to buy gasoline, oil 
jand other petroleum products, as 
|well as accessories exclusively 
from the company. 

Attorney General J. Howard Mc- 
|Grath said the company also used 
the threat of cancellation and 
actual cancellation of contracts as 
. means of keeping operators in 
ine. 


The court was asked to prohibit 
further use of Sun’s present types 
of contracts and leases, and require 
that future agreements be equitable 
and permit the handling of com- 












petitive products. 

Then, if after a reasonable trial 
it appears that competition be- 
tween Sun and other petroleum 
suppliers has not been satisfactor- 
ily restored, the government said, 
Sun Oil should be required to dis- 
pose of its interests in service 
| stations. 


Pennsylvania Tags 
150 Overloaders 


HARRISBURG, Pa. — During a 
weekend truck weighing campaign 
on three main highways near here, 
state police reported that they 
ticketed 150 truck drivers for vio- 
jlating Pennsylvania’s 45,000-pound 
limit. 

Corporal H. C. Menegat said the 
largest overload caught in the cam- 
paign was a truck operated by 
Wilfred Braughter of Fairbanks, 
Alaska. He said Braughter’s load 
of steel sagged the scales at 110,- 





670 pounds. 
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Haulers Urge Load Study 


Fruehauf’s Allman Says Transport Industry Wants 
Accord with Highway Officials 


DETROIT. — Further study of 
truck weights and load limits, pro- 
posed at the recent meeting of 
highway officials at Columbus, O., 
is in line with objectives of the 
motor transport industry, L. C. All- 
man, vice-president of Fruehauf 
Trailer Co., believes. 

“The trucking industry will go 
along with a program of objec- 
tive study of sizes and weights,” 
he said. “We have long urged 
such a step in the hope that 
some accord between the truck- 
ers and highway officials could 

be achieved. 

“We think the truckers have 
been patient and reasonable in 


'their requests. To defer this would, 


in effect, be a step toward shelving 
indefinite period 


portant objectives.” 


Allman said an understanding of 
the problems of weights and sizes 
is now needed. As an example of 
load limits in different states, he 
mentioned that a gross load of 
122,000 pounds is legal in Michigan 
while the limit in Pennsylvania is 
45,000. 

“Pennsylvania roads are cer- 
tainly as well built and probably 
as well maintained as those of 
Michigan. It must be assumed 
that they can support the same 
loads as those of Michigan and 
if these facts are correct, there 
is no valid reason for a 45,000 
pound maximum gross load on 
trucks operating in Pennsylvania. 

“The Pennsylvania Motor Truck 
Assn. opposed this regulation at 


| the last session of that state’s leg- 


islature and it is quite likely that 
even stronger opposition will assert 
itself at the next. 


“Any agreement to silence the 
truckers’ demands would put the 
trucking industry of Pennsylvania 
in the position of sitting out a very 
important campaign bearing 
strongly on its own interests. This 
hardly makes sense. No great study 
is needed to point up the simple 


Jersey Trucks 
Carry 2 Loads: 


Cargo, Taxes 


NEWARK, N. J.—Members of the 
New Jersey Motor Truck Assn. are 
adopting a novel way of telling the 
public how much the trucking in- 
dustry contributes in New Jersey 
road taxes, 

The truck operators are stencil- 
ing on the doors of trucks the 
amount the state obtained in 1948 
from each individual piece of equip- 
ment so marked. Last year’s taxes 
will not be computed for some 
time. 

Daniel Crecca, executive secre- 
tary of the association, said the 
plan calls for labeling as many 
trucks in the state as possible, “to 
inform the public what we pay an- 
nually in road taxes.” 

One operator of a large fleet 
said he stenciled his vehicles “to 
combat misleading propaganda de- 
manding increased taxes against 
the industry.” 








Luminous Licenses 
COLUMBUS, O.—Ohio is consid- 
ering the use of luminous automo- 
bile license plates in 1952. Deter- 
mining factors will be the cost and 


ithe need for additional machinery. 





AFTER 15 YEARS NEW AMBULANCE IS BOUGHT—The city of Janesville, Wis., has pur- 


chased a 1949 Chevrolet ambulance from Harrison Chevrolet Co. 


The old ambulance was 


bought in 1934 and has traveled just over 7,000 miles in that period. Only o in its | 
years did it fail to start, it is reported. That was when the comes was Le os eae 


battery ran down. R. H. 


Harrison (left) is 
Jasper Webb. 


shown presenting the keys to Police Chief 


TRUCK SECTION 


| 






fact that here is a situation whi: 
needs correction.” 

Again expressing the thought 
that the trucking industry wil! 
give full approval to any study of 
sizes and weights, Allman said th: 
industry will go even further and 
suggest that a study of sizes and 
weights be linked with a study of 
the projected plans of truck and 
trailer manufacturers. 


The Fruehauf official the» 
pointed out the economic impor- 
tance of trucking. He said it is 
a major reason for our high 
standard of living. 

“When we come finally to an 
objective study of truck weights 
and sizes and highway needs, we 
should bear in mind that the Amer- 
ican people have the greatest stake 
in this matter. If we adopted the 
attitude that what’s best for the 
people is good for all of us, we'd 
probably eliminate much of our 
present conflicting opinions.” 


Song of Open Road 
Writer Publishes Ballad 


On Truck Drivers 


ENCINO, Calif.— Whatever has 
been said of the American truck 
driver it is no longer possible to 
describe him as “unsung,” for at 
long last a ballad has been written 
in his honor. 

The new truck drivers song 
“Chuck Me the Chili, Lily” describes 
the adventures of truck driver 
“Buck” and his girl friend “Lily.” 

Written by Joe White, “Chuck 


Me the Chili, Lily” is published by 
Piantadosi Music Publications, ef 
Encino. 








CLEANING PADS” 


Here’s something every white- 
wall owner will go for... a 
slicker, quicker way to keep 
white sidewalls white. (Bright 
idea for wash racks, too!) 

New-type cleaning pad, spe- 
cially treated for the job. Leaves 
no stain, restores the whiteness, 
will not harm the rubber. Eight 
pads in retail package. Large 
bulk pack for wash rack also 
available. If your jobber can’t 
supply you, order direct from: 


® 
ag" 
MFG. CO., HAMILTON, O. 


Makers of Las-stik Polishing Cloths, 
Car Wash, Tube Repair Kits, Electric 
Vulcanizers, ‘‘Even-Heat’’ Vulcanizing 
Patches, Top and Windshield Sealers, 
and Metal Cleaning Cloths. 


prs IS ee I 


(NAME PLATES 
e * PRECISION CAST... 

N ELIMINATING ALL DIE COSTS 
Quontities as low as 100 may be 
ordered with original design for every 
1ob! Proof of design submitted for 
approval. Heavily chrome plated. 
Write for details. 


BRECON 
502 Locust Street 
Phila. 6, Penna. 
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73% of Trucks Sold by Dealers... 
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Better Salesmen Held Big Need 


(Continued from Page 36) 


heir dealers train truck salesmen 
as the dealers will allow them. 


To get an idea of how far some 
of the truck factories have gone 
in their training programs, Chev- 
rolet has not only been conducting 
a continuous truck selling school 
for the past three years, but in- 
tends to devote one-half of the 
time of its newly started school 
for retail salesmen to truck selling. 

* * + 


—, has had truck selling in 
the field for the past two years, 
but is currently about to launch a 
much more detailed truck selling 
training program that will instruct 
not only the novice but the com- 
bination salesman and the special- 
ist. Harvester has put over 2,000 
truck salesmen through its school 
in Chicago since the war. 

Dodge has a truck selling in- 
struction deal that is furnished 
its dealers which incorporates film 
and script as well as instruction, 
while GMC has two schools—one 
on Diesel—now running, and has 
just completed 148 sessions in five 
regions, playing to some _ 2,500 
dealers. They also intend to launch 
a series of schools on the new H}| 
line. 

Many truck manufacturer sales | 
managers are again viewing the 
truck equipment show with a 
great deal of favor for this year, 
feeling that not only will they 
be producing trucks in the larger 
sizes more near to an industry | 
average than last year, but that 
salesmen can get a much better 
knowledge of many vocational 
requirements by seeing trucks 
properly equipped for the hauling 
requirements of these major vo- 
cations as they are presented in | 
an equipment show or caravan. | 


All of these things cannot but 
help put truck selling back on a| 
much better basis, not only profit- 
wise for the dealer but from the | 
standpoint of the buyer getting a/| 
piece of transportation machinery | 
that more efficiently fits his needs. | 

.. * | 
[HE number of subjects on which | 

a good truck salesman should— | 
or must—have a lot of basic in- 
formation reads something like a 
college curriculum, That is one of 
the reasons why so many trainees 
of truck selling and truck sales 
managers recommend that young | 
engineering students with a flair | 
for selling be given a chance as 
retail truck salesmen. 

Every truck that is sold improp- 
erly, and does not fit the buyers | 
hauling requirement, unsells the 
buyer on that product and pro- 
duces much adverse publicity for 
the make. A high percentage of | 
trucks that are bought on a strict- | 
ly price basis by many operators | 
fall into that category. The buyer | 
forgets that he bought a misfit | 
because the dealer offered him a| 
very attractive “deal” and that he| 
fell for the price instead of buying 
a piece of transportation machin- | 
ery to fit his requirements. 

The only “price” or “long-dis- 
count” sales that rebound to the 
credit of the product—but never 
to the credit of the dealer—are | 
those where trucks are bought 
by experienced operators, either | 
by selection or on a bid basis | 
where the specifications of the 
truck must be right for the job 
before price or “the deal” is even 
considered. Other than this it is 
plain luck if a truck bought on 
a price basis is entirely satis- 
factory to the purchaser and, as 
such, acts as its own salesman 
when the need for another truck 
comes up with that buyer. 

Of course there are many buyers 
who don’t know—or don’t seem to 
care—about their hauling costs, or 
if they are getting the maximum | 











Ball and Ball Robbed 


BROWNWOOD, Tex.—Having a| 
location across the street from the | 
city jail proved no protection for | 
Ball and Ball Motor Co., for safe- 
crackers recently broke into the | 
building and escaped with $42 in| 
cash, 


in efficiency from their equipment, 
just as there are dealers and so- 
called truck salesmen who never 
try to learn anything about haul- 
ing requirements and the various 
types of truck equipment that will 
make a certain model of truck a 
better piece of transportation ma- 
chinery. 

But fortunately, the dealers and 
salesmen who don’t make trans- 
portation a study are few and far 
between. Those who do make a 
financial success of the truck busi- 
ness usually know their truck and 
its abilities. 

* = * 

~~ dealers and good salesmen 

—men who make better than 
average returns from the truck 
business—know that it pays good 
dividends to learn as much about 
their customer’s business as pos- 
sible and then engineer the truck 
they are trying to sell to fit those 
conditions as closely as possible. 

Many dealers have what can 








rightly be called a telephone cli- 
entele—regular customers who call 
them up and tell them to send 
over a truck for a certain job— 
and who feel secure that the dealer 
or the salesman they are doing 
business with will see that they 
get the right truck at the right 
price—and will give them a satis- 
factory price for the tradein. 

As the industry swings back 
into a more normal alignment of 
sizes produced each year, espe- 
cially more ton and one-half 
models, the need for more and 
better selling will become im- 
perative. While some dealers can 
still upset the market with their 
price cutting and “dumping at 
loss” tactics, it is not thought 
that the buyer will be as readily 
“sucked in” by price cuts alone. 
In the larger sizes especially, 
operators have long since learned 
that they can waste more in 
operating costs with the wrong- 
sized and improperly equipped 


39 





FEDERAL TRUCK MAPS SALES PLAN—''Forward with Federal in ‘50 was the theme of 
a new sales and advertising program planned by executives at a three-day conference in 


Detroit. Expressing confidence in 


ederal's dealer organization to establish new sales records 


under normal market conditions, Cari Loud (seated), general sales manager, said that more 
publications would carry Federal advertising this year than in any postwar year. Also on 
hand for the parley were (left to right) Lewis |. Seaver, advertising director, and assistant 
eneral sales manager H. J. Hamernik (central zone), A. R. Winberg (western zone), and 


Hayes (eastern zone). 


Forty-two national and regional trade publications were 


added to the company's advertising schedule. 


truck than they can gain by any 
price reduction the dealer is able 
to offer. 

And as the makers swing back 
into heavier production of the 
larger sizes, the dealers can get 
more aid from the equipment dis- 
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| ASHLAND CITY. TENN. | 
24 HOUR SERVICE 


Sees 
cei - 


| 
| 


ods used by 


LAND CH EVROLET CO. 


tributors in the proper engineering 
of the jobs for each vocational use. 
There has been little need to call 
on these experienced men this past 
year, with such a large percentage 
of all output in the smaller sizes. 
—JacK WEED 






Today NO Shop is complete without 
a HOLMES WRECKER to bring in 
wrecked cars and trucks. Modern shop 
tools and equipment perform an im- 


portant function, 


but can 


not be 


properly utilized until these disabled 
vehicles are towed into the shop for 


service. Up-to-date road service equip- 


ment offers you the only established, 
means of getting these BIG JOBS into 


YOUR SHOP... 


HOLMES Wrecker. 


so why not plan 
now to go after this business with a 


See your jobber 


or write factory direct. 
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2-dr., $1,360, $1,390. ‘48 FL aerosedan, 
(Ebensburg Auto Auction Co, Sale every $1,140, $1,250; 4-dr., $1,230; SM 2-dr., 
Thursday. Prices are for sale of Jan. 12.) 2 at ee wr FM os: $850, '46 SM 
; ; 4-dr., $760, $775. '42 2-dr., $465. '41 
Market Trend as before to buy ‘50 models, Sold 67 | cgcluD coupe, $505. °38 2dr. "$300, | 

units out of 93 offerings.) naar, G5i0 es ae 

A drop of $11 in the overall average of used-car prices to $968 ROTA eee ae ta Sous | CROSLEY— 47 — 
. -ar., O90, 2 -ar., F -dr., 5. 
marked action this week on the auction front. Late-model vehicles 2 at $1,040. ‘41 Special 2-dr., $380. '39 | DODGE—'40 2-dr., $425. 

Special 4-dr., 230. ‘37 Special 2-dr., , be 5 © 
bore the brunt of the decline with '50s dropping $23 to $1,822 and $200. ° " aed et ee gg eo 
49s off $21 to $1,462. CHEVROLET—'50 FL Deluxe 2-dr., $1,- 075. '48 Deluxe (8) 2-dr., $725, ” $735. 

, , , , 
Seta ® = 9 pa Oi Sie ma ’'47 Deluxe (8) 4-dr., $538, $625. '46 De- 
e -dr., 400, $1,275, $1,315. ° luxe (8) 2-dr., $650, $725, $740. 41 SD 
Other losses were: '48s, down $3 to $1,102; ’47s, off $5 to $910, ’46s, FM 4-dr., $1,080, $1,050. '47 FM conv., (8) acae. $390. = * edi 
‘ $780; 4-dr., $830. '46 FM 2-dr., $770. '41 -R—’ 2 > ’ 
down $13 to $761; ’42s, off $11 to $370, and ’41s, down $1 to $352. 14-ton whecker, 9686. '00 bb 3-60, [Gana oa: Soe 
$375, $300. '39 Deluxe 4-dr., $180, $85. | MERCURY—'50 club coupe, $2,255. "49 
. ; . f tandard 2-dr., D. conv. 1,510; club cou 1,365. °47 
CONCORD, MASS. | FORD—'49 Custom (8) sedan, $1,170, $1.- | CHRYSLER—'43 New Yorker 4-dr., $1.250.| {-ar.’ $865, "42 2-dr.. $278, $495. 
’ 195, $1,260; station wagon, $1,460. ‘47 '42 New Yorker 4-dr., $340 ol DSMOBILE 49 3) 9.dr. 1 95) ‘47 
(Concord Auto Auction, Inc. Sale every SD station wagon, $875; sedan, $740. "46 | nesoTO—'48 Custom ‘4-dr., $1,005. °46 (66) 2-d $880 Se 6) $2 a 7 
Monday and Friday, Prices are for sales sedan, $730. '41 sedan, $287, $260; sta- Custom business coupe, $740. | 1a) Q-ae 9145 ; (6) 2-dr., $97. 
of Jan, 6-9.) tion wagon, $280. '40 (60) sedan, $240, DODGE—'48 Custom 4-dr., $1,025, ‘41 PLYMOUTH a i Deluxe 4-dr., $1,515 
(Sold 92 units out of 135 offerings.) $235; conv., $405, Custom club coupe, $430, °40 Deluxe club coupe, $1,340; SD 4-dr.. $1,600. ‘47 
BUICK—’47 Super sedan, $1,185. '46 oe MERCURY—'50 sedan, $1,900. ‘47 sedan, 2-dr., $315. '38 Deluxe 4-dr., $140. 4-dr., $780. ‘41 4-dr., $235. i 
sedanette, $900. ‘41 ee See $120, $850. FORD—’50 Deluxe (6) 2-dr., $1,395. '49| PONTIAC—'50 (6) 2-dr., $1,770, $1,780, 
$400; Special sedanette, $490. "40 Super | 55 +49 Ambassador conv $230 Custom (8) 4-dr., $1,190: (6) 4-dr., $1,790. 49 (6) 2-dr., $1,755, °47' (8) 
club coupe, $155, $130. ‘39 RM sedan, ame ame = e . $1,025. °48 SD (8) 2-dr., $890. °46 De: ube Geen. “02 (8) han” Gas, 
itearoren’ ak est 300. 4 | USM ORIL ET 19 ft) club coupe, $1." | luxe (8) 4-dr., $690. ‘42 Deluxe (6) | STUDEBAKER—'50 Champion club coupe, 
CADILLAC—'46 (62) sedan, $1,300. ‘41 580, °48 (98) —_.. $1,450. § (66) 4-dr., $250. °41 Deluxe (8) station $1,735, 48 Commander 2-dr., $1,145 
: (62) conv., $785. station wagon, $305; sedan, $475. ‘41 wagon, $505; 4-dr., $400, '39 Deluxe (8) | MISCELLANEOUS — ‘47. International 
CHEVROLET—'49 SL Deluxe sedan, $1,- (76) sedan, $305. 2-dr., $220, $170. '37 Deluxe (8) conv., (K-1) stake, $545 | 
450; club coupe, $1,375, ‘48 FM sedan, PACKARD—'42 (180) sedan, $390. $230, $75, $105. °36 Deluxe 2-dr., $55. . owe 
$945, °47 FM sedan, $880; SM sedan, | PLYMOUTH—'49 SD sedan, $1,225. ‘47 "30 Model A coupe, $90. , | 
$935; FL sedan, $900. '46 FL aerosedan, SD sedan, $800. "46 SD sedan, $710. '41 | weRCURY—’41 4- dr., $260. 39 4-dr., $245. VALDOSTA, GA. 
$855, $800. "42 MD sedan, $390; SD SD sedan, $475. ‘40 sedan, $215, $350. | NasH—'47 (600) 4-dr., $725. '42 Am-| (Tom Hewitt Auto Auction, Sale every 
sedan, $530. '41 SD station wagon, $360; 38 sedan, $135. bassador 4-dr., $300. ‘37 Ambassador | Friday, Prices are for sale of Jan. 13.) 
sedan, $405. "40 MD sedan, $230, $360;| PONTIAC — ‘47 Streamliner (8) station 4-dr., $49. 2 ° : eee 
SD sedan, $340. '39 sedan, $280, $265, wagon, $775. '40 (6) sedan, $460. '39| orp psMOBILE—'48 (98) 2-dr., $1,430, 46 | (Sold 171 units out of 240 offerings.) 
$325, $290 (8) sedan, $130. (76) 4-dr., $890. '39 (6) 4-dr., $175. | BUICK—’50 Special sedan, $2,100, 2 at 
CHRYSLER—'48 Windsor sedan, $1,200. STUDEBAKER—'47 Champion club coupe, PLYMOU TH—'49 SD 4- dr., $1. 390, $1,- $2,000, $1,800; Super sedan, $2,325, §$2,- 
CROSLEY— 47 sedan, $100. $825. 385. '48 SD conv., $1,260: 4d-r., $1,100. 310. '49 RM sedanette, $1,875, $1,825. '48 
ae ee err ee . a= ws ~ '47 SD 2-dr., $930. '46 Deluxe club Super conv., $1,200; Special sedanette, | 
coupe, $825. '41 SD 2-dr., $305. $1,000; RM conv., $1,410. '47 RM sedan, 
PONTIAC—'47 Streamliner (8) 4-dr., $1,- $1,175, $1,125. '46 Super sedan, $850. 
085. CADILLAC—'47 (62) sedanette, $1,725. 
STUDEBAKER—'50 Champion conv., $1,- | CHEVROLET—'50 SL Deluxe sedan, 2 at 






ANTHONY 


| ame cy. Wi ton pickup, $340. coupe, $550. 
j Ae * L é | PLYMOUTH—'50 SD s . 700. 48 
HYDRAULIC T a] i 4 4 KANSAS CITY SD sedan, $1,025, $1,075, $1,125, $1,100. 


TRUCK LOADER 


AND UNLOADER 
Has Only One Cylinder 
and One Valve 


With “Lift Gates" on your trucks you will 
make more deliveries daily. Keeps trucks 
on the move, reduces trucking costs, adds 
to trucking profits. Time killing work and 
lifting is avoided. Personnel accidents and 
merchandise damage ciaims are cut to a 
minimum. There are more “Lift Gates" in 
use than all others. Simplicity of design is 
one reason . . tuggedness is another. 
Extra features*—perfected by six years of 
field experience—oare more reasons why 
most of the truck loaders you see are 
Anthony “Lift Gates.” Write for literature 
and prices. 


“ANTHONY “Lift Gate’”’ Features: 


CUTS 
DELIVERY 
COSTS 
50% 


*“LIFT GATE” rests on 
ground. No protrusions {all levels with th'Quick 
loading. | Detachable” 


*One control Ff 
lowers stops or holds 
“GATB” at any 


ANTHONY CO., De 


parts. 
t. 902, Streator, Ill. 








FRAZER—’'47 4-dr., $900. $825. '47 SD (8) sedan, $880; club coupe, 
4 HUDSON—'49 Super (8) 4-dr., $1,405, | $850. '41 SD (8) club coupe, $400. ‘40 
| | KAISER—'48 4-dr., $715. '47 4-dr., $720.| sedan, $400, $375. '39 coupe, $355. ‘37 
LINCOLN—'41 4-dr., $270. | sedan, $290. '36 sedan, $230. | 
MERCURY—’50 4-dr., $2,050, $1,990; 2-ar., | HUDSON—’49 Super (6) club coupe, $1,- 
; $2,145. '49 4-dr., $1,440. 100; sedan, $1,365. '48 Commodore (6) 





WILLYS—'47 station wagon, $675 2-dr., $780. '38 Special 4-dr., $140. 
MISCELLANEOUS — ‘48 GMC half-ton | CADILLAC—'49 (61) 4-dr., $2,990. 
pickup, $760. club coupe, $590. 


CHEVROLET—'49 SL 
595; FL Deluxe 2-dr., 


Deluxe 4-dr., $1,- 
$1,500; SL Special 


EBENSBURG, PA. 


TRUCK SECTION 





MEROURY—'48 4-dr., $905. 
NASH—’49 (600) 2-dr., $1,250; 4-dr., $1 
260. '47 (600) 4-dr., $730. 


| OLDSMOBILE—'48 (68) sedanette, $1,235 


‘47 (98) 4-dr., $1,110; sedanette, $1 
090, '46 (66) sedanette, $955; (98) 4-dr 
$840. '38 (6) 4-dr., $200. 

PACKARD—’'47 Clipper (8) 4-dr., $985 

PLYMOUTH—’'49 SD 4-dr., $1,200. '47 De 
luxe 4-dr., $750; SD 4-dr., $900. '46 5S! 
4-dr., $765. 

PONTIAC—'47 Streamliner (8) 4-dr., $1 
030, $1,055; Torpedo (6) 4-dr., $95¢ 
‘41 Torpedo 4-dr., $400, °40 club coupe 
$275. 

| STUDEBAKER—'49 Champion club coups 
$1,295. 


LUBBOCK, TEX. 


(Lubbock Auto Auction. Sale 

Thursday. Prices are for sale of Jan 
(Market is steady. Sold 50 units out of 
75 offerings.) 

BUICK—'47 Super sedanette, 
$895. 

CHEVROLET—'43 FL Deluxe 4-dr., $! 
585; 2-dr., $1,570; SL Deluxe 4-dr., $1 


ever 


$835; 4-dr 


(Continued on Page 41, Col. 1) 





WHOLESALE 








750; 4-dr., 
$1,095. 


MASON CITY, IA. 


$1,500. '48 Champion 4-dr., $1,675; FL Deluxe sedan, $1,765, $1,700. 


*49 SL Deluxe sedan, 2 at $1,425; Special 
sedan, $1,350; FL Deluxe sedan, $1,460, 
$1,405, $1,375; %-ton pickup, $830; half- 


ton pickup, $875. °48 SM sedan, $1,025, 

(Lapiner’s Used Car Auction. Sale every $1,100; club coupe, $1,085; FM sedan, 
Wednesday. Prices are for sale of Jan. 11.) $1,100, $1,050. '46 FM station wagon, | 

(Sold 67 units out of 98 offerings.) $620; SM sedan, $810. ‘41 SD sedan, | 
BUICK—’50 Special 2-dr., $1,895, $1,840. $490, $350, $280. 

‘49 RM 4-dr., $1,900. | CHRYSLER—’'49 Windsor club coupe, §$1,- 
CADILLAC—'49 (62) 2-dr., $2,630. 660. | 
CHEVROLET—'50 SL Deluxe 2-dr., $1,- | DeSOTO—'50 Custom sedan, $2,250, $2,-| 

680; FL Deluxe 4-dr., $1,695, '49 FL|_ 200. '49 Custom sedan, $1,775. 

Deluxe 4-dr., $1,465, $1,445, ‘48 FL | DODGE—'49 Coronet club coupe, $1,550; 

4-dr., $1,155, $1,205. '47 station wagon, eee” $1,625. ‘47 Custom club coupe, 

$680. i 
CHRYSLER—'41 Royal 4-dr., $415. | FORD—’'50 CD (8) sedan, $1,655, $1,650, 
DeSOTO—’'49 Custom 4-dr., $1,690. 4 at $1,600, $1,575. ‘49 Custom (8) se- 
FORD—'50 CD (8) 2-dr., $1,715, $1,655, dan, $1,350, $1,300, $1,230, $1,210, $1,- 

$1,670; Deluxe (8) 2-dr., $1,520, ‘49 | 200, $1,175, $1,100, 2 at $1,000; club 

Custom (8) 2-dr., $1,155, $1,130, $1,205. coupe, $1,280, $1,150; conv., $1,300, $1,- 

‘47 SD 8() club coupe, $930; conv., $915. 250; station wagon, $1,510; Standard (8) 

'46 Deluxe (8) 2-dr., $655, $600; 4-dr., sedan, $1,180. '48 SD (6) sedan, $775; 


$660. SD (8) sedan, $880, $865; station wagon, 


NASH—'48 Ambassador 4-dr., $930. | sedan, $1,160. 

PLYMOUTH—'50 Deluxe 4-dr., $1,615. ‘48 | MERCURY—'50 Sport sedan, $1,955; club 
Deluxe 4-dr., $900. | coupe, $2,000. '49 sedan, $1,475, $1,480, 

PONTIAC—’50 Streamliner (6) 2-dr., $1,-| $1,490. ‘48 club sedan, $1,075, '40 sedan, | 
865. ‘49 Streamliner (8) 4-dr., $1,805. $385. 


STUDEBAKER—'50 Commander 2-dr., $1,- | NASH—'47 Ambassador sedan, $710. 
720; Champion 2-dr., $1,695, $1,585. ‘47 | OLDSMOBILE—'50 (88) sedan, $2,400. ‘49 
Champion 4-dr., $815. (76) sedan, $1,650. '48 (76) sedan, §$1,- 

MISCELLANEOUS—' 46 (76) sedan, (66) club 


International %- 240. ‘46 $870; 


sedan, $1,700. ‘48 


'47 Deluxe sedan, $750. '39 Deluxe sedan, 


Automobile Auction Co. 


(Kansas City $325. Bc 
Prices are for | PONTIAC—'48 (8) 


Sale every Wednesday. 
sale of Jan. 11.) 
(Sold 147 units out of 219 offerings.) 
BUICK—'49 Super 2-dr., $1,700. '48 Super 
4-dr., $1,337. '47 Super 4-dr., $862. 


sedanette, $1,250; 
sedan, $1,400, $1,300. '47 (6) sedan, 2 at 
$860; (8) sedan, $1,000. 

STUDEBAKER—'50 Champion Deluxe se- 
dan, $1,625. ‘48 Champion sedan, $1,025; 
Commander sedan, $1,250. ‘47 Land 





CHEVROLET—'49 SL Deluxe 2-dr., $1,- 


505, $1,502, $1,432, $1,405. 48 FL aero- Cruiser sedan, $1,100; Commander club 


coupe, $960. | 


sedan, $1,160, $1,005; SM business coupe WILLYS—’49 half-ton pic | 
, . a¥s g - pickup, $850, $900. | 
$1,022, 47 FL club coupe, 2 at $995, '48 station sedan, $980; half-ton 4 WD | 
$685; FL aerosedan, $905, $892. '46 FL pickup, $750; panel, $675 
aerosedan, $995, $800. | ; =? , : 
CHRYSLER—’'47 Windsor 4-dr., $1,157, | . 
$1,097. | PHILADELPHIA 
oS aa gost oar. Seen” $1,-| (Tom Hamilton-Lou Green, Sale every 
DODGE 46 4-dr., $727. ’ . | Monday. Prices are for sale of Jan. 9.) 


(Sold 96 offerings at absolute auction.) 


FORD—'49 (8) 2-dr., $1,202, $1,200, §$1,- 











190, $1,130; (6) 2-dr., $1,080. '48 (8) | BUICK—’50 Special sedan, $1,715. '49 RM | 
business coupe, $825, '47 (8) club coupe,| Sedan, $1,835. '48 Super sedan, $1,460. 
$860, $815. '46 (8) 2-dr., $620; (6) 4-dr.,| “47 RM _ sedan, $1,065, $1,125; Super 
$772. sedan, $1,090, $1,120. '46 Super sedan- | 
HUDSON—'48 4-dr., $1,137. '46 4-dr., $582. ette, $1,025. "41 Special sedanette, $515. 

MERCURY—'50 2-dr., $2,125. °49 2-dr., | CADILLAC—’41 (61) sedan, $730. 
$1,375. | CHEVROLET—'49 FL Deluxe 2-dr., $1,-| 
OLDSMOBILE—'49 (88) 2-dr., $1,922, $1,- 385; 4-dr., $1,350. '48 FM club coupe, | 
810; (76) 4-dr., $1,602. '47 (76) sedan-| $1,025. '47 FM sedan, $925, $905. "46 
ette, $1,002, $985. °46 (78) 4-dr., $812. SM sedan, 780; FM sedan, $825. ‘41 

PACKARD—'49 4-dr., $1,455. | §$D sedan, $550, $320. 
PLYMOUTH—'49 4-dr., $1,270. ‘48 club| CHRYSLER—’47 Windsor sedan, $1,100. 
coupe, $890. | ‘46 Windsor sedan, $990, $830; Royal | 
PONTIAC—'49 (8) 2-dr., $1,570; (6) 2-dr.,| sedan, $910, $875. | 
$1,685. DeSOTO—’47 Custom 4-dr., $1,085. ‘'40) 
STUDEBAKER—'48 Land Cruiser 4-dr.,| Deluxe 2-dr., $335; 4-dr., $360. | 
$1,260; Champion 2-dr., $1,117. DODGE—'46 Deluxe 2-dr., $860; 4-dr., 
$880, $905. ‘40 Deluxe 4-dr., $400; club 
_ coupe, $340. 

DENVER FORD—'46 Deluxe club coupe, $720; SD 
(Denver Auto Auction, Inc, Sale every 4-dr., $705. '40 Deluxe 2-dr., $240, ‘39 





Colo. business coupe, $115. 
| FRAZER—'48 4-dr., $625. ‘47 
2-dr., 4-dr., $790. 


RM ' KAISER—'49 


Tuesday at Englewood, Prices are 

for sale of Jan. 10.) 

BUICK—’49 Super 4-dr., $2,005; RM 
$1,825. ‘47 Special 4-dr., $960, '46 


Manhattan 


4-dr., $1,060 





Average Used-Car Prices 














(Compiled by Automotive News) 
Model Jan. 1950 Dec Nov. 
(to date) 1949 1949 
$968 1950 $1,822 ; | 
1949... 1,462 $1,566 $1,608 
1948..... 1,102 1,156 1,180 
1947. 910 930 981 
1946.. 761 800 837 
1942... 370 432 449 || 
1941. 352 392 430 
1940. 317 361 
Overall —S ss» 
Jan. (tod: Dec 
eee Average... $ 968 $ 799 $ 835 
(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 











Dick CONNELL 


DETROIT’S OLDEST 
CHEVROLET DEALERSHIP 
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HULLS eal 
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TW 3-5100 
DETROIT'S VOLUME 
CADILLAC DEALER 


FINE USED CARS 









LICENSE PLATE 
FASTENERS 


On or Off Witha Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each 
Packed 12 to Box 


Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


Over 100 Service Items 











For Their New Car Advertising 


® Critical Craftsmanship from 
Designer to finished Product 

© Triple-plate Chrome Finish 

© Life-of-Car Durability 

© Customer Eye Appeal 

® New Low Prices... 


Write TODAY for beautiful full- 
size FREE SAMPLE... Yours to 
keep and compare! 


@ NO OBLIGATION @ 


| Stemac.. 2409 157TH ST. 


DENVER 11, COLORADO 
DISTRIBUTORS WANTED 
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Used-Car Auction Prices 








‘Continued from Page 40) 


680, $1,600; 2-dr., $1,565; 1%-ton pick- 
up, $960. ‘47 FIL aerosedan, $1,080, | 
$880. '46 %-ton pickup, $530. ‘41 club | 
coupe, $340, $465, $345. '40 2-dr., $130. 
peSOTO—'41 4-dr., $160. | 
FORD—'50 CD (8) 2-dr., 2 at $1,740, | 
$1,620, $1,690, $1,745, $1,725, $1,860, $1,- 


920, $1,660; 4-dr., $1,845, 2 at $1,690; 
half-ton pickup, $1,275. '49 Custom (8) 
2-dr. $1,290, $1,335; half-ton pickup, 
$1,160. '48 club coupe, $1,015. '47 2-dr., 
$915. ‘46 station wagon, $505; 2-dr., 
$610. '42 2-dr., $260. '40 2-dr., $290. °36 
2-dr., $75. 

MERCURY—’50 club coupe, 2 at $2,255, 


'47 (6) sedan, $970. ‘46 (8) sedan, $915. 
*41 (6) sedan, $275 

STUDEBAKER — ‘50 Commander sedan, 
$1,715. ‘49 Champion club coupe, $1,075. 
’47 Land Cruiser sedan, $1,020; Cham- 
pion sedan, $835. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Fri- 


day, Prices are for sales of Jan, 6-13.) 
BUICK—'48 Super 4-dr., $1,370. °47 RM 
sedan, $1,100. °'41 Special club coupe, 


$500. '40 Super sedan, $535. 


CADILLAC—'48 (61) sedan, $1,850. 


$2,225; 4-dr., $2,260, $2.210, $2,160. '46 | CHEVROLET—’50 FL Deluxe sedan, $1,- 

4-dr., $715. °41 club coupe, $505. 560. '49 FL Special sedan, $1,280. ‘48 

PONTIAC—'47 Streamliner (8) 4-dr., $895 FM club coupe, $1,165; sedan, $1,025. '47 

| (taxi), $790; business coupe, $620; FM 

sedan, $795; FL sedan, $860. °46 busi- 

ALBANY, N. i | mess coupe, $630; SM sedan, $745; club 

(Tim Anspach’s Dealer Auto Auction. | COUPE, $835. '41 sedan, $300, ‘40 sedan, 

Sale every Monday. Prices are for sale of | $350. 

Jan. 9.) | DODGE—’'47 sedan, $880; business coupe, 
(Scarcity of cars sent prices up, Sold $680. ‘41 sedan, $300. 

32 units out of 42 offerings.) FORD—'50 (8) sedan, $1,750, $1,600. ‘49 


BUICK—'50 Special 4-dr., $1,950. '49 RM 
2-dr., $1,850; Super 2-dr., $1,775. '48 RM | 
2-dr., $1,340; 4-dr., $1.350. '42 RM 4-dr., | 
$500. ‘39 Century club coupe, $120. 

CADILLAC—'47 (62) 4-dr., $1,690 

CHEVROLET—'49 SL Deluxe 2-dr., $1,480. 
’48 FL aerosedan, $1,040; FM conv., $1,- 
135. '41 SD conv., $485 

DeSOTO—'47 Custom club coupe, $975. 

FORD—'50 Deluxe (8) 2-dr., $1,545. °49 
Custom (8) 4-dr.. $1.160. '46 Deluxe (8) 
2-dr., $670: SD (6) club coupe, $660. ‘38 
(8) 4-dr., $50 

KAISER—’'47 4-dr., $660. 

MERCURY—'49 4-dr., $1,430 

NASH—’'49 Ambassador 2-dr. 
Ambassador club coupe, $850 





$1,435. °47 


OLDSMOBILE—’49 (76) club coupe. §$1.- 
625. °'48 (74) conv., $1,210. °47 (66) 
2-dr., $745. '46 (98) 2-dr., $1,000; (66) | 
conv., $800, 

PLYMOUTH—'49 SD club coupe, $1,325. | 
$1,310 

PONTIAC—'47 Torpedo 4d-r.. $900 


WILLYS—'4i8 Jeep 


DETROIT 


(Apteo Auto Auction. Sale every Wednes- 
day, Prices are for sale of Jan. 11.) 
(Sold 40 units out of 61 offerings.) 
BUICK—'48 RM 4-dr., $1,225. ‘47 Super 
4-dr., $1.050. '40 4-dr., $205. $315. 
CADILLAC—'48 (62) 4-dr., $1,900. ‘41 
(62) 4-dr., $630 
CHEVROLET—'49 SL Special club coupe. 
$1,315. ‘48 business coupe, $800. ‘41 
2-dr.. $550, $375. °37 4-dr., $90. 
DODGF—'48 4-dr.. $1,025. ‘46 club coupe 


$600. '46 Jeep, $500 


$715. '40 coupe, $205. $165. 
FORD—'49 2-dr., $1,215. $1,225. ‘46 2-dr.. | 
$745. °41 2-dr.. $295. °39 2-dr., $200 


HUDSON—'48 4-dr., $1,180 "46 4-dr., 
$585. 

LINCOLN—’46 club coupe, $685 

MEROURY—'49 4-dr., $1.415. ‘41 2-dr 


$310. '39 2-dr., $290 


NASH—'46 4-dr.. $605; club coupe. $685. 


OLDSMOBILE—'47 4-dr., $1,040. '46 2-dr., | 
$800. 

PACKARD—'48 4-dr.. $1,150 

PLYMOUTH—'48 4-dr., $925. ‘46 2-dr., 
$650. '40 4-dr., $320. 


PONTIAC—'46 4-dr., $820. '41 club coupe, 
2 at $375. '40 4-dr.. $115 
STUDEBAKERK—'47 Champion 4-dr., 


WILLYS—'47 station wagon, $665 


AKRON | 
| 
| 


$925. 


(Akron Auto Auction. Sale every Thurs- 
day. Prices are for sale of Jan. 12.) 
(Sold 62 units out of 91 offerings.) 


BUICK—’49 RM sedan, $1,875; Super se- 
dan, $1,800, $1,650. ‘47 Special sedan, 
$915, $900. °46 RM sedan, $895, $930. 


‘42 Special sedan, $330 

dan, $420. 
CADILLAC—’41 (61) sedan, $740 
CHEVROLET—'49 conv., $1,520. ‘48 FL 

sedan, $1,125. ‘47 SM sedan, $775. '46)| 


‘41 Special se- 


SM sedan, $765, $750. 41 MD club} 
coupe, $380. '40 MD sedan, $370 
CHRYSLER—’'40 Royal sedan, $255. $200. 


DeSOTO—'46 Custom sedan, $860, $775 | 
DODGE—’'48 Custom sedan, $1,085 | 
FORD—'49 Custom (8) sedan, $1,265, $1,- 


240. °'48 sedan, $905. ‘47 SD (8) club 
coupe, $825; sedan, $755 46 Deluxe 
(8) sedan, $690. ‘41 sedan, $395 


HUDSON—’'47 Commodore (6) sedan, $750 


KAISER—’'49 Deluxe sedan, $1,375 

MERCURY—'49 sedan, $1,440. ‘47 club| 
coupe, $875; sedan, $850 ‘46 sedan, 
$765. °41 sedan, $345. J] 

NASH—’'49 (600) sedan, $1,280. ‘47 Am-| 
bassador sedan, $760. 

OLDSMOBILE—’48 (98) sedan, $1,510. °47/| 
(78) sedan, $1,010. °46 (66) sedan, $860, 
$850, $775. °42 (68) sedan, $410. 

PLYMOUTH—’48 Deluxe sedan, $875, $795. 
'46 Deluxe sedan, $765 ‘41 Deluxe 
sedan, $415, $400, $385. 


PONTIAC—’49 Chieftain (8) sedan, $1,800 








l-H PIN—J. H. Shafer, 
manager of the Portland (Ore.) motor truck 
sales district of International Harvester Co., 
affixes the company's !0-year service pin to 


RECEIVES right, 


coat lapel of W. A. Tegan, Portland branch 


manager. 


(8) sedan, $1,150; club coupe, $1,200; 
(6) sedan, $1,145, $1,270. '47 (8) sedan, 
$780, $695; club coupe, $900. ‘41 (8) 
sedan, $365. '40 (8) business coupe, $450, 
$220; 4-dr., $205; 2-dr., $300. 

MERCURY—’'50 club coupe, $1,950; sedan, 
1,860 


$ b 
OLDSMOBILE—'49 (88) sedan, $1,960. 


| PLYMOUTH—'49 sedan, $1,500. 
| $265; 4-dr., $400. 


"40 2-dr., 


| PONTIAC—'49 (8) 


sedan, $1,730. °46 (8) 
sedan, $8v0. 


STUDEBAKER—’'50 Champion 4-dr., $1,- 


600. °'48 Land Cruiser 4-dr., $1,140; 
Champion conv., $1,035. °'47 Champion 
4-dr., $775. 


MANHEIM, PA. 


(Manheim Auto Sales and Auction, Inc. 
Sale every Friday. Prices are for sale 
of Jan. 6.) 

(Sold 59 units out 
BUICK—'49 Super 4-dr., $1,750. °48 RM 

4-dr., $1,400; Super sedanette, $1,330; 

4-dr., $680. ‘47 Super 4-dr., $1,170 

CADILLAC—'42 (63) 4-dr., $710. '41 
4-dr., $580. 

CHEVROLET—'49 FL Deluxe 4-dr., $1,- 
415. °48 FL 4-dr., $1,105, $900; FM 
2-dr., $970. '47 FM 4-dr., $965; half-ton 
panel, $810. ‘46 club coupe, $870. 

CHRYSLER—’41 Royal 4-dr., $360. 

DODGE—’50 Coronet 4-dr., $1,965. ‘49 
Wayfarer 2-dr., $1,145. "47 Deluxe 4-dr., 
$1,125. 

FORD—’49 Custom (8) club coupe, $1,350. 
‘48 SD (8) club coupe, $990; half-ton 
stake, $805; (6) 2-dr., $760. '47 SD (8) 


of 99 offerings.) 


(61) 


4-dr., $890; half-ton pickup, $700. °'46 
SD (8) 2-dr., $650. 

LINCOLN—’46 club coupe, $680. 

MERCURY—'49 2-dr., $1,445; 4-dr., §$1,- 
410, 

OLDSMOBILE — ‘48 (98) sedan, $1,630; 


conv., $1,070; (87) sedan, $1,340. 

PLYMOUTH—’48 SD club coupe, 
2-dr., $1,070, $940. '46 SD 4-dr., 
'42 Deluxe club coupe, $510. 

PONTIAC—'46 (8) 4-dr., $820. ‘41 (6) 
sedan, $475. 

STUDEBAKER—'50 Champion 2-dr., §$1,- 
500. °48 Commander 4-dr., $1,260. °'47 
Land Cruiser 4-dr., $900. 

WILLYS—’'47 station wagon, $710. 


$1,190; 
$815. 





8,800,000 PERFECT MILES—Recognition for 8,800,000 miles of “'no-injury'’’ driving during 
a 12-month period in 1948-49 was given Dan S. Dugan, right, owner of Dan Dugan Oil 
Transport Co., Sioux Falls, S$. D. South Dakota's Gov. George T. Mickelson left, and E. R. 
Zimmerman, center, International Harvester Co. district manager at Sioux Falls, are shown 
congratulating a Dugan's company won first place in the National Tank Truck Safety 
contest; won the first annual Tank Truck Trailmobile trophy for highway safety and courtesy, 
and won a merit award in the American Trucking Assns.' nationwide safety contest. ts 
Tm awards went to Dan Dugan drivers from the National Safety Council 
and the ; 


|tive bidding as provided by state 
| law, bids are again being adver- 
|tised for such purchases. 


Competitive Bids to Rule 


N. M. Auto Purchases 


ALBUQUERQUE, N. M.— After 
protests from dealers and Corpora-| Lexington Names Gilson 
tion Commissioner Ingram Pickett Lexington Lincoln-Mercury, Inc., 
that state cars in New Mexico were | Lexington, Ky., has appointed Earl 
being purchased without competi-! Gilson as service manager. 








Yesterday a Luxury — Today Commonplace 


present emerging from this period of transition. In- 


Practically every convenience in today’s motor cars was 


once a “luxury” to be 


found only on higher priced 


models. Windshield wipers, rear view mirrors, cigarette 
lighters, headlight dimmers — yes, even window regu- 
lators went through the “luxury” stage. Today, these 
niceties which add pleasure, comfort, and safety to 


motoring are accepted as commonplace. 


The Hydro-Lectric automatic window regulator in- 
troduced by Detroit Harvester a few years ago is at 


DETROIT 


EXECUTIVE OFFICES: 


PLANTS: -» 


DETROIT > 


2550 GUARDIAN BUILDING, 


YPSILANTI = 


stalled on thousands of cars, it is now becoming com- 
monplace because of the convenience and safety it 
contributes to modern motoring. 

* * + 


Hydro-Lectric Top, Window, and Seat Control Systems 
Convertible Tops * Automobile Body Hardware 
Manual Window Regulators « Window Glass Channels 
Power Take-Offs ¢ Contract Production Parts 
Farm Mowers ¢ Power Sweepers 


HARVESTER COMPANY 


DETROIT, MICHIGAN 


TOLEDO + ZANESVILLE 
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(Continued from Page 36) 


cause they have neglected to fill 
the sander have just sat there 
vainly grinding away—trying by 
long discounts and disastrous cut 
prices to find some way to get out 
of trouble without filling the “san- 
der.” And all the while they were 
upsetting the normal flow of traf- 
fic on their “street.” 

7 + > 


For Toll Roads 

LTHOUGH Art Butler and the 

Highway Users Conference, 
which he heads, are death against 
the “toll roads” of the country be- 
cause they shift an acknowledged 
responsibility from state and na- 
tional governments to private capi- 
tal, I saw a compilation of statis- 
tics recently in a GMC house or- 
gan that is good sales material 
for the “toll road” insofar as truck 
usage is concerned at least. 

This story stated that the 739,551 
trucks using the Pennsylvania 
Turnpike last year had paid toll 
charges ranging all the way from 
the $1.50 for light trucks up to $10 
for a heavy duty unit with full 
trailer, and the operators. had. prof- 
ited by using the road. 

They listed seven “profits” 
these operators had enjoyed: 
Safer operation at higher speeds 
in any weather; reduced fuel 
cost; reduced tire cost because 
lesser grades lessened braking 
effort; reduced maintenance cost 


due to lessened grades reducing 
strains on transmissions, brakes 
and engine; utilization of lower- 
powered trucks for the same pay- 
load and of increased payloads 
for the same sized units; saving 
of time ranging from two to six 
hours, and a reduction in acci- 
dents with corresponding saving 
in insurance rates. 

It is a sad commentary on our 
highway officials—-engineers and 
politicians alike—when private cap- 
ital can build a road, charge 
enough to make ‘it pay its way and 
still save truckers more than 
enough in tangible savings to make 
it profitable for them to use the 
road—and still produce extra sav- 
ings in the intangibles that are so 
easily recognizable. 

While our highway gentry 
scream about speed, loads and 
high accident rates, few, to my 
knowledge at least, have ever en- 
deavored to copy the design and 
gradients of the Pennsylvania 
Pike, where accidents are low and 
speeds are permissable because 
they built the road safe in the 
beginning. 


+. 
SAE’s Biggest 
AE week in Detroit was hectic, 
despite the fact that I kept out 
of all trouble and merely moseyed 
around visiting with a few of the 
visiting firemen. This year’s con- 
vention—possibly due to the fact 


. * 


WHITE TRUCK USED BY DAIRY—Typical of the modern equipment employed in the 


production, processing, and marketing of milk products b 
County, Calif., is this new Model WC-16 White truck. The unit, as used in wholesale de- 
liveries, covers about 100 miles a day with approximately 40 delivery stops. It will carry 
a payload of 12,000 to 12,500 pounds, making an average gross load of 25,000 pounds, 


White reports. 


that they had papers on both the 
new Chevrolet and Studebaker au- 
tomatic transmissions on the sched- 
ule—was the biggest society had 
ever had in Detroit, according to 
Sarah Duval, the most efficient 
secretary of the Detroit section. 

Talked with O. E. Hunt, former 
chief of the new products section 
of General Motors, who told me 
that by the time he got down to 
the hotel the morning these papers 
were on, the meeting room was 
jammed full and hundreds of engi- 
neers were standing in the hall 
outside hoping to hear the discus- 
sion. As O. E. had a little to do 
with developing the Chevrolet job, 
he wanted in. So being an old 
campaigner at these affairs he went 
back through the kitchen and 
“snuck” in the back way. 

Saw John Tjaarda—now from 


TWO MONEY-MAKING SELLERS 










required. 


This new Prior product adds load area to your 
pick-up at small cost, and is a point-of-delivery 
moving advertisement for you and your cus- 
tomers. It is all-steel construction, rattle-proof, 
and can be furnished with dealer emblem 


painted in standard colors or in prime coat only. 


MAIL TO NEAREST ADDRESS 
PRIOR PRODUCTS, inc. 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 


Please send me complete “information on the “Load-Ster"’ 
HELPER SPRING ([) 
Also send me the name of your nearest distributor. 


PANEL RACK (7) 
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MAIL COUPON TODAY 


EVERY DEALER SHOULD STOCK 


The “LOAD-STER” takes effect only when needed to 
carry the excessive load caused by weight or rough 
roads. It gives a normal ride when not loaded and an 


ier ride when overloaded. ‘‘Load-Ster”’ spring instal- 







“LOAD-STER" Helper S 









Available Vy ¥, Pas 
For Ton Ton 

Chevrolet * A 

Ford . ° 
Dodge ’ ° 
G.M.C. ° ’ 
DeSoto 

Plymouth 







"LOAD-STER" Pénel Rack 
Available Vy 
For 1 
Chevrolet 
Ford 

Dodge 
G.MZ. 
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Excelsior Creamery Co., Orange 


Texas and California—who says 
his North American Motors baby 
should be about ready for aborn- 
ing late this spring. They are 
shooting for a $1,095 car—expect 
to build it in Texas, but it is 
being engineered in Arcadia, 
Calif. Told me Norman DeVaux 
is disposing of a gold mine he has 
in Arizona so that he will be free 
to jump into the fight with no en- 
tanglements once they launch the 
new car. 

Bill Harrigan, the ex-Texas Co. 
sales engineer and ambassador of 
goodwill, told a good story about a 
top executive who took a “walk- 
out” powder recently. 

* . 


On Own 


OHN ZENZEN, formerly sales 

manager of the Herman Body 
Co., is going into business for 
himself — as a_truck-equipment 
manufacturer’s agent on a national 
basis. John feels that if he can sell | 
two million dollars worth of truck | 
bodies a year for one firm, he ought | 
to be able to boost the sales for | 
several related but non-competitive 
lines at a much lower sales cost. | 
If you are stumbling around look- | 
ing for sales aid, you can talk to 
him by phoning Lockhart 3214, St. 
Louis. Tell him I told you to call | 
him up, if you want to. 

Irv Pierce and his gang at Ford | 
Motor have done a great job in 
cataloging all Ford car and truck | 
service specifications in a little 
pocket-sized book. The book cov- | 
ers all 1949-50 models and lists | 
the specification for each model 
under the heading of the part 
involved. 





Get to 
Atlantic 





For instance, under brakes it 
first lists the sizes of each car and | 
truck in the line, then lists the | 


|front service brake lining lengths | 


and thickness, then the same for 
the rears. On the next page are the | 
brake drum re-surface limits for | 
each model, wheel cylinder diam- | 
eters, front and rear. Under these | 
it gives the master cylinder bore, 
then hand brake specs and vacuum 
power brake specs, On the follow- 
ing two pages are all of the needed 
air brake specs and data. All serv- 
ice data are treated the same way. 
And the book will slip in a vest 
pocket—handy for servicemen. 
* + » 


No More Kansas 


UST got track of a Chevrolet- 

trained spellbinder who jumped 
into the truck equipment end of 
the business early in the war as 
merchandising manager for the 
Truckstell organization. Wally Bal- 
zerick is now the sales manager 
of the Ferguson-Olander Co., Ford 
dealer in Wichita, Kans. Wally, 
you may remember, was one of the 
guys who helped Al Cosgrove of 
Chevrolet popularize the now fa- | 
mous steak “Samovar.” 

I’m going to avoid Kansas from | 
now on, believe you me. The only 
time I ever was in Wichita was 
to a tractor demonstration, and 
I never put through such a tough 
three days in my life—living in 
a constant cloud of that pow- 
dered gumbo soil. 

If Wally has retained his old | 
“zip and go”’—and uses it in his | 
present job—that same gumbo will | 
be flying in thick clouds from now | 
on, down Wichita way. 


South of the Border 


A. y H. L. Gildred Corp. (Wil- | 
lys), Lima, Peru, has completed | 
the sale of a fleet of 40 trucks with | 
the aid of Dan E. Vail and his| 
wife, of Los Angeles. 

The auto firm was without a 
demonstrator when negotiating the 
deal. The couple, on tour of Latin 
America in a Willys truck, loaned 
the unit to Gildred for the dem- 
onstration. 
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BEELINE 


or 


UNIVERSAL 


UNDERWRITERS 
OPEN HOUSE 


Penthouse 


SHELBURNE HOTEL 
5:30 p.m. - 7:30 p.m. 
Sunday - Monday - Tuesday 
February 5-6-7 


*Don't be so busy 
you forget us— 

buzz over and 

say “hello.” 


UNIVERSAL UNDERWRITERS 
Kansas City, Mo. 
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TRUCK SECTION 


Neglect Business of Single-Truck Owners... 


Truck Dealers Miss Service Bet — 


(Continued from Page 36) 


replace GMC in a noticeable per- 
centage was Harvester, replacing 
1} percent of the GMCs, accord- 
ing to this survey. 

Another point of interest in this 
replacement table is the showing 
that Ford made replacing Harves- 
ter trucks recently, when Ford 
took the top spot in competitive 
replacement of this make with 36 
percent. GMC took 4 percent and 
Chevrolet took 2 percent. All other 
makes got only 2 percent. 

A figure of considerable interest 
shows up in the age of trucks 
now in service and their age at 
replacement among the owners in 
Kalamazoo. 

* > * 

A PPROXIMATELY 52 percent of 
‘% all trucks purchased in Kala- 
mazoo recently were manufactured 
in the postwar period, yet the av- 
erage age of all trucks owned is 
but 6.7 years. The average age of 
trucks owned singly is 7.9 years, 
in fleets of two to four trucks, 
3.6 years, and in fleets of five or 
more, one and four-tenths years. 

Differing widely from rural and 
non-industrial centers and quite 
markedly from national ownership 
averages, truck ownership in Kala- 
mazoo rests heavily among owners 
of more than one truck. Approxi- | 
mately 39 percent of the 2,583 | 
trucks here are owned singly by | 
75 percent of the owners, 27 per- | 
cent are in fleets of from two to/| 
four and are owned by 19 percent | 
of the operators, while only 6 per- | 
cent of the operators own fleets of | 
more than five, representing 34 per- 
cent of the registration. 

Contrary to accepted theory, 
however, the highest percentage 
of trucks serviced by the dealer 
who sold them are the fleet 
trucks owned in lots of five or 
more. Here 35 percent are serv- 
iced by the dealer who sold 
them; 32 percent of the trucks in 
the two to four fleets are serv- 
iced by the dealer who sold them, 
while only 24 percent of the 
trucks are owned singly. 

Put in other words, Kalamazoo 
dealers have exerted themselves to | 
the point where they have retained 
only 26 percent of all the truck 
operators in their area as regular 


customers—and if there is any one | 


thing that an automotive retailer 
sells that lends itself to repeat sales 
year after year, it is the truck. 


Ignoring this basic factor in the 
truck business may be the reason 
why so many dealers went hog 
wild on discounts this past year 
and not only ruined the business 
for themselves—which they will 
find out to their financial sorrow 
this year—but upset the market 


for those in the business who know | 
basic fundamen- | 


and follow these 
tals in the conduct of their retail 
operation. 
* * + 

;‘IGURES developed by this sur- 

vey show quite conclusively 
that a major part of the replace- 
ment market this year lies in those 
trucks owned singly around the 
country. While the average yearly 
mileage of the fleet group of over 
five trucks is nearly twice that of 
either those owned singly or in 
groups of two to four, the owner- 
ship of the majority of the older 
trucks, or trucks 10 years old or 
better, is in the hands of the single 
truck owner. 

Yearly mileage ran up by trucks 
in fleets of five or more is given 


A CUSTOM JOB BUILT FOR NEW YORK 
CITY—This model by Masin & Kriz, New York 
55, manufacturers of custom-built: commercial 
bodies for the past 40 years, is to be used 


for emergency work on New York's subway | 


and elevated lines. The gross load will be | 
approximately 20,000 pounds. Overall length | 
is 31 feet. It stands II feet high and is 96 | 
inches wide. The interior of the body has | 
seats for four crew men and the driver's com- | 
partment is made to carry three men. On| 
the roof of the body are ladder racks. 


at 25,200 miles per year; in groups 
of two to four at 14,100 miles per 
year, and those owned singly at 
14,800 miles, for an average yearly 
mileage of 17,600 miles. 


The age, however, of the av- 
erage truck made since the war, 
which represents 52 percent of 
Kalamazoo ownership, is but 1.7 
years, Forty-two percent of the 
trucks owned singly are in this 
group, with an average age of 
two years; 74 percent of the 
trucks owned in lots of two to 
four are postwar with an aver- 
age age of 1.6 years and 89 per- 
cent of the trucks owned in fleets 
of five or more have an average 
age of just one year. 

The 58 percent of singly owned 
trucks, however, among those made 
prewar was found to be 12 years 
old; that of the 26 percent of pre- 
war trucks in the two to four 
group was 13 years, and in the 
fleets of five or more, 8% years. 

Asked when they were going to 
buy a new truck, 83 percent of the 


operators said they didn’t know; 
9 percent said in about six months 
and the balance said sometime 
after the six months’ period. 
* * * 

— body types were in first 

place in the trucks owned 
singly with 42 percent; panels sec- 
ond with 15 percent; stakes third 
with 14 percent; dumps fourth with 
7 percent, and tractors fifth with 
6 percent. 

In the two-to-four group, pickups 
again led with 31 percent, stakes 


came second with 22 percent, pan- | 


els third with 16 percent, tractors 
fourth with 10 percent, and dumps 
fifth with but 4 percent. 

In the fleets of five or more, 
tractors took first with 21 percent, 
pickups second with 15 percent, 
panels third with 14 percent, stakes 
fourth with 14 percent and vans 
fifth with 5 percent. 

Showing that the truck busi- 
ness is wide open and sales can 
be made by the salesman who 
has the right proposition at the 
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LIBERTY DELIVERS 
ward-control model Chevrolet truck, 


MOBILE LIBRARY—Monroe county, Mich., 
equipped with a Gertensiager 


has purchased this for- 
Body, from Liberty 


Chevrolet Co., Petersburg, Mich., for use as a mobile library. The unit has front and rear 
doors and stocks a wide variety of reading matter, bringing library service into many remote 


sections of the county. 


right time, only 6 percent of all 
owners had a definite truck re- 
tirement policy. This was broken 
down as 4 percent for those who 
only use One truck, 7 percent for 
the group owning from two to 
four, and 19 percent of the fleet 
owners of five or more. 

Vocationally speaking, the great- 


est number of owners hauled in 
local delivery and light pickup 
service, with 54 percent listed in 
this category. Next largest, with 
28 percent, were local service and 
repair; third, with 19 percent, were 
local delivery and heavy pickup; 
in fourth place was long-haul, 
(See SURVEY, Page 44, Col. 1) 


Your Trucks Deliver More—for Less 


Axle Division 


with 


EATON 
AXLES 


Eaton 2-Speed Axles give 


Ze me oleh is. 


pulling 


power and speed in the same vehicle—instantly 


available to meet every 


specific 


operating 


need. Your trucks do more jobs, make faster 


trips. With Eaton 2-Speed Axles, engines run 


at most efficient and economical speeds; oper- 


ating and upkeep costs are reduced to a mini- 


mum; thousands of miles are added to vehicle 


life. And Eaton’s planetary design adds thou- 


sands of miles to axle life. 


Gear tooth loads 


are better distributed; gear speeds are slower; 


stress and wear are 


reduced to a minimum. 


Eaton 2-Speed Axles are available for most 


trucks of the 1'/2-ton 


your truck dealer for a 


EATON MANUFACTURING COMPANY 


ra 
PRODUCTS: SODIUM 


TOR TRUK 


PUMPS 
SPRING 


Part 
ee lal 4 ee 


CLEVELAND, OHIO 


COOLED, F a das 


e PERMANENT 


aa an AND 


K AXLES MOLD 


GRAY IRON CAS 


Py TAMPING e LEAF A 


VALVES e TAPPETS e HYDRAULIC VALVE LIFTER 


TINGS e HEATER-DEFROSTER 


PRING e DYNAMAT 


class and 


Tela: to ee EL 


road demonstration. 











Ups Sales with 
Right Answers 


MEXICO, Mo.— Mexico Moto 
Inc. (Dodge), has_ increased 


fifth largest body type owned by 
heavy, with 11 percent of the own- this group, which owns over two- 


-~ as cae eee “44 IOng-| thirds of all the trucks owned in 
—s a | the United States. 
Twenty-nine percent of owners | 


es ge, Se aera ets se oe AUTOMOTIVE NEWS, JANUARY 23, 1950 _ TRUCK SECTION TRI 
| tractors involved in th urvey. | Zz 

Survey Six peveent of all vehielen ‘ownnt Truck Dealer ; 

(Continued from Page 43) singly were tractors and were the 7 























in this survey operated half-ton|,_, + truck sales by learning the answers Th 
vehicles; 12 percent operated 1%- Fruehauf Sells Factory to the questions of today’s truck Wasl 
ton; 7 percent operated %-tonners; ° owner and realizing the buyer is a oni 
7 percent operated one-tonners, 6 In Kansas City, Kans. different person than the truck verti 
ercent operated trucks of two-ton|, DETROIT. — The sale of Frue- : . ‘ buyer of the last 10 years. tur 
Pp Pp 8 hauf Trailer Co.’s plant in the| B8OOMERSHINE MOTORS HOLDS PEP RALLY—This Atlanta Pontiac dealership holds weekly Today’s truck buyer, according to na 
rating; 3 percent, trucks rated 2% Fairfax district, Kansas City, Kans | meetings for employes and their families to promote service, parts and accessories sales. C. Seb vd ’ te know ment 
tons: 2 recent, trucks from four | ’ ’ *» | Each week an employe is appointed campaign captain. |. ol , Manager, wants o know ing i 
- ; where the company manufactured | — . . — - - -|what his new truck will cost to in 96 
to seven tons, and 1 percent, trucks |truck bodies, has been closed, it is ; ; operate and what it will be worth - 
with a three-ton rating. Thirty-|announced by Roy Fruehauf, presi-|ttansfer its equipment to its main Dickinson Safe Looted on the used-truck market after two mes 
two percent didn’t know the ton- | dent. Mutual Life Insurance Co. of factory at Avon Lake, O., Fruehauf FAYETTEVILLE. N. C—A safe | Y@8Fs of service. of ' 
nage rating of their vehicle, |New York was the purchaser. stated, at Dichiasen Buick Co hes yo The 1950 customer is also more Inde 
Trailer population was disclosed The J & L Steel Barrel Co., a i ith " ~ h particular about selecting the right Brit 
wholly-owned subsidiary of Jones Whittle Organizes cut open with an acetylene torch | siz. truck for the job he has to do am 
in that 12 percent of all trucks | ® Laughlin Steel Corp., will occupy| Whittle Motor Co., Williston, 8. C., |#%4 $1,800 to $2,000 in cash was|and is less interested in paint, ap- ing 
operated in the area were tractors, |the 74,000-square foot plant under|has been organized with eapital | Stolen from it, according to police | pearance and sales talk than he ron 
with one-third of all tractor own-|lease from the life insurance con-|stock of $20,000. Rudolph Whittle | reports. Police Chief Worrell said |once was, Sebold claims, a ae 
ers operating two-thirds of all|cern. Meanwhile, Fruehauf will! is president. an $1,800 payroll was overlooked. | While care of the truck and its its ii 
, ‘ reenter ——— — —|condition at the end of two years Nat 
= will have much to do with the dolla 
a amount that can be allowed for it count 
co a ;on a new model, Sebold said, he auces 
ae aay tells customers they can expect to will f 
see |trade in at about 25 percent depre- the 1 
i | ciation. usage 
| More sales are made when an- count 
swers to customers’ questions are velop! 
CREATIVE ENGINEERING : | given, Sebold said, because the ex- natur 
|perienced truck-user can then fig- tex fc 
jure out his costs for a two-year In | 
|period since he usually knows the ing i 
mileage he will do. zines 
« Ps Ps With mileage a known a camp: 
he can set up operating costs an | 
GEARED TO QUANTITY PRODUCTION depreciation for use of the vehicle i's 
VISIO two years, and then get compara- Co., I 
* elon geal eee tive figures from dealers of various : 
~ 7a j}brands. And that is exactly what 
~4 |many truck buyers are doing in Penn 
ae | this area, Sebold said. Fo 
al —_—_—_—_—___ divis' 
Ze Mfg. 
4 Mack Promotes — 
beh * by G 
‘ Byrne in South | La 
aa ca NEW YORK.— Appointment of eed 
ae John J. Byrne as manager of na- depai 
- tional accounts for Mack-Interna- from 
ae oe tional Motor Co. ii 
es alle OIMOTIVE INDUSTRY! Truck Corp.’s manne 
: | Southern division sion. 
i |is announced by war ! 
nt enviable reputation of recognized leadership is | A. C. Fetzer, sales ome. | 
otive at all times, the guiding policy in the design — . Moor 
arterofa and manufacture of Bendix Brakes. Be assu employe, Byrne With 
hs considered Bendix Products Division is not content to | enthlgel — 7 Be, 
ng headquarters, on its past achievements but is eager to l the oneness Deale 
ngineering ingenuity the challenge of tomorrow's vehicles witt a rn eine at pr A 
continue to merit this smoother, safer brakes for every purpe Chattanooga, os 3. 5. Bymne evenii 
aan Orleans, Memphis and St. Louis — 
. : branches, and for the last five years . 
BENDIX: Sivsics- SOUTH BEND branches, and for the last five years | stati 
tional accounts manager for Mack’s week 
Export Sales: Bendix International Division, 72 Fifth A Central division. of th 
eatin vision 
son C 
L-M Parts Depot 
Detroit Site Bought Dodg 
For Central Zone oie 
DEARBORN.—Purchase of a 45- vertis 
acre site on Telegraph road just with 
;outside Detroit on which will be minut 
| constructed a new parts depot is gram, 
}announced by Benson Ford, vice- Tele 
president and general manager of on W 
Lincoln-Mercury. sents 
The land is between Schoolcraft sports 
'and Plymouth roads in Redford from 
| township. agenc 
Plans call for erection of a two- Detroi 
|story office building in conjunction 
with a one-story warehouse on the Gedfr 
Redford township property. It is 
estimated that 575 persons will be , Spor 
employed at the new unit. Godfr 
The office building will house the Motor 
Central region sales office, the De- from 
troit district sales office and the New } 
head offices of the parts and ac- Tele 
cessories and service departments cities 
of Lincoln-Mercury. work 
| The parts depot will service Lin- doors 
|coln-Mercury dealers throughout oe 
0 ‘ 





the Central region, including the 


Buffalo, Cincinnati, Cleveland, Waldo 

Pittsburgh and Detroit districts and outlets 

, will speed parts to other depots in z : 

BUILDERS the U.S. Big Ce 

| Ground will be broken within Exter 

| the next 30 days and it is expected change: 

OF THE BASICS : |the structure will be ready for oc- long _ 
: | cupancy within nine months. Chrysle 

OF BETTER ‘ | Lincoln-Mercury purchased the campaij 

| land from the Castleford Realty Co. papers 

jin Redford. The property borders papers, 

MOTOR VEHICLES on the Pere Marquette railroad The 
| right-of-way. advert 

| No purchase price was an- and bi 

nounced. tional 

lee a eee gaat licatio1 

Slade Adds Shop Caron, 

Slade Motor Co., Thomaston, Ga., Nation 


has opened a body and paint shop. include 
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2 p and used all five of ABC’s owned 
Affecting Factories and Dealers... and operated radio and television 
Ee ee | stations in New York, Chicago, 
ee Detroit, Los Angeles and San 
uto dvertising Francisco, as well as the net- 
work’s Washington affiliate, 
Moto: By George Deery Evening Post, Time, Collier’s, ——— ee 
sed its Associate Editor Farm Journal, Country Gentle- |. ‘ 
answer's The Natural Rubber Bureau,| ™®™ Newsweek and National Safety Film 
s truck Washington 6, has announced the Geographic. | A preview of a new color-sound 
poo opening last week of a major ad-| A consistent campaign of news-/ moving picture entitled “Industry 
» truck vertising campaign in support of | P2Per advertising is planned for|in Action” was held in Detroit last 
. natural rubber. The first advertise- | 1950, according to Caron. | week by the National Automobile 
rding to ments in this campaign are appear- | + * * | Transporters Assn. NATA officers 
cg ing in 10 national magazines and | Atlas Picks Bumberg =~ ‘as ho sen ae 
i i ews hr ut | ’ os 
> worth Se papers Chreugnent | gueuindanee a tere a tional record of the association's 
‘ter two Backed by the rubber growers | seat covers, cushions and fabric accident prevention activities. 
| ; of Malaya, Ceylon and French | auto accessories, 440 Lafayette W. H. Boutell, chairman, said 
oO ne Indo-China, acting through the | St. New York 3, has appointed that the film will be shown na- ‘ 
Sis ae British Rubber Development Jay Gabriel Bumberg, advertis- tionally before industry, civic and fe! } | 
int, ap- Board, of London, the advertis- | ing, 8 E. 48th St., New York 17, educational groups. DETROIT PLYMOUTH DEALERS IN RADIO TV—The 81 Greater Detroit Plymouth deal 
ing series is part of an overall | as its agency in all media | ae a are sponsoring a full-hour of entertainment every Sunday afternoon ove " tie cl ers 
han he promotion program to focus U. S. | : iL ° From 2:30 to 3 p.m. a transcribed program of drama—"Holl wood Th tr y f Stars’ cwiti 
-S. * * * 'L. D. Sibert | be aired. It is followed by the “Henry King Show" with pepulor nent 7. 7 
d its attention on natural rubber and * ns Lind : : | Carl Krause, president, Greater Detroit Plymouth Dealers, signs th re ve ae Soe 
and it its importance in world economy. | Buick 8 Spots in ell D. Sibert, 52, assistant | +5 right, are William Mertz, midwest manager C. P. M ee Scar at ae 
0 years Natural rubber is the greatest | In one of the most intensive media director of D. P. Brother &| program; Jack Rose, vice-president, and James Mason. euclentieese te yg gg OL 
ith the dollar earner today in the sterling) spot campaigns in radio and Co. since 1934, died in Detroit last | dealers association, and Bob Powell, president, Powell-Grant Advertising, Inc. eh 
oe mt countries. The natural rubber pro-| television history, Buick signed |Wee%. He was born in Jacksonville, | i ee KPA LETT Ey 
aaak 2 ducers are seeking to build good| with ABC for a one-week sched- Ill., and attended the University of | cago area is being offered by Borg-| award, three awards will be given 
- ~ will for the industry and to open| ule covering a total of 81 spots, | Michigan. e % * Warner Corp. in connection with|to the publications judged as the 
— the way for new and increased! including minute announcements the 1949 publications contest of the| most valuable to ‘their companies 
“ae eee usage of natural rubber in this; and station-break periods. |B-W Award Industrial Editors Assn. of Chi-|and three awards for the best : 
ms are country. Chief among the new de- The campaign was placed An award for the outstanding | cago. | cial feature articles appeatine in 
in ex. eee eae Pg nage g Me ee Kudner Agency, Inc., | industrial publication in the Chi- In addition to the Borg-Warner! industrial magazines during 1949. 
oe 4 tex foam cushioning. ie: 
io ie In addition to monthly advertis- 
ing in national consumer maga- 
tity zines and daily newspapers, the 
— od campaign will include trade paper | 
; nicle advertising. The advertising is be- 
oe ing handled by Channing L. Bete 
vl Co., Inc., Greenfield, Mass. 


various ° ¢ ° | 


y what 
ing in Pennsalt PR Unit 
Formation of a public relations | 
division of Pennsylvania Salt 
> Mfg. Co., with Cleveland Lane | 
, as manager, has been announced | 
by George B, Beitzel, president. | 
: Lane, who previously served as | 
Pennsalt account executive with | 
ent of George-Marston’s public relations | : 
of na- department, came to Pennsalt | 
aterna- from the Home Life Insurance | s 


Co. in New York, where he was 
manager of the field service divi- 
sion. Before his four years of 
war service with the Army, Lane 
was associated with the Brush- 
Moore Newspapers in Ohio. 

> > * 


With Ford Now 

Beginning Feb. 1, the Ford 
Dealers of America will sponsor 
the Kukla, Fran and Ollie tele- 
vision show every Wednesday 


e Il basic models 
e 5 tandem units 


¢ 7 power-packed engines 
¢ Reo low-maintenance design 





of the nation’s radio and tele- 
vision editors. J. Walter Thomp- 


_— evening at 7 p.m. (EST) over a | 
Louis network of 56 NBC television | 
» years stations from coast to coast. The | PLUS extraheavy- 
as na- program won top honors last | duty models 30 
Mack’s week in Billboard’s annual poll end 3}. 
| 


A complete line 
of trucks ranging 
from 8,000 Ibs. to 
76,000 Ibs.,G.V.W. 


ot son Co. is the agency. 
) Dodge Dealers on TV 

The Dodge Dealers of Greater 

Detroit are getting their 1950 ad- 












a 45- vertising program under way 
d just with the sponsorship of a 15- 
ill be minute television newsreel pro- | 
pot is gram, “This Week in Sports.” 
vice- Televised Sundays at 10 p.m. orfh f= WwW REO 
per of on WJIBK-TV, the program pre- L714 al Cr, a 7€é. 
sents on film the outstanding 
slcraft sports events of the past week | 
edford from all parts of the world. The | 
‘ agency is Ruthrauff & Ryan, Inc., ENGINE 
4 two- i 
a Detroit. aaa i REO—No. | for engine accessibility . . . for easy 
an the Godfrey Strolls steering ... for safety ... for economy! 
a = Sponsored by Pontiac, Arthur | Plus these features that have been tested and proved pect . 
Godfrey previewed the General | oy Reo for years: eiened wheels * hypoid gears 292-cubic-inch displacement— 124 horsepower. Most 
— Motors “Midcentury Motorama” | * heavy, cold-riveted frame * ample chain clearance owerful gasoline truc i i i auli 
a De. from the Waldorf-Astoria hotel, * rubber-mounted cabs and engines. P 8 wck er of its size, hauling . 
io Ee Son Fark, dea. 2. greater net payload than any other truck engine of 
“oO Televiewers in 12 principal comparable displacement! 
ments cities on the basic CBS-TV net- & & Thi re’ , 
work saw the show before the is weight advantage, plus Reo’s short-wheelbase 
= Se seers Were seenee be Oe — A % = More-Load design, enables truck operators to set 
gn hour of invaliiee comment at the rn onmaneny gta load-carrying standards . . . at lower costs 
£ 7 Waldorf was carried by CBS-TV ‘ - ; that cannot be matched! 
md oend outlets in 12 cities. Engine accessibility Rubber engine mounting Easy steering 
ots in s : F 
. Big Campaign Gold Comet engines are 
vithin Exterior and interior styling | il 
ected changes, emphasizing the “low, er ee ee eee 
or oc- long and lovely look,” keynoted the ment power plants for all 
+ ie Chrysler division 1950 advertising | makes of trucks —292- and 
ty ~ campaign. Move than 8000 news 331-cubic-inch displace- 
orders nena a enon over 1,000 daily Chain clearance Rubber cab mounting Cold-riveted frame ments. SEE YOUR NEAREST 
ilroad The division also ran full-page REO OEALER—TODAY! abated h-delelBcssisce 
advertisements, both four-color LANSING 20, MICH. 
an- and black and white, in 24 na- | 
tional magazines and farm pub- | 
lications, according to John H. 
Caron, director of advertising. 
, Ga., National magazines being used | 


included Life, Look, Saturday | 





shop. 
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dra-Matic Standard on 2 Series .. . 





Redesigned Cadillac 
$30 to $211 Lower 


ADILLAC—last of the General 
Motors line to make its 1950 
debut—went on display last week 
at GM’s “Mid-Century ae 
n 


show in the Waldorf-Astoria 
New York. 

Two days before the opening 
of the GM show Thursday (Jan. 
19), the division showed its 1950 
line to a national meeting of 
Cadillac distributors in New 
York. 

Presenting what John F. Gordon, 
Cadillac general manager, called 
“the most completely new models 
in the GM line,” the 1950 Cadillac 
features extensive body and chassis 


changes. 


To 1950 Cadillacs are being 


marketed at factory list prices 
from $30 to $211 lower than those 
on 1949 models with similar equip- 
ment, according to General Sales 
Manager Don E. Ahrens. 

Compared to former models with 
identical equipment, including such 
items as Hydra-Matic drive, back- 
up lights, glare-proof mirrors and 
special steering wheels, Series 61 
cars are cut $40; Series 62 coupe 
and sedan, $30; Series 62 convert- 
ible, $36; Series 62 Coupe De Ville, 
$161; Series 60 Special four-door 
sedan, $211; Series 75 seven-passen- 
ger sedan, $172; Series 75 Imperial 
sedan, $182. 

Advertised-delivered prices on 
volume models extend from $2,- 
787 on the new Series 61 notch- 
back club coupe to $3,828 on the 
Series 60 Special sedan. 

Ahrens said Cadillac customers 
were being offered “greatly in- 
creased value” as the result of the 
two car price slashes made last 
year, the reduction on 1950 models 
with the conversion of certain 
equipment from optional to stand- 
ard, and the $25.75 reduction insti- 
tuted last November in the Hydra- 
Matic price. 

* e = 
[Proved Hydra-Matic drive 
and engineering developments 
resulting in better engine perform- 
ance and increased fuel economy 
are also embodied in the new 
models, Gordon said. 


Early in December, Gordon an- 
nounced that Cadillac planned to 
boost production by 25 percent in 
1950. The division turned out 81,545 
cars in 1949. 

Greater roominess, increased 
visibility and longer and lower 
lines highlight changes in the 

1850 Cadillac bodies, Some models 
have been lowered four inches, 
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AN ORCHID 





| 
wv) 
Every woman is anxious to get her 
first orchid and then, one regularly. 


Use Princess Aloha Orchids for store wide 
promotions, for anniversaries, to intro- 
duce a new product, or TO STIMULATE 
BUSINESS AT ANY GIVEN TIME. Give them 
free or with a purchase. 


Dainty Princess Aloha Orchids are flown, 
dewy-fresh, from Hawaii directly to your 
store, guaranteed arrival on time and in 
perfect condition. They are available all 
year long at prices that range from 9c to 
20c each depending on the fashion, quan- 
tity and date used. The four fashions are: 


A. Stems cotton wrapped; B. Stems foil 

dressed; C. Stems flora dressed; D. In- 

serted in lapel vase pin. 

ORCHIDS ARE MAGIC FOR FOOT TRAFFIC 
WRITE: E. KANNER, DEPT. 8. 


FLOWERS. HAWAIL, | 







































although road clearance remains 


unchanged. 
Each of the_ division’s nine 
models, available in four series, 


“has a distinctive appearance, and 
yet each displays the characteristic 
Cadillac features,” Gordon said. 

+ . * 


ODELS offered in the 1950 line 

are: Series 61, five-passenger 
coupe and four-door sedan; Series 
62, five-passenger coupe, four-door 
sedan, Coupe De Ville and convert- 
ible; Series 60 Special four-door 
sedan, and Series 75, seven-pas- 
senger touring sedan and seven- 
passenger Imperial sedan. The 
coupes are both of “notch-back” 
design. 


All models are powered with 
Cadillac’s V-8 engine, which has a 
compression ratio of 7.5 to 1. Hy- 
dra-Matic transmission is now 
standard equipment on all Series 
62 and 60 Special models, and re- 
mains optional on Series 61 and 75 
models. 


Cadillac’s new body styling is 
highlighted by a lower hood, front 
fender and front grille treatment. 
The Lower front contours are 
carried rearward by the sweep of 
the front fender lines across the 
door. 

Cadillac emblems and “V” on the 
hood and rear deck have been 
broadened in keeping with the new 
lower styling of the car. Touching 
the lower portion of the “V” em- 
blem on the rear deck opens the 
deck lid, after it has been unlocked. 


. * * 


LL models are lower than last 

year’s, the company said. This 
was accomplished by redesigning 
of the frame, which is now shal- 
lower but which is claimed to be 
more rigidly constructed than ever 
before. 


Greater stability results from the 
reduced car height, Gordon said, 
even though road clearance re- 
mains unchanged. Headroom has 
also been maintained and in some 
models increased. 


The longer, broader rear deck, 
introduced in the series 60 Special 
last year, is a feature of the styl- 
ing of the 1950 Coupe De Ville, 
convertible and Series 62 coupe, 
Gordon revealed. 


The longer deck, coupled with the 
advantages gained by mounting the 
gas tank directly to the body floor 
and repositioning the shock ab- 
sorbers, increases trunk space to 
more than 14 cubic feet, Gordon 
declared. 


The trunks of all models have 
greater capacity, Gordon said, and 
continue to feature vertical mount- 
ing of the spare tire. 

+ 2 . 


HEELBASES have undergone 

some changes in the new 
models. For 1950, wheelbases are: 
Series 61, 122 inches; Series 62, 126 
inches; Series 60 Special, 130 inches, 
and Series 75, 146% inches. Last 
year, both Series 61 and 62 had 
126-inch wheelbases, while the 
Series 60 Special was 133 inches 
long and the Series 75 measured 
136% inches. 


Front wheel suspension in the 
1950 models is a new design incor- 
porating direct acting shock ab- 
sorbers, mounted inside larger coil 
springs. 

Direct acting shock absorbers 
are also used in the rear suspension 
where they are mounted at an 


angle to help control both road 
shock and side motion. 
Cadillac brakes for 1950 have 


greater capacity, which was ob- 
tained by reducing the diameter of 
the drums while increasing their 
width. A new moisture resistant 
lining has also been adopted. 

Smoother steering is claimed for 
the new models by virtue of im- 
provements in the linkage, shaft 
and wheel. 

* * + 


NGINE improvements in the 

1950 models include a carbure- 
tor heating system in which ex- 
haust heat is directed around the 
carburetor idling system. 


This is said to result in faster|is regulated by setting a lever on 
warming-up of cold engines, and to|the instrument panel for the de- 


| 


| 
| 





Cadillacs for "50 
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LUXURY MODEL HAS LOWER LOOK—Series 75 Cadillac sedans for 1950 are four inches 
lower than last year, and wheelbase has been increased to 146% inches from 136'/, inches. 
In the Series 75 Imperial sedan shown here, the front compartment, trimmed completely in 
black leather, is separated from the rear by a hydraulically-operated division glass. 


CADILLAC'S HARDTOP FOR 1950—The low body contours of the Coupe De Ville are 
accentuated by the long rear deck and sweeping line of the rear fenders. Interiors are 
finished in two-tone leather and cloth combinations. All 1950 Cadillacs have as standard 
= foam rubber seat cushions, glareproof mirror, backup lights and special steering 
wheel. 


CADILLAC SERIES 61 FOUR-DOOR SEDAN—Wheelbase of Cadillac Series 6! models for 
1950 has been increased four inches to 126 inches. Rear door windows and frames comple- 
ment the rear quarter design. Additional leg room has been achieved by redesigning the 
rear compartment toe-board as an integral part of the floor. 





LONGER REAR DECK ADDS ROOM—Cadillac officials report that four more inches of 
hip and shoulder room have been added to the rear compartment of Series 62 convertibles. 
Top, windows and front seat adjustment are hydraulically controlled. Leather interior trim 
in solid color is offered in black, tan saddle and red, while green and blue are offered 
in a combination of light and dark tones. 


sired temperature. Level of heat 
selected is automatically main- 
tained by thermostatic control. 


In addition to its standard radio, 
Cadillac in 1950 offers a new “Syn- 
chro-Matic” radio, which automat- 

duced automatically by an ex- | ically tunes in the strongest station 
haust manifold heat valve. signal selected by the listener. 

Other improvements include an ee 
all-metal fuel filter and new fuel INCE the set makes selection on 
and vacuum pumps. Spark plugs the basis of signal strength 
have been moved farther into the| rather than broadcast frequency, it 
combustion chamber, allowing ef-|is never necessary to make adjust- 
fective firing of a leaner mixture.| ment for local broadcast conditions 

Several other changes, including| when traveling from one area to 
a completely enclosed housing for | 2nother. 
the starter mechanism, have been A rear compartment speaker is 
made under the hood of the 1950/ included with the “Synchro-Matic” 
Cadillac. radio. 

All 1950 Cadillac models have 
as standard equipment a special 
steering wheel, glare-proof mir- 
ror and backup lights. 

Hydraulic mechanisms for rais- 
ing and lowering windows and ad- 
justing front seat position are in- 
cluded as standard equipment on 
the Coupe De Ville, convertible, 
Series 60 Special sedan and Series 
75 seven-passenger sedan. 

For the Series 75 Imperial sedan, 
hydraulic mechanisms control all 
windows and the front-rear com- 
partment division glass. The front 
seat in this model is stationary. 


minimize the possibility of air- 
borne moisture condensing and 
freezing in the carburetor idle jets 
during cold, humid weather. 

After the engine is warmed up 
the heat to the carburetor is re- 


* * + 


A SYSTEM of regulating oil pres- 
sure in Hydra-Matic transmis- 
sions is claimed by Cadillac officials 
to make shifts in all speed ranges 
almost imperceptible. 

A new automatic heating sys- 
tem, with consequent improve- 
ment in windshield and _ side 
window defrosting, has also been 
added to the 1950 line, Gordon 
reported. 

The heater is a hot-water type, 
mounted under the front seat. Heat 
















+| destruction. 
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(Continued from Page 1) 
salesman than the man with ; 
brilliant intellect who “take: 
things as they come,” and thu: 
fails to fully utilize his time tc 
best advantage for selling. 

The heroes of today are tho: 


_|who win victories in the high cai 


ings of peace—who are engaged 
the service of humanity, not in it 
Automobile salesmer 
are important instrumentalities in 
conferring on humans the benefits 
that come from automobile owne 
ship. 


* * * 


Personal Contact 


— contribute importantly to 
the welfare of the millions who 
use automobiles. They are the only 
personal contact between maker 
and purchaser of the product of an 
industry responsible for one out of 
every seven pay checks issued in 
the United States. Automobile sell- 
ing is therefore a vocation that 
contributes much to the cause of 
human progress. 

There is a lesson for all of us in 
this oath that was taken by the 
young men of Athens when they 
assumed the responsibility of citi- 
zenship: 

“We will fight for the ideals 
and aims of our City whether 
alone or with many, 

“We will revere and obey the 
rules and traditions of our City 
and do our best to incite a like 
respect in those who are prone to 
neglect, annul or set them at 
naught. We will also strive unceas- 
ingly to quicken their sense of duty. 

“Thus, in all these ways we will 
make this City not only not less, 
but greater, better and more use- 
ful than it was before us.” 

All of us owe such an obligation 
not only to the country of which 
we are citizens, but to the trade of 
which we are a part. Furthermore 
we should try to conduct ourselves 
with a full consciousness of our 
obligations to the dealer with 
whom we are associated. We must 
do our full part individually and 
as a group to advance the worthy 
industry We serve. 

Next WEEK: 
and You.” 


Wehe Wins Vote 
To Head Dealers 


In Milwaukee 


MILWAUKEE.—Edward C. 
Wehe, Ed Wehe Motors (Stude- 
baker), has been elected president 


“Concentration 


‘| for 1950 by the Milwaukee County 


Automobile Dealers Assn. 

Other officers elected at the 
group’s annual directors meeting 
are: Wallace Rank, Rank & Son 
(Dodge-Plymouth), vice-president; 
Russell Arndorfer, Arndorfer & Son 


*| (DeSoto-Plymouth), treasurer, and 


Mure] Humphrey, Humphrey Chev- 
rolet Co., secretary. 

Meanwhile, the Junior Automo- 
bile Dealers Assn., a group made 
up of the sons of dealers in the 
county association, announced that 
it had elected the following officers: 

Robert Barrett, S & R Motors 
(Packard), president; B. O. Brown, 
Heiser Motors (Ford), vice-presi- 
dent; Jack Doyle, North Shore Mo- 
tors (Buick), treasurer, and Rich- 
ard Harris, Harris Motors (Pon- 
tiac), secretary. 


Des Moines Assn. 
Elects Howlett 


DES MOINES.—Howard R. How- 
lett, general manager of O’Dea 
Chevrolet Co., is new president of 
the Des Moines Automobile Dealers 
Assn. He succeeds Charles H. 
Betts, president of Betts Cadillac- 
Olds, Inc. 

Other officers elected for 1950 are 
Orville Lowe and C. L. Dickerson, 
vice-presidents, and Max Holmes, 
treasurer. 


Budd Planning 
Plant at Gary 


GARY, Ind.—Budd Mfg. Co. has 
taken an option on a 140-acre tract 
here for the erection of an auto 
body components manufacturing 
building with 250,000 square feet 
of floor area and employing ap- 
proximately 1,000 persons. 

Principal customers would be 
Studebaker at South Bend and 
Nash at Kenosha, Wis. 
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A. N. Y. Motorama Opens eee 


GM Sees Strong Demand in ’50 














GM would run ahead of its own 
field. 

Export possibilities are not good, 
however, Sloan said. GM exports 
in 1950 are likely to be off 30 per- 
cent from 1949, and ’49 exports were 
off 30 percent from ’48. This, of 
course is due to the lack of dollars 
in the export market. 

* * * 

N DISCUSSING the small car, 

Sloan said it presented no tech- 
nical difficulties of design or pro- 
duction. 

“It is,’ Sloan said, “a matter of 
commercial policy.” 

Fle asserted that through evolu- 
tion the industry has reached a car 
type in the low price range that 
insures maximum mass acceptance. 

“Perhaps it is a little on the 
luxurious side,” he said, “How- 
ever, any decrease in size or any 
lower standard of luxury is mea- 
sured by a surprisingly small 
number of dollars in cost and 
hence in selling price.” 

The fact that cars are paid for 


(Continued from Page 1) 
about March 1, unless it were set- 
tled in the next week or so. 

Wilson declared that our pros- 
perity is closely linked to “our con- 
fidence to buy,” which in turn is 
related to balance in a nation of 
specialists. 

Sloan analyzed the market situa- 
tion, explained why GM is not 
planning a small car and predicted 
that all makes would be in a buy- 
ers’ market in the last half of 
the year. 

* > 

N DISCUSSING the 

market, Sloan asserted: 

“The best economic measure of 
the pressure of existing supply on 
present demand is the trading 
position of automotive dealers. 

“Normally the intense competi- 
tion existing reflects itself in 
dealers’ trading used cars at a 
loss.” 

Sloan pointed out that postwar 
shortages brought a reversal of 
this, to the end that dealers were 


present 


over many months makes the cus- 
tomer willing to accept a higher 
price for the larger, more attractive 
car, Sloan said. ‘ 

“It must be remembered, too,” he 
added, “that the small car has to 
meet the intense competition of the 
one-or-two-year-old used car.” 

Sloan said that GM profits prob- 
ably topped $600,000,000 in 1949, a 
sum not overly large considering 
the investment and sales. 

* * * 


Wy iaeen pointed out that 


whereas in most countries of | o 


Western Europe 70 percent of cur- 
rent income must be spent for bare 
necessities, in the United States 
less than half must be spent for 
that purpose. 

This leaves more than 50 percent 
of income available for the pur- 
chase of other items—postponable 
items. 

“Therein lies the danger,” said 
Wilson, “and if anything shakes 
the confidence of the American 
people so that they slow down 





making profits on used cars instead 
of suffering losses. 

“During the past year, however, 
dealer used-car operations have 
been moving from the profit 
toward the loss area. 

“At the close of the year they 
had just about reached the break- 
even point. These facts indicate 
that the industry, if judged by Gen- 
eral Motors operations, has not as 
yet reached its prewar position in 
the relationship of supply and de- 
mand. It is not yet in a truly buy- 
ers’ market.” 

> 














* * 

LOAN estimated that deferred 

demand from the war will carry 
over into 1950 to the extent of 
about 1,500,000 cars. 

Other factors making for a 
strong auto market were listed by 
Sloan: 

1, Increase in the number of 
families who can afford new cars 
from 8,000,000 to 12,000,000, “even 
giving weight to the higher price 
level.” 

2. The exodus to the suburbs, 
where cars are a must instead of 
an option. 

3. Replacement of ancient cars— 
58 percent of existing cars are 8% 
years old or older, compared with 
23 percent in 1941. In the case of 
trucks, the relationship is 44 per- 
cent as against 23 percent. 

© * > 
ILSON was asked at a press 
conference if he lost any sleep 
over anti-trust developments. He 
replied that he slept well, that 
while there is a primitive fear of 
bigness, GM’s size “came from giv- 
ing customers what they wanted.” 

On the subject of a national 
auto show, he said that GM would 
go along with whatever the in- 
dustry wanted to do, but that 
there was a difference of opinion 
among companies. 

Asked if dealers would go back 
to work and be able to sell the 
cars produced in 1950, Wilson ex- 
pressed confidence that they would, 
saying that dealers “are great fel- 
lows,” rating high in their com- 
munities. 

As for a really good price cut, 
Wilson said that the question 
should be directed to President 
Truman’s advisors. 

* > > 
DOINTING out that GM spent 
nearly a billion dollars expand- 
ing and rehabilitating its produc- 
tion facilities since the war, Sloan 
said: 

“Despite this expanded plant and | 
notwithstanding that supplies were | 
generally available, demand was so | 
far in excess of supply during 1949 | 
as to make it impossible for the 
contestants in the industry, and | 
General Motors in particular, to| 
establish their competitive posi- | 
tions.” 

Sloan said that GM’s share of 
total sales in 1949 was less than 
its best year—1941. 

“We are making ambitious plans 
for the first half of 1950,” he added. 
“We shall increase production sub- 
stantially in all divisions in the 
hope of making General Motors 
cars freely available for all pros- 
pective buyers.” 

He asserted a belief that the 
auto industry would run ahead 
of the general economy and that 


trouble-free operation. 


can be allowed. 


OW to give new car buyers 

the smoother, quieter flow of 
power they demand? Plan now to 
include Timken® bearings in the 
secret transmission you're working 
on. Timken tapered roller bearings 
hold shafts in rigid alignment. 
Deflection and end-movement are 
eliminated. Where gears are used, 
Timken bearings keep them mesh- 
ing smoothly and accurately. Wear 
on moving parts is reduced to a 
minimum, assuring long, quiet, 


The tapered design of Timken 
bearings enables them to carry 
both radial and thrust loads in any 
combination. Thrust bearings or 
washers are unnecessary. And 
since Timken bearings can be 
adjusted permanently at installa- 
tion, wider machining tolerances 


For an idea of what Timken bear- 


your secret transmission, too! 


il Val 


All but two cars use Timken bearings on 
the pinion. Here's a typical application. 





ings can mean to your transmission, 





OLDSMOBILE ROCKET DEMONSTRATION—Oldsmobile dealers will show customers the 
acceleration and road performance of the Rocket-powered Series 88 and 98 models in 
specially designed Rocket demonstrators during 1950. These demonstrators will have a red 
or yellow illuminated rocket mounted on the hood just back of the ornament location. 
in each door panel, just below the chrome trim and on the rear deck is mounted a red 
and black sign in reflector material, featuring a rocket and saying "Oldsmobile ‘Rocket’ 
Engine." Many of the demonstrators also will have a hood with a transparent plastic top 
which provides a full view of the Rocket engine in operation. Last ear, Oldsmobile 
dealers had 2,500 of these engine demonstrators in which to display the Futuramic models 
to Prospective customers. In the 1949 campaign to sell the public on "Make a date with 
the '88'"', the dealers gave over 1,000,000 demonstration rides over a 12-week period. 





their purchases of these items, a 
depression quickly develops.” 
Americans, he said, have become 
a nation of specialists and experts 
in achieving their high standard of 
living. 
“This is why industrywide labor 


disputes in essential industries are 
matters of grave public concern. 
They not only disrupt the effective 
working of our highly interdepend- 
ent production system, but they are 
likely to destroy confidence to buy 
as well.” 








use them in this vital application. 


Throughout the history of the 
automobile industry, Timken 
bearings have solved some of the 
most difficult problems. Fifty years 
of experience in bearing research 
and development are at your 
disposal for information and help. 
Feel free to use our complete engi- 
neering facilities. In Detroit, phone 
TRinity 5-1380. The Timken Roller 
Bearing Company, Canton 6, Ohio. 
Cable address: ““TIMROSCO”. 


consider what they’re doing for pin- 


ions—the toughest job of them all! 
Recently two more manufacturers 
switched to Timken bearings. 
Now all but two automobile makers 





NOTE TO P. A.'S. Because every step of the manu- 
facture of Timken bearings is controlled within our 
company... because our vast manufacturing facilities 
are widely dispersed... you will find The Timken 
Roller Bearing Company a supply source of outstand- 
ing reliability. 
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TAPERED ROLLER BEARINGS 





NOT JUST A BALL CD NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL AND THRUST —-€@)— LOADS OR ANY COMBINATION we 
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Behme Appointed 
To Freight Board 


WASHINGTON. Appointment 
of N. F. Behme of Washington to| 
membership on the three-man Na- | 
tional Classification Board, which | 
decides on commodity descriptions 
and freight ratings contained in 
the national motor freight classifi- | 
cation, has been announced, 

Behme had been secretary to the | 
board since Nov. 1944. He fills the | 
vacancy created by resignation of | 
Fred Lockhart who resigned re- | 





William L. Yingling. 


A & B Opens New Home 


Open house has been held in 
the new $125,000 home of the A. 
& B. Motor Co. (Ford-Mercury), 
Perryton, Tex. The building is of 
steel and brick construction and 
has 20,000 feet of floor space. It 
has a full block-long front and 
the showroom has a capacity of 
15 cars. 
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cently to accept a position with | 
Savage Truck Lines, Norfolk, Va. | 
Other members of the board are 
Chairman Joseph C. Colquitt and 
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ze TRUCK SECTION 








WASHINGTON. 
Trucking Assns. reported last week 
that final plans have been com- 
pleted for the first annual national 
trucking industrial relations forum, 
scheduled here Jan. 30-31 
Hotel Statler. 

At the same time, Ben Miller, 
director of ATA’s industrial rela- 
tions department, announced that 
Commissioner Ewan Clague of 
the Bureau of Labor Statistics 
was an added speaker. He will 
speak on “Labor Statistics in 
Collective Bargaining.” 

Miller also announced that Mel 


lations manager for Ford Motor 


forum on “Preparation and Tech- 
niques of Collective Bargaining.” 

Another speaker is Assistant Di- 
rector William Margolis of the 
Federal Mediation and Conciliation 
Service. His subject will be “Avoid. 
ing the Collective Bargaining Im- 
passe.” 

Chairman of the two-day meet- 
ing will be George H. Tierman, 
president of the Motor Transport 
Co., Milwaukee. 

The vpening address, Miller said, 
will be made by General Counsel 


Autocar President 
Sees Good Year 
‘For Heavy Units 


ARDMORE, Pa. 

Coogan, president of Autocar Co., 
sees good prospects for the sale of 
|heavy-duty trucks in 1950, espe- 
| cially in the first six months. 
In a letter to Autocar district 
|managers throughout the country, 
| Coogan said that the general busi- 
ness outlook was good and that 
the sales curves on heavy-duty ve- 
hicles, which Autocar manufac- 
tures, always follow those of gen- 
eral business. 

At the same time, he cautioned 
the district managers not to per- 
mit improved business to distract 
attention from profit-cutting fac- 
tors such as unwieldly inventories 
and burdensome overhead. 

The Autocar president went on 
to state: 





dictates constant changes of de- 


of both the general 
mechanical science and the require- 


uses by our customers.” 


New Branch Set 
For Trailmobile 


DETROIT. — Trailmobile Co. has 
announced that its new branch 
building on Central Ave. here will 
be ready for occupancy soon. 

The new building will feature a 
scale with a 64-foot platform and 
automatic dial, and also an axle 
|scale with automatic dial, to deter- 
mine the gross weight on each axle. 

Both scales will be available for 
use with no charge or obligation, 
on a 24-hour-a-day basis, seven 
days a week, the company said. 





Montreal Firm Fights 


Local $54 Bus Fee 


MONTREAL. 
| Inc., autobus operators, opened the 
|new year in the superior court with 


|a violent attack on a Montreal by- | 


|\law, which the 
| illegal. 

The by-law requires autobus 
;}jcompanies to obtain a permit to 
run buses on city streets and pay 
a fee of $54 for each bus. The com- 
pany failed to get the permit and 
was summoned to recorder’s court. 


company claims, is 


Jean St. Germain K.C. asked for an 
injunction to prevent the court 
from proceeding with the case, He 
maintained that under its charter, 
the city had no right to impose a 


Quebec transport and communica- 
tions commission. 

AUTOMOTIVE NEWS, the peuunenee of 
he Industry, read by everyone who counts 
in America’s No. 1 Industry 
mated more than 100.000 readers weekly! 








ATA Labor Forum Set 


Leading Industrial Relations Experts Slated 
To Address Meetings Jan. 30-31 


The American! Robert Denham of the National | sion 


in the 


|B. Lindquist, general industrial re- | 


Co., will participate, addressing the | 


Edward F.| 


president, Air Transport Assn. « 
America, and Leo Teplow, associat 
director, industrial relations div 
sion, National Assn. of Manufa: 
turers. 

The second general meeting, Ja 
31, will consist of a panel diseu 
on “Health, Welfare ar 
Labor Relations Board, who will| Pensions” under the direction 







speak on “Secondary Boycotts.” Harold Hosea, director, labor rel 
Following Denham’s talk, a tions division, National Assn. 
panel discussion on ‘Multi-Em- | Motor Bus Operators. 
ployer, Bargaining — Good or Panel members will includ: 
|John M. Akers, vice-president 


Bad?” will get under way, with 


A. ‘Ewing Green, vice-president, | |Akers Motor Lines, Inc., Gastonia 


|N. C.; Norman V. Stedtfeld, secr: 
Mason and Dixon Lines, Kings- | tary-treasurer, Garrett Freight 
| port, Tenn., serving as moderator. jines, Inc., Pocatello, Idaho; John 

Those on the panel will include| J. Lane, labor relations depart 
| William B. Barton, director, em-| ment, Associated Transport, In 
ployer-employe relations depart-| New York; and Fred R. Suddarth 
ment, U. S. Chamber of Commerce; | president, Kaw Transport C: 
| Robert Ramspeck, executive vice- Kansas City. 





“The very nature of our business | 


| sign and specifications growing out | 
progress of | 


ments of the expanding application | 
of our product to new or greater | 


Laval Transport, | 


Before Justice C. A. Bertrand, | 


tax on autobuses controlled by the| 


an esti- | 





Fit Front and Rear Bumper 
Lights of All New Buicks 


Here is the perfect accessory item for 
new Buick owners—protection for all 
four bumper lights plus an extra touch of 
beauty, custom designed in the Buick 
manner. Save-A-Lite Grilles can be 
installed in 10 minutes and are a sure 
source of extra profit and customer satis- 
faction. Order now. 


ORDER NOW! 
SET OF FOUR 


995 
DEALER 


LICENSE PLATE CLIPS 


Ask your own distributor or write, wire 
or telephone for a sample set. 








LIMITED OFFER! @ Cadmium Rustproof Springs 
@ Heavy-Duty Bronze Ends 


e Spring Ends Double Looped 
Guaranteed 


BELL AUTO SUPPLY 


Phone—Cliffside 6-3334 Cliffside Park, N. J. 
Orders Shipped Prepaid in Lots of 12 or More 


in Doz. Lots 
Check Is Enclosed With Order 
29c EACH, C.0.D 


722 Anderson Ave. 
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DeSoto Reception 
Is Enthusiastic, 


Says Wagstaff 


DETROIT. — Enthusiastic ap- 
proval of the new DeSoto line by 
the public and dealers is reported 
by J. B. Wagstaff, 
DeSoto’s sales 
vice-president. 

He said he 
based his report 
on visits to sev- 
eral cities, on re- 
ports from fac- 
tory executives 
and regional and 
district managers, 
and on a “deluge” 

A of telegrams and 
4. B. Wagstaff letters from De- 
Soto-Plymouth dealers all over the 
United States. 


“These brand new 





cars, 





and our dealers want,” Wagstaff 
said. “They liked everything about 
the cars—the brand new design of 
the front and rear, the luxurious 
interiors with the added comfort 
and convenience, and the big new 
brakes. 

“They liked the fact that we were 


at no) 
added cost, are just what the public | 





CROWDS VIEW NEW DESOTO—The 1950 models have been enthusiastically received by 
the crowds that visited Ho ne pe a dealerships, says J. B. Wagstaff, sales vice-presi- 


] dealers across the country is this photograph of visitors 
at the dealership of Tom Taylor, Ferndale, Mich., a Detroit suburb 
@ 


able to build so much that is new 
into the DeSoto without adding to 
its cost. From the welcome these 
cars received our dealers know that 


|they have a great year ahead.” 


Wagstaff declared that the 1950 
|DeSoto is the “greatest value” in 
|the history of the division. He said 


|the task now is to produce enough 


| DeSotos to supply “our ever-grow- 
|ing market.” 


Mo. Groups Split 
On 4c Gas Tax 


| JEFFERSON CITY, Mo. — Gov. 
|Forrest Smith has announced he 
| will stump-speak the state to pro- 
mote passage of the four-cent tax 
lon gasoline at the special referen- 
dum election, April 4. 

The Missouri supreme court is 
holding a hearing on whether the 


| 
| 
| 


gas-tax measure was subject to/| 


referendum. The Missouri Farmers 
Assn., supporting the tax, argued 
| before the court that the law was 
|for an appropriation and not sub- 
ject to referendum. 

Organizations opposing the tax, 
which would give one cent of the 
hike for rural roads, gathered more 
than 200,000 signatures last fall to 
|a petition asking for a_ special 
referendum election. 
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THE NEW DRUM Safety JACK 


with SWIVEL ACTION 
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LEVEL IT—Pull wheels 
easily without damage 
to bearings or oil seals. 


SWING IT—Bring dollies 
into position for removing 
wheels without lifting. 


SPOT IT—under any axle, 
| from any angle. 
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ONE MAN does the work of two with this new, 
improved heavy-duty jack. No wheels to lift—no 
crawling under trucks. Works anywhere — under 
any wheel—on trucks or tractor-trailers. 


Use the NEW Drum Safety Jack for dual wheels, 
single wheels or as a floor jack. 
Send for descriptive folder today! 


DRUM JACK CORPORATION 


Subsidiary of The Cleveland Pneumatic Too! Company 
3761 EAST 77th STREET - CLEVELAND 5, OHIO. U.S.A. 


We would like to know more about the DRUM Safety JACK. 





SAFETY 
JACK 
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Address __ 
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es Emphasis for Interstate .. . 





Truman Asks Limit 


On Road Aid 


WASHINGTON.—President Tru- 
man, in his budget message, has 
recommended that federal highway 
aid be held to $500,000,000 annually 
for the next two years. 


Within this sum, he said, em- | 
phasis should be placed on the 
interstate highway system, a 
limited network of routes which 
he believes is “of greatest na- 
tional importance to peacetime | 
traffic needs as well as to our | 
national defense.” | 
Truman said that with this | 

recommended shift in emphasis an 
increase in the present program 
of $50,000,000 a year should permit 
a satisfactory rate of improvement | 
for this system. The annual author- 
ization asked by the President com- 
pares with a total annual authori- 
zation of $810,000,000 annually 
which is sought by the American 
Assn. of State Highway Officials. 

Truman described as “primarily 
the responsibility of states, counties | 
and municipalities” the major de- 
velopment of our highway system, 
and added: 

“The federal government must, 
however, continue providing finan- 
cial assistance to the extent neces- 
sary to assure a basic system of 
national roads built to uniformly | 
adequate standards.” | 

He reported that the $504,000,- 
000 which the Bureau of Public 


Del. Haulers Ask 
Charter to Form 


Labor Council 


WILMINGTON, Del. — (UTPS)— 
The Delaware Motor Truck Assn. 
is seeking a charter for a labor 
relations council. The proposed 
council would become a subdivision 
of the association for the use of | 
members who employ’ union 





| workers. 


B Quicker- 


|used successfully for 13 years by! 


The plan is a copy of a program 


the Pennsylvania Motor Truck 
Assn. and AF'L Teamsters Local 107 
in Philadelphia. 


Under its provisions, individual 


'members of the council delegate | 





nicimenenatee 


| authority to a committee elected by | 
|'the membership. The committee | 
| sits with union representatives and 


attempts arbitration of complaints 
and problems. 

The plan has been credited with 
providing uninterrupted trucking 
service in Pennsylvania since its 
conception. 


Frint Sells L-M Outlet 
In Milwaukee to Merlin 

L. D. Frint has sold out Frint 
Motor Co., Milwaukee, to Merlin 
Motors, Inc. (Lincoln - Mercury), 
Minneapolis. Merlin is owned by 
Freeman Mitchell. 

Frint had been a Lincoln-Mer- 
cury dealer since 1947, when he 
switched from the Nash franchise 
after a long tenure. R. K. Donovan 
will be retained as Frint manager 
for Merlin. 








PONTIAC ‘BETTER DEALER'—This award has | 
been presented to Van White (left), of Van 


White Pontiac Co., Little Rock, Ark 
phis Zone Manager J. P. Carper 


by Mem.- | 


Roads is expected to spend in 
1951 is the highest annual level 
of federal highway expenditures | 
to date, 

In another portion of this budget 
message Truman said that while 
programs such as the road program 
“make important contributions to 
the development of our economy, 
overall budgetary considerations 
make it impossible to proceed with 
them as rapidly as we should like.” 

In context with this statement, 
he declared: 

“The long term interests of the 
general taxpayer, as well as the 
user of transportation, will best be 
served by the development of a 
balanced transportation system, 
substantially independent of gov- 
ernment support.” 

He promised to transmit recom- 
mendations for legislation or other | 
action that would be appropriate | 
to this goal. 
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GVW Setup Improved 


For Three-Axle Semis 

WASHINGTON, — Maximum 
gross weight limitations on 
three-axle tractor - semitrailer 
combinations are now more 
nearly uniform than before the 
war, and show greater unifor- 
mity than the same limitations 
on other vehicles or combina- 
tions, according to the Novem- 
ber issue of Marketing and 
Transportation Situation, a Bu- 
reau of Agricultural Economics 
publication. 

The article points out that 
gross weight limitations on the 
heaviest combinations still vary 
widely in the U.S. as a whole. 
Uniform maximums for three- 
axle tractor-semitrailer rigs pre- 
vail in all western states, the 
bureau reported, while the mid- 
west shows only a 4,000-pound 
differential. Northeastern and 
southern states have wider 
ranges for these units, although 
identical maximums are permit- 
ted in half the states in each 
of these regions. 





AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 


CUT YOUR PAYROLL COST IN HALF 
BS 


AND ELIMINATE 
ERRORS 


TRANSCRIBING 





Two of the three payroll postings are completely 
eliminated by the simple, easy-to-operate Paywrite 
system. Without changing the writing position, one 
posting completes all three forms . . . the Check (or 
Cash Statement), Earnings and History Record and 
Payroll Summary. Errors in transcribing figures are 
eliminated and payrolls are prepared in half the 
time . . . or less. 


Picegeea2t* PAYS FOR ITSELF 


Whether you have a large or small pay- 
roll, Paywrite quickly pays for itself in 
actual time saved, Paywrite ends time- 
wasting repetition of entries and saves 
“proving” time, too .. . for every entry 
is identical on all three forms, 





TRANSCRIBING ERRORS ELIMINATED 
One writing posts all three records and 
thus eliminates errors that are bound to 
occur when figures are copied from 
record to record. 





PAYROLL AND RECORDS ON TIME 
Paywrite helps you meet payroll dead- 
lines by cutting preparation time in 
half. When Checks (or Cash Forms) 
are ready, Earnings Record and Payroll 
Summary are automatically up-to-date 

. ready for government reports or 
audit. 





Payrit® \$ EASY 10 OPERATE 


Clerical employees quickly learn to 
operate the Paywrite system from sim- 
ple instructions. Operator is always 
seated in a comfortable writing posi- 
tion, Standard forms and multiple load- 
ing of checks make operation simple, 
quick and efficient. 





WRITE TODAY FOR FREE DESCRIPTIVE LITERATURE 
(CATALOG RR-362A) 
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Makers Also Probed, MEWA Warns... 


FTC Opens Drive on Jobbers 


NEW YORK.—The Federal Trade 
Commission has embarked upon a 
campaign against automotive sup- 
ply jobbers and manufacturers, 
according to the Motor and Equip- 
ment Manufacturers Assn. 


This was revealed after 
MEWA’s counsel, Gilbert H. Wei- 
land and John D. Roeder, dis- 
cussed with FTC officials in 
Washington, the actions filed 
against 17 jobbers and four man- 
ufacturers in the automotive 
after-market industry. 

The meetings, said MEWA, were 
helpful to all who desire to protect 
themselves against FTC actions as 
well as to those who desire to 
assist in cleaning-up illegal prac- 
tices. 

“The Federal Trade Commission,” 
said MEWA, “is less interested in 
punishing violations than it is in 
preventing any further violations of 
those laws which it feels it has a 
duty to uphold.” 

While FTC would not divulge the 





Installed 


At “factory installed” prices 
you offer this Bostrom Hy- 
draulic Seat, the ultimate in 
truck seating, at lowest cost. 





extent of investigations thus far, 
or the jobbers and manufacturers 
against whom further actions are 
planned, it was learned by the 
association that present actions are 
concerned solely with price discrim- 
inations. 

The FTC is faced with the 
problem of establishing that a 
plan to force the sale of goods 
at illegally discriminatory lower 
rates actually exists, MEWA< said. 
In doing this, it is expected that 
the validity of various methods 
of discounts will be analyzed and 
those that are found wanting 
will be charged against the 
respondents, it added. 

The complaints issued against the 
17 jobbers are broad enough to 
include any violation of section 

2(f) of the Robinson-Patman Act, 
and the complaints against the 
four manufacturers include any 
violation of section 2(a) (2(f) pro- 
hibits knowingly inducing or re- 
ceiving an illegal price discrimina- 


HypraulLic shock absorber and suspension mechan- 


ism of the Bostrom seat soak up jolts and jars. Steel frame 


and bonded rubber pad last the life of the truck. Mechan- 


ism moves in rubber — requires no oiling. Fore and aft 


tion, while 2(a) deals with granting 
such discrimination. 


The jobbers are charged with 
receiving illegal discounts in price 
both individually and as a group. 
The manufacturers are charged 
with granting the illegal price dis- 
counts. 

In discussing the FTC actions 
against the jobbers, MEWA said: 

“On December 27, 1949, the Fed- 
eral Trade Commission, in its com- 
plaints, charged the jobbers and 
manufacturers with violation of the 
Robinson-Patman Act. It is claimed 
that the jobbers are ‘inducing and 
receiving discriminations in price 
from suppliers. The complaint 
states that the jobbers formed 
Automotive Group Buyers, Inc., in 
New York, in 1938, in order to 
effectuate group purchasing. 

“In 1948, Automotive Group 
Buyers, Inc. was superceded by 
Metropolitan Automotive Whole- 
salers Cooperative, Inc. The jobbers 
were charged with directing the 
attention of sellers, through this 
association, to the ‘potential pur- 
chasing power’ possessed by them 
acting in concert and, by reason of 
such purchasing power, have de- 
manded in connection with their 
individual purchases, discrimina- 
tory prices, discounts, allowances, 
rebates and terms and conditions 
of sale which would not, under or- 
dinary circumstances, be granted 
by the sellers, 

“According to the commission, 
those sellers who did not accede 
to the demands would not be 
dealt with and would be replaced 
by sellers who granted price dis- 
criminations.” 

Although the bills were sent to 
and paid for by Metropolitan Auto- 
motive Wholesalers Cooperative, 
Inc., the FTC contends that the 
quantity discounts, allowances, or 
rebates granted were illegal and 
that this organization was actually 
only an agent of the jobbers and 


did no purchasing for its own 
account. 
The four manufacturers were 


charged with discriminating in 
price between different purchasers 
in violation of the Robinson-Pat- 
man Act by selling their products 
at “higher and less favorable 
prices” to numerous small business 
men than such products of like 
grade and quality were sold to 
various large buyers who generally 
were in competition with the less 
favored ones. All this, the commis- 
sion claims, might substantially les- 
sen competition or tend to create 
a monopoly, 

It is said by two FTC men 
(whose statements cannot be con- 
sidered binding upon the commis- 
sion) that due to lack of funds, 
personnel and a lack of desire on 
their part merely to punish viola- 
tors, the commission will be less 
likely to prosecute actions against 
those manufacturers who have set 
their houses in order before an 
investigation of them begins. 





adjuster accomodates all drivers. Seat coverings are replaced 


in 10 minutes — eliminating upholstery jobs. 


For truck part numbers consult 


your factory data book, or write: 


BOSTROM MFG. CO. 


Milwaukee 4, 


Wisconsin 





PERFECT 
ARM RESTS 


FOR 


ALL CARS 
$6.95 Pair, List 


DISCOUNT TO DEALERS 
Colors: 
Maroon — Tan — Blue — Green 


MORTON SPECIALTIES COMPANY 





NORWALK, OHIO 


Greiner Applauds 
Salesman’s Role 
In U.S. Economy 


CORPUS CHRISTI, Tex. — Kar 
M. Greiner, sales vice-president of 
Packard, said here last week that 
“salesmanship was the pathfinder 
in pointing the way toward greater 
development of the private enter- 
prise way of life.” 

Greiner, addressing the Corpus 
Christi Sales Executives Club, said 
that scientists, technicians and en- 
gineers developed America’s great 
resources, 

The Packard sales head also 
urged the repeal or reduction of 
the federal automotive excise tax, 
which was reimposed at the time 
of the depression in 1932 and later 
increased as a war revenue meas- 
ure, 

“During its time, the tax served 
a useful purpose, but it seems to 
me that the emergencies for which 
the tax was used are over,” he said. 

Greiner added that the federal 
excise tax on motor vehicles was 
“basically no different than—and 
can be more equitably justified— 
than such a tax would be on new 
locomotives, day coaches or air- 
planes.” 











TRUCK SECTION 


NEW OFFICERS FOR DAYTON DEALERS—Henry M. Rowell, of Henry M. Rowell, Inc. 
(Chrysler-Plymouth), was elected president of the Montgomery County Automotive Dealers 
Assn. He succeeds R. S. Jenkins, of Jenkins Auto Sales (Dodge-Plymouth). Seated (left to 


vom) are 
and T. D. Peffley, of T. D. & 


are E. C. Crane, secretary-manager of MCADA; Herb 
(GMC Trucks), trustee; Ed Moorman, of ~G ” 
a 


and Roy Smith, of Smith Chevrolet Co., 
shown are A. D. Shellabarger, 
Green, of White-Allen Chevrolet, a trustee. 


S-W-S Chevrolet 


Jenkins, who automatically becomes a member of the board of trustees; Rowell, 
P. A. Peffley (Ford), vice-president. Standing (left to right) 


Raney, of Fleming-Raney Motor Sales 


on Reliable Motors (DeSoto-Pi mouth), trustee, 
rmersville, O., trustee. Two other officers not 


Co., re-elected treasurer, and William 


Dealer Forum 


(Continued from Page 4) 


operation from the Department of 
Motor Vehicles. 
* * * 
MPLOYES of the Northern Cal- 
ifornia dealers have gained, 
also, because of the association- 
sponsored insurance program that 
includes an Employe Welfare plan 
which covers both life and accident 
insurance, and a Workman’s Com- 
pensation purchase which, because 
of its volume, has effected a great 
savings to all. 

Time and space do not allow me 
to mention the many benefits our 
dealers have felt as a result of 
belonging to dealer organizations, 
but hardly a day goes by in which 
the association does not supply 


valuable information, a _ helpful 
service or counsel to individual 
members. 


I have often been asked as to 
why a dealer should belong to 
dealer associations other than the 
NADA. The reasoning being that 
the NADA is one of the largest 
trade organizations in the nation; 
thus it has far-reaching power 
and can offer services far beyond 
those possible for smaller groups 
to render, 

The answer, obviously, is that 
city and regional associations are 
able to do locally what the NADA 
does nationally and also to give 
dealers much-needed personalized 
service. Our San Francisco head- 
quarters keeps eight full-time staff 
members busy performing many 
vital functions for Northern Cali- 
fornia dealers. 

* * . 

LOCAL associations are primarily 

valuable in meeting challenges 
unique to their respective territor- 
ies, and it’s not necessary to point 
out to fellow dealers that there are 
plenty of them coming up every 
day of the week. 

We feel that the united efforts 
of our Northern California deal- 
ers have aided materially in ob- 
taining such objectives as getting 
for the state one of the nation’s 
finest networks of highways, a 
splendid motor car registration 
law that has set the pattern for 
several other states, more judic- 
ious placement of motor vehicle 
taxes, more _ stringent safety 
measures, and many other bene- 
fits too numerous to mention. 


It is becoming increasingly diffi- 


cult for dealers to hold expenses | 


Gooch Elected President 


Of Utica Dealers 


UTICA, N. Y.—Mell 
has been elected president of Utica 
Automobile Dealers Assn. Gordon 
Davis was elected second vice- 
president, while the following were 
reelected: Theodore Harrer, first 
vice-president; David Geffen, 
treasurer, and Milton D. Nelson, 
executive secretary and general 
counsel. 


George M. Benas, retiring presi- 
dent, was elected chairman of the 
board of directors. Directors chosen 
were: Fred McRorie, Anthony Nel- 
son, John Wolkonocki, Willard 
Hagardon, Foster B. Cummings and 
Edwin B. Welch. 











A. Gooch 


down. Governmental controls, tax 
complexities, rising labor and sales 
expenses are being combined with 
tight trading and shorter profit. It 
is natural that dealers will look for 
every means of saving money. 
Some may even be tempted to drop 
their associations. 

To those I say most emphatic- 
ally: “Don’t do it!” It would be a 
saving about as wise as stopping 
the clock to save them. When we 
begin to think we cannot afford 
our associations, that is clearly the 
time we need them most. 


TIME SAVER 


For Sales and Service 


Quick Change 


Dealer License Plate Holder 


legs protrude thru bracket, prevents 
loss. Attach to any plate without 
alteration. Guaranteed to fit all slotted 
brackets or bumper. 


$1.00 per set of four 


Postpaid on orders of five sets or more. 


Cc. HOWARD 


1498 Overlook Dr. Akron 7, Ohio 


JOBBERS WANTED 
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America's No. 1 Bag Maker 
and Burlap Importer 


DETROIT « Brooklyn « Chicago 
Indianapolis « New Orleans 
Boston « New York « St. Louis 


Also Offices In Other Principal Cities 
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TTMA Rallies to Fight 
Anti-Truck Campaign 





By Jack Weed 
Truck Editor 

EDGEWATER PARK, Miss. — A 
A resolution calling on the Truck- 
Trailer Manufacturers Assn, to 
close ranks to 
battle anti-motor 
carrier propa- 
ganda was one of 
the leading pro- 
posals here last 
week at the 
group’s annual 
convention. 

Warning of the 
“threat of dis- 
appearance of in- 
dependent motor 


Utility Trailer Mfg., Los Angeles, 
west vice-president, and C. A. 
Persinger, Wilson Trailer Co., 
Sioux City, Ia., treasurer. 






















Engineering Corp., Cleveland 
Christopher Hammond jr., 


R. R. King, 
Trailer, Inc., Oklahoma City. 


Bros., Inc., Denver; 
Kentucky Mfg. Co., Louisville 


gers, Inc., Paterson, N. J.; 
C. D. Kuck, Highway Trailer Co. 
Edgerton, Wis. 


L. ©. Allman 
transportation and the possible 





nationalization of all forms of 
transportation,” the resolution 
urged TTMA to join with carriers 
and others in spreading the true 
story of the value and necessity for 
independent commercial transpor- 
tation via highway. 

Another resolution proposed 
that the association reindorse its 
vehicle size and weight recom- 
mendations of 1949 calling for 
reasonable standardization and 
uniformity “without unwise, ar- 
bitrarily determined restrictions 
that would hamper progress.” 

A third proposed resolution asked 


the 
highways; 


ernment for 
condition of 


“rolling billboards;” 
trailer 


field of educating the public.” 

Earl Frankenberger, Louisville 
attorney who specializes in prac- 
tice before the Interstate Com- 
merce Commission, charged that 
“our present highway system is 
10 to 15 years behind the tempo 
of modern times.” 

He added that “the railroads 


Picked as directors were William 
L. Baker, Baker Trailer & Body 
Co., St. Louis; J. L. Glick, Truck 


Steel 
Products Co., Savannah, Ga., and 
American Body & 


Others were T. C. Timpte, Timpte 
R. C. Tway, 


Ralph Veenema, Veenema & Wie- 
and 


Speakers at the conclave at- 
tacked the railroads and the gov- 
“deplorable” 
recom- 
mended that trailers be used as 
urged that 
makers adopt maximum 
GVW ratings, and called on the 
manufacturers “to do more in the 


the repeal of all federal automotive 
excise taxes, pointing out that 
despite the fact that no emergency 
exists, excise taxes on vehicles and 
components are now double the 
wartime rates. 


Two other proposals condemned 
the attempt of the Department of 
Justice to force dissolution of 
A & P Tea Co. “just because it is 
big,” and called on all agencies of 
the federal and state governments 
to practice economy to the end 
that taxes be reduced and the 
budget balanced without additional 





properly must share a large per- 
centage of the responsibility for 
our antiquated road systems for 
they have caused the condition to 
persist through false propaganda 
alleging that there has been fla- 
grant abuse of the highways by 
the trucking industry.” 

The idea that “rolling billboards” 
advertising nationally - distributed 
products can be an indirect but 
powerful spur to sales of property- 
carrying trailers was advanced by 
George F. Kinkead, president, 
Trailer Advertising, Inc., Louisville. 





taxation. 

In the association’s election, 
Les C. Allman, of Fruehauf, was 
chosen president; W. E. Grace, 
Hobbs Mfg. Co., Fort Worth, east 


Kinkead conceded that trailer 
manufacturers would have no di- 
rect role in the plan, but, he ex- 
plained, rental by truck and 
trailer-operating companies of the 
smooth sides of their vans for ad- 
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The lowest cost and most remarkable 
method for static and dynamic 
on-the-car wheel balancing 






J WHILE YOU WAIT SERVICE—All four 
wheels balanced in less time than it takes 
for chassis lubrication. 

¥ NO SKILL NEEDED—The light signal lo- 
cates spot where the weight is to go. 

¥ ACCURACY—Tested in a matter of seconds 
after weights are added. 

Y¥ LOW COST—Its simplicity permits Lempco 
to offer it at o lower cost than other types 
of balancers. 

¥ BALANCES ENTIRE WHEEL ASSEMBLY— 
Not just tires and wheels. 


litt wheel slightly of 
the floor, wedge spinner 
between tire and floor 
ond flip switch 


In @ matter of seconds 
wheel is turning of high 
speed. The actuating orm 
on brake drum transmits 
vibration to an electrical 
circuit connected to neon 
Spotlight. 
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The neon spotlight flick- 
ering in tune with actu- 
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ee ae FACTORY 5490 DUNHAM ROAD, BEDFORD, OHIO 


Gentlemen 

Please send me details how the Lempco 
Vibrascope Wheel Balancer can corner the 
wheel boiancing business in my neighbor- 
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; GIANT SIZE PLUG IS DISPLAYED—One of the largest spark plugs ever produced was put 


on display in Detroit recently by AC Spark 


Plug division of General Motors. Its insulator 


was molded from Coralox, the material used in regular production AC spark plugs. Coralox 
is related to the family of sapphires and Oriental rubies, and is next to the 


iamond in 


+| hardness, the company states. Viewing the plug, before it was installed in an AC exhibit, 
are William F. Hufstader, left, General Motors’ vice-president in charge of distribution, 


and Jack Hines, AC general sales manager. 





vertising purposes would provide 
the carriers with thousands of dol- 
lars in rent receipts annually, and 
the funds thus obtained could be 
used to purchase new vehicles. 

Fred B. Lautzenhiser, executive 
staff consulting engineer for Inter- 
national Harvester Co.’s Truck di- 
vision, implied that it might be well 
for manufacturers of cargo trail- 
ers to adopt somewhat the same 
system of maximum GVW ratings 
established by truck and truck- 
tractor makers. 


The trailer industry’s No, 1 job 
for 1950 is “to do more in the field 
of educating the public,” M. J. 
Neely, president of Hobbs Mfg. Co., 
Fort Worth, Tex., told the gather- 
ing. 

Salesmanship is the backbone of 
American industry and a skilled 
profession requiring the highest 
type personnel, J. W. Burke, man- 
ager of the Chevrolet commercial 
car and truck department, told the 
convention. 


Henry E. English, president of 
the American Trucking Assns., Inc., 
predicted that 1950 will be the year 
of decision for truck transportation 
and added that policies certainly 
will be enacted in the next few 
years “which will determine our 
destiny as a public service institu- 
tion.” 


He told the convention that 
Congress has called for an in- 
tensive study and revaluation of 
national transportation policies at 
a time when a concentrated at- 
tack is being made upon the 
trucking industry by competitive 
interests, 

This attack, he said, was carried 
to the public by every means avail- 
able throughout 1949 and “if any- 
thing, the intensity of the attack 
is now being stepped up.” 

Despite this, English said, “our 
story is being told with mounting 
effect and it is a source of pleasure 
|to know that the general public as 
| well as the leaders of public opin- 
ion are better informed today than 
|}ever before regarding motor truck 


transportation.” 


He added, however, that his 
| Statement was relative, and that 
| he would not contend for a mo- 

ment “that our legislators, edi- 


Indiana, Michigan, 
\Probe Racket a 
In Title Juggling 


INDIANAPOLIS.—State and fed- 
|eral officials have joined forces to 
|crack down on a car title racket 
used to evade Indiana and Michi- 
gan taxes. 

Secretary of State Charles Flem- 
jing said it was believed possible 
|the racketeers might also be using 
the system to.cover up interstate 
| traffic in stolen vehicles. 
| Fleming met Jan, 16 with Michi- 
gan law enforcement authorities 
and with representatives of the fed- | 
jeral Bureau of Internal Revenue 
and the Interstate Commerce Com- 
mission. Spokesmen at the meeting 
|said the title juggling involved 
| mostly new cars. 

Purpose is to avoid payment of 
both the Michigan sales tax and 
the Indiana gross income tax on 
cars sold for shipment to either 








state. 


tors, radio commentators and 
public officials know anything 
like the whole story of the im- 
portance of truck transportation.” 

This lack of understanding could 
react to the detriment of the truck- 
ing industry, English said. 


“Our great danger is that our 
public officials acting under the 
pressure of selfish and powerful 
groups, will take some action or 
actions which will halt the progress 
of truck transportation, perhaps 
even cut it back,” he added. “If 
they do this, it will be due, not to 
malice, but to the fact that they do 
not understand the true function of 
highway transportation.” 


CHEVROLET DEALERS 


There's an important message for you in this 
See below.* 





advertisement. 


©1950 PARTS BIN PLANO- 
GRAPHS NOW AVAILABLE FOR 
ALL MAKE CARS OR TRUCKS. 


@ NEW LOW PRICES ON THE EN- 
TIRE HOPE LINE. 


@ IMMEDIATE DELIVERY. 


@®NO EXTRA CHARGE FOR 
SPECIAL COLORS. 


*“CHEVROLET 
DEALERS 


Approved 1950 Chevrolet Au- 


tomatic Transmission Bin System 
in one or two-unit systems. 
One-Bin System 
Two-Bin System 
IMMEDIATE DELIVERY 


.... $119 net 


Write, wire or phone 
your requirements. 


OP 1s 


METAL PRODUCTS, INC. 


1801 ROCKWELL AVE. 
CLEVELAND 14, OHIO 
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'°49 Car Sales 


Of Chevrolet 
Top Million 


DETROIT. —In 1949, Chevrolet 
passenger car retail sales for the 
first time in history topped the 
million mark, W. E. Fish, general 
sales manager of the company, re- 
ported last week. Truck sales, set- 
ting a new all-time high for the 
industry, reached 350,728 units. 


“The combined total of 1,391,654 
passenger cars and trucks was 19 
percent better than our best previ- 
ous year,” Fish said. “In the for- 
mer peak year, 1936, Chevrolet deal- 
ers delivered 1,168,863 units.” 

Fish said that 1949’s record sales 
brought cumulative dealer deliver- 
ies in the postwar period begin- 
ning Sept. 1, 1945, to 3,952,973 units. 

“A feature of our postwar ex- 
perience has been the higher ratio 
of truck sales to passenger cars,” 
he commented. “Deliveries ran ap- 
proximately one truck to four pas- 
senger cars before the war. Since 
1945 our dealers have been selling 
one truck to every two and one- 
half passenger cars.” 


E. B. Jones Robbed 


ST. LOUIS.—When burglars re- 
cently broke into E. B, Jones Motor 
Co. (Dodge-Plymouth), 5165 Na- 
tural Bridge Ave. to make a 
“heist,” they “lifted” the company’s 
safe and escaped. 

The safe was pushed from the 
office into the repair shop and 
police believe the garage’s hoist 
was used to load it onto a truck. 
Roy H. Bischoff, secretary of the 
company, was unable to state how 
much was taken since the firm’s 
records were in the safe. 





© Change or Adjust Shelves in 

Seconds...No Nuts, Balts Re- 

quired to Keep Shelf in Place 

© Rearrange Shelves Without 
Moving Bins 

© Snap-in Dividers ¢ NO EXTRA COST 





” 


Patented formings on 14 
centers support each shelf 
securely at four points. Each 
shelf-holder has capacity of 
1000 Ibs. Once inserted, 
shelves remain firmly in place 
yet are quickly removed. 
Check these other features of Hope 
Metal Bins . . . all at no extra cost: 
© Snap-in Dividers . . . no bolts, 
clamps or screws ® Lower 3 shelves 
reinforced for “stepladder” use 
® Front and rear bose support... 
no sway or tipping ® Bins shipped 
built-up .. . ready for vse ® Choice 
of colors. 
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VEHICLE AIR DISTRIBUTION OUTLET—De. | 
signed for buses, trailers, truck sleeping cabs | 
and other vehicle air conditioning applica- 
tions, this Barber-Colman outlet is designed 
to eliminate drafts by the scientifically de- 
signed deflector. Screw adjustment varies 
supply of air volume. Locknut eliminates pas- 
senger tampering. Cast aluminum construc- 
tion is light weight yet rugged and rattle 
proof, the company states. Unit can be se 
curely mounted through the countersunk screw 
holes in the outer ring. These outlets are 
supplied with a clear anodized finish whic' 
can be painted to match surroundings, ac 
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faces, venturi, jets and needle valve 
is said to be as effective and com- 
plete as when done by removing, 
dismantling and manual immer- 


sion. 
* > * 


‘Dixie Offers Catalog 
(‘On Brake Drum Lathes 


Dixie Machine Tool Co., Box 625, 
Cincinnati 1, announces the intro- 
duction of four new brake drum 
lathes, claimed to feature increased 
capacity to handle heavy truck 
drums, faster operation, increased 
stock removal and smooth finishing. 

A new catalog is available from 
the company which contains infor- 
mation and answers to such ques- 
tions as: “Can I afford a brake 
drum lathe?, How Much Business 


'Can I Expect?,” etc. 








cording to the maker, Barber-Colman Co., 
Rockford, Ill. 


. * > 


Penn Refining Announces 
Carburetor Cleaning Tool 


Pennsylvania Refining Co., 
Lisbon Rd., Cleveland 4, states that 
its new professional tool, the Gu- 
mouter, for use with its product 
Gumout, permits thorough cleaning 
of all internal parts of a carburetor 
in only 15 minutes without taking | 
the carburetor apart or off the| 
engine. 

Cleaning of the functional sur- 


2686 | 


| Bosch Corp., Springfield, Mass., has an- 
| nounced two new models of its dual electric 


| windshield wiper. One model (Type WWB 6B | 


| !400R) is for International Harvester Model 
L series trucks. The other model (Type WWB 
and GMC trucks. 


Both are for under-cowl 


mounting. These two types each come as a) 


complete package, ready for installation; 
arms and blades are not included because 
in many instances the existing arms and 
blades are suitable for further use. The 
company points out that the electro-mechan- 
ical drive of this wiper assures a powerful, 
uniform wiping action at all times, the speed 
of the wiper blade being positively controlled 
at either of two operating speeds as desired. 


EVERY MOTORIST WANTS 
THE STYLE AND COMFORT 


4 
Nn Oy 1 1/ 2d 


Here’s customer satisfaction 
and profit that you find in few 
accessories. Ventshades add 
much to driving comfort in 
any weather and have the extra 
sales-making advantage of 
eye-appeal. They enhance the 
natural beauty of the car’s lines 
and look like a built-in feature. 
Your customers will enjoy 
Ventshades. You'll enjoy sell- 
ing them. Order them now. 


LIST PRICES 


2-piece set $6.50 
4-piece set $12.50 


ADE CO. 


BOK 1402 > AlcanTA 1,GEORGIA 





Trode Mork 


THESE FEATURES 
MEAN BIG SALES! 


© Open-window ventilation 
when it rains or snows 


e Safety from exhaust fumes 

@ Less fogging of glass 

e Shade from the sun 

© More comfort the year ‘round 
© Added beauty for the car 


© Quick, easy installation. Indi- 
vidual designing for each make 
and model assures accurate fit 


© Made to meet exacting stand- 
ards of car manufacturers. 
Won't rust or rattle 


CLEANS TRUCK WINDSHIELDS—American | 


6B 1407) is for 1947 to 1950 model Chevrolet | 


| type of chemical that brightens and 
|polishes metal as it cleans, it is 
| claimed. It can be used on all types 
of metal parts for the removal of 
|carbon, grease, gum and varnish 
|deposits. It is available through 
| jobbers throughout the U. S, 
| * 


Brochure on Otiscoloy 


Jones & Laughlin Steel Corp. an- 
|/nounces publication of a free 32- 
|page brochure, “The 
|tion Steel,” describing Otiscoloy, 
|low-alloy high-strength steel used 








|& Laughlin, Pittsburgh 30. 
. * * 


AIR-OVER-HYDRAULIC BRAKE—it is now 
being produced by Midland Steel Products 
|Co. (power brake division) of Detroit and 
Cleveland. Air Hy-Power combines three time- 
| tested air and hydraulic brake units into a 


single device, making it possible to install ‘ ‘ 
| air-over-hydraulic brakes in greatly simplified | copper brazing, is offered by Metals 


form and at reduced cost, the company| Refining Co., a division of the 


states. This single unit can be located at|Glidden Co., 1717 Summer S&t., 
any available place on the chassis without | F¥ammond, Ind. 
o 


Copper in Paste Form 


Copper in paste form, reportedly 
providing substantial savings in 


dismounting or moving the master cylinder. | 
Mounting brackets are not subjected to any | 
braking forces and need only to hold the unit 
securely in place, Midiand avers. It is de- | 
signed so that no mud, water, dust or dirt 
can enter to corrode, rust or unseat internal 
valves, the maker points out. 
* * 


Clark Offers Catalog 


A general catalog covering the 
|Clark line of fork-lift trucks and 
towing tractors is offered by 
Clark’s Industrial Truck division. 
|According to the company, all 
|facts necessary to a preliminary 
| consideration of materials handling 
|machines are made quickly avail- 


Removes Truck Tires 


A heavy-truck tire-removing de- 
vice has been invented by E. H. 
Horne, of Nova Scotia. It is a 600- 
pound machine capable of rolling a 
tire from the rim in a matter of 
seconds without hand labor. 

* * o 





| HAS 600-POUND CAPACITY — Economica! | 
| light transportation is provided by the three- 
wheel Salsbury stake car. This new series of 
three-wheeled scooters is made by ae 
Mfg. Co., Pomona, Calif. This is the first 
vehicle with this economy that has been 
made with such a large load capacity, the 
company states. The full 6.5 horsepower Sals- 
bury engine is coupled to a completely auto- 
matic transmission which gives ramp climbing 
ability as well as perfect ease of operating 
control without the bother of manual shifting 
it is said. The load is cradled by transverse 
leaf springs to the independently sprung front 
wheels. The non-reversable worm type steering 
= is controlled by an automotive steering 
wheel. 


They're smooth, quiet, 


tions available to meet 





FOR TRUCK REFRIGERATION—The Arctic 
Traveler, a 625-pound refrigeration unit, is 
being produced by American Mfg. Co., 
Montgomery, Ala. This forward-mounted unit 
eliminates separate gas tank and battery, 
according to the firm. 

* * * 





FOR SPRING JOBS—Maremont Automotive 
Products, Inc., 1600 S. Ashland Ave., Chicago 


14, has announced the addition of front- 
spring build-up kits for conventional and 
cab-over-engine models of Chevrolet and 


Ford 1|'/2-ton trucks. These kits consist of two 
insert leaves and longer rebound clips, center 
boit and axle U-boits for speedy installation. 
Maremont extra leaf sets for the rear springs 
increase the carrying capacity of I'/, ton— 
and heavier—vehicles. This line includes units 
for Ford, Chevrolet and Dodge. From % to 
| 1Y%2 tons of extra conrying capacity can be 
added with these sets. Two types of rear 
spring kits are offered for most popular 
trucks. One type consists of two extra leaves 
for the main spring and one for the helper. 
The heavier-duty type consists of three leaves 
| in the main spring and two leaves for the 
| helper spring. The amount of extra carrying- 
capacity desired determines proper selection. 
| * . * 


| Carburetor and Parts Cleaner 


|Is Announced by Drew 


Automotive Chemicals. division, 
E. F. Drew & Co., Inc., New York, | 
has announced the development of | 
a new and improved type of car- 
buretor and parts cleaner. 
| This new product includes a new 





Transporta- | 


|in the transportation industry. Ad- | 
| dress Editorial Service Div., Jones | 


| the assembly of parts for furnace | 


Fe 





TRUCK SECTION 


able. A copy is available upon 
| quest to Clark Equipment Co., I 
|dustrial Truck Division, Bat 


| Creek, Mich. 


> * * 


ALL-ANGLE HEAD DRILL—This 360-degree 
angle head attachment for '/2-inch capacity 
drills is presented by Cummins Portable Tool; 
for drilling in the difficult, hard-to-get-at 
tight spots encountered in every-day work by 
| electricians, plumbers, maintenance and in 
stallation crews and installers of radiant 
heating systems. Joists set on 12-inch centers 
can be drilled with ease at any angle. The 
| angle head is quickly removable in order to 
convert the tool into a conventional '/2-inch 
| drill. Designed for use with the Cummins 
|Model 200 '/,-inch standard duty drill, the 
|head will fit any make of '/2-inch capacity 
drill equipped with Model 33B Jacobs chuck 
| according to this division of Cummins Busi 
|mess Machines Corp., 4740 Ravenswood Ave 
Chicago 40 


TH, 
go? QUE, 
LONG.,, 


ce 
PERFORMA™ 


OVER 150 STANDARD MODELS... UP TO 1/10th HP. 


Need low cost low-range power to put new 
life in your products? Then get the facts... all 


the facts... on reliable Redmond Micromotors. 


dependable in oper- 


ation .. . sturdily built, good looking .. . 
designed and engineered to give you maxi- 
mum long-life performance at minimum cost. 


Over 150 standard models, too, with varia- 


special requirements. 


All thoroughly proved in use on a wide range 
of diversified applications. So chances are at 
Redmond you'll find exactly the Micromotor 
you want to do the job you want done. Write 


today for complete information, 


COMPANY, Inc. 
OWOSSO, MICHIGAN 


EXPANDED FACILITIES © PROMPT DELIVERIES © SERVICE BEFORE AND BEYOND THE SALE 
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TRUCK SECTION 


N. C. Attacks 





Assn. Urges Revision of Makers’ Distribution 
By Compiling Lists of Such Sales 


RALEIGH, N. C.—Enfranchised 
automobile dealers are becoming 
alarmed over the extent of sales 
of new cars in North Carolina by 
unauthorized or non-enfranchised 
dealers, 
vith little or no real investment. 


The sale of new cars by other 
than enfranchised dealers has be- 
come big business in North Caro- 
lina—there were 750 such sales 
during the first 15 days of Jan- 
uary—and the total is becoming 
larger each month. 

The North Carolina Automobile 
Dealers Assn., after adopting a 
resolution urging manufacturers 
“to halt the deluge of new cars 
that are coming from outside North 
Carolina ‘into the hands of non- 
enfranchised dealers,” initiated 


Dec. Best Month 
Of Peak Mercury 


Year in Sales 


DETROIT.—Mercury enjoyed the 
best year in its history in 1949, 
according to Joseph E. Bayne, Lin- 
coln-Mercury sales manager. 

Retail sales for the year totaled 
190,335 Mercurys, an increase of 36 
percent over 1948. 


“December was our best month 
with dealers reporting sales of 
20,660 Mercurys,” he said. 

Mercury registrations for 11 
months of 1949 increased more than 
32 percent over the same period in 
1948, Bayne stated. 

Total Lincoln-Mercury production 
in 1949 was 203,339 Mercurys, 17,732 
Lincolns and 15,400 Lincoln Cosmo- 
politans, 

Bayne added that as a result of 
the “increasing demand” for Mer- 
cury cars, division plants boosted 
production schedules by 8 percent 
in January and by 12 percent for 
February over original estimates, 








L-M Names Keller 
Used-Car Chief 


DETROIT.—Appointment of Wil- 
liam A. Keller as national used-car 
manager for Lincoln-Mercury is 
announced by 
Joseph E. Bayne, 
sales manager. 
Formerly sales 
promotion man. 
ager for the Lin- 
coln- Mercury 
Central region, 
Keller has had 
more than 19 
years of varied 
factory and deal- 
er sales experi- 
ence. 

Before joining the Lincoln-Mer- 
cury Central region staff, Keller 
was employed as merchandising 
manager for the Kenyon and Eck- 
hardt advertising agency. 


W. A. Keller 





Insurance OK Denied 


To Ohio Ford Dealer 

CLEVELAND.—Birkett L. 
Williams, Ford dealer here, has 
been denied a solicitor’s license 
to write insurance by the Ohio 
division of insurance. It is un- 
derstood Williams will not ap- 
peal the ruling. 





‘Bootlegging’ 





compilation of a list, by motor and 
serial numbers, of all new cars be- 
ing sold in the state by unauthor- 
ized dealers on a _ 15-day-period 
basis. These lists show also the 


many of whom operate | original selling dealer. 


These lists, such as the one from 
Jan. 1 to 15, showing the sale of 
31 Buicks, 3 Cadillacs, 226 Chevro- 
lets, 12 Chryslers, 1 Crosley, 4 De- 
Sotos, 20 Dodges, 224 Fords, 3 Fraz- 
ers, 13 Hudsons, 7 Kaisers, 9 Lin- 
colns, 49 Mercurys, 10 Nashs, 26 
Oldsmobiles, 7 Packards, 53 Plym- 
ouths, 31 Pontiacs, 17 Studebakers, 
and 4 Willys, are turned over each 
15 days to a dealer committee. This 
committee in turn presents the list 
to manufacturers’ zone managers 
for transmission, through channels, 
to top management, 

With the lists goes the unified 
request of aroused dealers that 
steps be taken to set up a distri- 
bution system that will prevent 
dealers of metropolitan areas 
from dumping a part of their 
quotas of new cars on the North 
Carolina market through “back 
alley deals” with unauthorized 
distributors. 

About a year ago, many North 
Carolina dealers were requested by 
zone managers to furnish them 
with individual serial numbers of 
vehicles being sold by unauthor- 
ized persons and firms. At that 
time, it was found that there was 





BREAKING GROUND FOR GM MILWAUKEE BUILDING—Ground has been broken for a 
57,600-square-foot warehouse and office building to store and distribute parts for Chevrolet, 
Pontiac and Oldsmobile cars and to contain office space for Chevrolet sales personnel. A 


group of Milwaukee-area dealers attended the ceremonies. > 
Ray Meddaugh (with shovel), Chevrolet regional manager, turn the first bit of 
n foreground, left to right, are: C. B. Hagen, Chevrolet Milwaukee warehouse man- 

‘ole, Great Lakes regional warehouse manager; Meddaugh; John Hopkins, S. T. Hanson 
national warehouse manager; William Voight, General Motors public relations representative, 
and V. M. Daubenberger, Chevrolet city manager, Milwaukee. 


watchin 
earth. 
ager; C. R. 


Obituaries 


Uhlmann Dies in Florida; 


GMC Sales Assistant 


SARASOTA, Fla.—Carl F. Uhl- 
mann, assistant general sales man- | 
ager of GMC Truck & Coach divi- | 
sion, died of a heart attack here 
Jan. 17. He was born in 1894 in 
Pittsburgh. 

Mr. Uhlmann was vacationing 
with his wife at the time of his 
death. He joined GMC Truck & 
Coach division in 1928 in the truck 


| 
| 


a mere trickle of such “back alley| sales department. 


sales.” Today, however, the picture 
has changed, and there is a verit- 
able deluge of them. 

The rapid growth is shown by 
such sales during the 15-day pe- 
riod Dec. 16 through Dec. 31, and 
the first 15 days of January. In the 
latter half of December 966 new 
cars were sold in this way. 


The adopted resolution said that 
“dealers have been encouraged by 
their manufacturers to confine so- 
licitation to given boundaries ... 
there is developing a threat to the 
traditional practice of merchandis- 
ing automotive units through the 
desire to sell as many as possible, 
anywhere, regardless of franchises 
and the obligations that go with 
them. . . . This flooding of North 
Carolina with new cars which go 
into the hands of non-enfranchised 
dealers who, in most instances 
operate from lots, greatly reduces 
the advantage of holding a dealer- 
ship.” Then, too, it was added, 
manufacturers get no credit for 
registration of these cars in North 
Carolina. 


MoPar seins 


Detroit Classes 
For Parts Men 


DETROIT. — Parts men from 
Plymouth, Dodge, DeSoto and 
Chrysler dealerships are now being 
offered five-day training confer- 
ences here. 

John O. Huse, sales manager of 
Chrysler Motors Parts Corp., an- 
nounced that from Jan. 9 to June 9, 
five-day weekly’ sessions were 
scheduled in Detroit for dealer 
representatives from the Chicago, 
Cincinnati, Detroit, and parts of 
the Pittsburgh, St. Louis and Syra- 
cuse regions. 

Purpose of the series is to train 
parts men in management, selling, 
merchandising, disbursement, buy- 
ing, recording and stocking. 





és 





CHICAGO DEALERS DISCUSS ‘50 CHEVROLET—Chevrolet dealers of the metropolitan 
area attended quiz sessions prior to the debut of the 1950 Chevrolet at which all phases 
of the new line were discussed. Photo shows dealers of District | who attended session 
under the chairmanship of Jim Conlon, district manager of Chevrolet. Judges of the quiz 


were J. A. 


Mcinerney of McInerney Chevrolet Co.; Herbert Stein, president of Uptown 


Chevrolet Co., and H. W. Ramser of Northtown Chevrolet Co. 





H. Clay Doss jr., 19, 


Killed by Auto 


DETROIT. — Funeral services 
were held here Friday for H. Clay 
Doss jr., 19, son of Nash's sales| 
vice-president, who was killed Jan. | 
17 in an auto accident. 

Young Doss was struck by a car | 
while crossing Telegraph road, 


near Detroit. 
+. + * 


R. A, Donaldson 

OKLAHOMA CITY.—Raymond A, Don- 
aldson, 45, service manager for Fretwell 
Motor Co., died recently of a heart attack. | 
Donaldson, a colonel during World War II, | 
had been with Fretwell Motor Co. since | 
1945. Prior to that he was associated with | 
Greenlease-Moore Motor Co, | 

* * . 
Robert Thomas Hazell 

TORONTO.—Robert Thomas Hazell, 46, | 
vice-president and general manager of | 
Fruehauf Trailer Co, of Canada, Ltd., 
died at his home here Jan. 14 of a heart 
attack, 

Mr. Hazell joined Mack Truck Co. at 
Syracuse, N. Y., after leaving high school, 
and in 1927 was made vice-president of | 
that company. In 1933 he joined Interna- 
tional Harvester Co., and became manager | 
of its truck division at Winnipeg in 1936. | 
In March, 1948, he became sales manager | 
of Fruehauf, being appointed vice-president | 
and general manager last June. | 


+ * * j 
Arthur P, Maguire 


LONDON, Ont. — Arthur P. Meanie, | 
president and general manager of Maguire 
Motors, Ltd., died at his home here Jan. 7 
after a short illness, He had been in the 
automobile business all his life. He for- | 
merly served as sales manager of Reo Sales | 
of Hamilton, Ltd., and later opened a Reo 
dealership here under the name, Reo Sales | 
of London 
* * * 


Earl S. Wood 
DENISON, Tex.—Ear! 8S. Wood, retired 
local automobile dealer, died here Jan. 10 
after a long illness, He was a pioneer 
automobile dealer, having been associated 
with the first sales-service garage estab- 
lished here 35 years ago. He owned his | 
own dealership until four years ago when 
he retired because of il] health. 





Tacoma Dealers | 


Elect Gilchrist 


TACOMA, Wash.—James Gil-| 
christ, Allen Motor Co. (Stude- 
baker), has been elected president | 
for 1950 by the Tacoma Automo- | 
bile Dealers Assn., succeeding Ken | 


Saunders of Mallon Motor Co.| 
(Ford). 
Gilchrist, former vice-president, 


is succeeded in that post by Art) 
Walker, Walker Chevrolet Co, The | 
new treasurer is Bob Ryan, San- | 
ford-Nash, Inc. 


Springfield ‘Assn. 


Elects Newman | 


SPRINGFIELD, Ill. — Harry} 
Newman, of Newman Brothers | 
(Chrysler-Plymouth), 213 E. seen | 
roe St., has been elected president | 
of the Springfield Auto Dealers 
Assn, 


George P. Kreider, Illini Motor | 
Co., was named vice-president, and | 


|W. F. Dagon was chosen secretary- 
treasurer. 

Directors are John W. Harling, 
Capital City Motors; Rex Reason, 
Reason Buick Co., and Hal! Spiller, | 
Hal Spiller Motors. 
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| Dalgleish Headé 


Detroit Dealers 


DETROIT. -—- Charlie Dalgleish, 
president of Charlie’s Nash, Inc., 
largest and oldest Detroit Nash 
dealership, is the new president of 
the Detroit Auto- 
mobile Dealers 
Assn. Also elected 
at a directors 
meeting were: 

Dan R. Court- 
ney (Ford), vice- 
president; James 
R. Laws (DeSoto- 
Plymouth), secre- 
tary, and Gilbert 








Michel, (Kaiser- a 
Frazer), treas- 

’ 1 b 
urer. Charlie Dalgiets 


In addition to the officers, DADA 
George R. Lawson 
(Buick), Pete Paulin (Cadillac), 
(Chevrolet), U. J. 
Carron (Pontiac), Harold Spicer 
(Hudson), Ted Grace jr. (Lincoln- 
iad Mercury), William Whyte (Oldsmo- 
bile), D. P. Murphy (Studebaker), 
Cass Slubowski (Packard), Hanley 
| Taylor (Dodge-Plymouth) and C. H. 
Bliss (Chrysler-Plymouth). 

Paul T. Graves was reelected 
executive vice-president. 


They are in the background, | directors are: 








At your Service... 


the complete St-Paul line 


Dump IT HOISTS 


A Dump It Hoist makes a dump truck out 
of any platform body type of truck. Users 
on farms, in lumber yards and industries 
are finding that dumping the loads saves 
time, labor and money. 


* 
STANDARD DUTY 


With dump bodies of 8 to 10 ft. lengths 
and 2 to 5cu. yd. capacities St.Paul offers 
four arm-type hoist models. These units 
are used on trucks with a nomigal rating 
of 142 to 3 tons. All have the new St.Paul 
roller-bearing pump, honed cylinders, cast 
steel lifting arms and links. 


& 
HEAVY DUTY 


For trucks with a nominal rating of 3 to 
10 tons and for trailer installations the 
St.Paul line includes 3 hoists (Models 7, 
85 and 95) and two series of heavy duty 
bodies (8 gauge and 10 gauge steel). Body 
capacities may be up to 10 cubic yards 


HI-DUMPERS 
For quarrying or mining operations 
St.Paul provides Excavator type bodies of 
4%" steel plate with I-beam outside brac- 
ing. For dumping this type of body in 


capacities up to 8 cu. yd. we offer the 
St.Paul line of Hi-Dumper Hoists with 
dumping angle of 70°. 


At your service— your St. Paul Distributor—a Dump 
Body Specialist. Write us for his name 


ST.PAUL DIVISION [= 
GAR WOOD INDUSTRIES, INC, “——~ 


2207 University Avenue S.E., Minneapolis 14, Minn. 
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POSITION WANTED 


SA .ES MANAGER. Top flight motor car 
executive with over 20 years’ experience 
in the retail merchandising as retail and 
feneral sales manager for large distribu- 
‘or and general manager of own dealer- 
‘hip in New York and New England 
market, desires association with dealer- 
ship requiring man with outstanding 
record for hiring, training and the super- 
vision of a volume sales force. Is a 
strong personal closer and keen used car 
operator. Selling methods have been pub- 
icized by trade journal and adopted bv 
one of the ‘Big Three’’ manufacturers. 
Would like to serve as right hand man 
in 150-250 car dealership with future 
possibility of purchasing interest or be 
given complete responsibility for sales in 
a larger volume operation. Box 3674 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER, Volume operator. 
good organizer with successful buyers’ 
market record managing large General 
Motors dealership. Age 38, married, re- 
sponsible, excellent references, factory 
approval and maximum operating results 
assured. Financially able to buy part 
interest. Replies will be held strictly con- 
fidential. Box 3687, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE 


HERE'S A MOST UNUSUAL opportunity. 
Can be of interest only to responsible 
persons who are financially able and 
capable. A franchise, selling from 900 
to 1,000 cars per year. The car fs a 
popular, General Motors product. This 
firm is located in an eastern metropoli- 
tan area and was established about 25 
years ago. Always was and still is a 
tremendous money maker and it enjovs 
one of the finest reputations in It's ter- 
ritory. Housed in a modern thoughtfullv 
planned building. excellently equipped and 
has immense parking facilities. Everv 
department is manned by courteous. top- 
notch, well trained personnel and em- 
ploys a good sized sales force whose 
ability is second to none. Anyone finan- 
cially able and capable of measuring un 
to factory requirements will surely find 
this the opportunity of a lifetime. Good 
reasons for wishing to sell. Address vour 
inquiries Box 3720, c/o Automotive News, 
Detroit 26. 


NEW CAR AGENCY, now handling leading 
independent make in new building. Lo- 
cated tn the heart of a wealthy agri- 
enltural community. County seat town. 
Must sell due to health. Want to dispose 
of entire set-up including building. Wil! 
take approximately $75.000. part of 
which can be financed. Net for °49 over 
$30,000. Box 3690, c/o Automotive News. 
Detroit 26. 


MASSACHUSETTS DEALERSHIP for sale. 
now handling Nash. Wealthy community 
of 100,000 plus large metropolitan area 
to draw from. 200 car franchise. Gross 
sales 1948-1919 over $350,000. Good long 
term lease with option to renew. Estab- 
lished early 1946, reputation Is tons, good 
following. located on automobile row, 
18.000 square feet, large show room and 
offices, large light service and body shop. 
all under one roof. completely and mod- 
ernly equipped. Well staffed with trained 
personnel. Inventory and eauipment, etc. 
at cost. Owners retiring and going south. 
Buyer must qualify with factory. Box 
3737, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE in Washine- 
ton, D. C. Now handling popular make 
car, Delivering excellent volume. Loca- 
tion and facilities are the best. Can be 
purchased with or without real estate. 
Only parties with necessary capital con- 
sidered. Excellent opportunity in the 
nation’s capitol. Box 3704, c/o Automo- 
tive News, Detroit 26. 


DEALER 175 MILFS FROM DETROIT. 
now handling McCormick-Deering farm 
equipment, International trucks. and 
Packard cars; wants to sell, due to 
{lIness, 1949 net $20.000 although dealer 
absent from business more than half the 
time and has no capable manager. New 
building in {deal location for sale or 
lease. Location: Small but growing in- 
dustrial city in prosperous farming area 
A good stable, diversified business that 
will make money in hard times. Invest- 
ment exclusive of real estate about $60. - 
000. Might consider partner with right 
qualifications. Reply Box 3710, c/o Auto- 
motive News, Detroit 26. 

NOW HANDLING Dodge-Plymouth fran- 
chise. 25 miles from Miam! on U. 8. 
No. 1. 100 unit potential. New building 
fully equipped. large paved parking lot. 
air conditioned offices. No used car in- 
ventory. $30,000 cash will handle. Bal- 
ance like rent. Box 3729, c/o Automotive 
News, Detroit 26. r 

LARGE DISTRIBUTORSHIP in midwest- 
ern city. now handling DeSoto-Plymouth. 
Large building, modern showroom. well 
eauipped service department, good lease. 
Will be sold for actual inventory market 
value, approximately $50,000 investment. 
Must qualify with factory. All replies 
confidential, Box 3730, c/o Automotive 
News, Detroit 26. 

SOUTH FLORIDA DEALERSHIP handling 
top independent car. Stock fixtures and 
machinery at inventory. Building and 
used car lot on lease or purchase. Settling 
estate reasonably. Box 3708, c/o Auto- 
motive News, Detroit 26. 





Pl i tt 
ONE OF “BIG THREE," Northern Wis- 


consin City of 12,000 population. Large 
agricultural area, also heavy tourist busi- 
ness. One-quarter million dollars volume 
in "49, a real money maker, $20,000 will 
handle, Long lease, reasonable rent, 
buyer must qualify with factory. Replies 
confidential. Box 3728, c/o Automotive 
News, Detroit 26. 


FRANCHISE in North Missouri town of 


7.000 to 9.000 population. Gross sales 
through November of this year over 
$330,000. Good lease available. No blue 
sky. Will take fair appraisal on shop 
equipment and you can buy whatever you 
want of the parts and accessories at 
factory cost, Keep communications confi- 


dential, Box 3668, c/o Automotive News, 
Detroit 26. 
DEALERSHIP, now handling Buick-Pon- 


tiac, in Minn. town. Handled 90 cars in 
1949. 30 miles from large city. New 
building. Can rent or buy building. Box 
3727, c/o Automotive News, Detroit 26. 


a 
FOR SALE. Dealership now handling two 


world’s most popular GM products. South 
Central Florida. Sold 135 units in 1949. 
Will sell for inventory value plus sacri- 
fice of building. Must be factory ap- 
proved. Owner must sell on account of 
{ll health. Inquire Box 3719, c/o Auto- 
motive News, Detroit 26. 
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1950 55 


OFFICE EQUIPMENT WANTED 






TRUCKS FOR SALE 








DEALERSHIP, now handling Pontiac. =wi1s. DAG Gam de® dhe entetes On - 
Middle west, plenty of industry, New WILL PAY FOR ITSELF this winter in| WANTED. Garage cash register. Must 
increased parts and labor sales. Holmes| have at least nine departments. Write 












modern building. Cost $55,000—sell for 
$45,000. Parts and equipment will inven- 
tory around $25,000 at cost. 100 car con- 
tract for 1950. Sold around 75 units last 
year. $35,000 will handle, Buyer must 
qualify with factory. Illness, reason for 
selling. Box 3740, c/o Automotive News, 
Detroit 26. 

NOW HANDLING over 700 car & truck 
Ford dealership about 100 miles from 
Detroit, over 50,000 population. County 
seat. Single point. Sell at inventory, No 
building to buy. A lifetime opportunity. 
My doctor said sell, Principals only. 
Box 3742, c/o Automotive News, De- 
troit 26. 


DEALERSHIP WANTED 


WILL PAY CASH for dealership. Have | 
outstanding record as successful general 
manager and volume operator of large 
General Motors dealership. Can assure 
factory approval. Please send details in 
confidence. Box 3743, c/o Automotive 
News, Detroit 26. 


CHEVROLET or other GM, 200 to 400 car 
contract. Experienced operator. GM fac- 
tory approval assured. Contacts treated 
strictly confidential. Box 3736, c/o Auto- 
motive News, Detroit 26. 


MANAGE-Purchase completely or portion 
of A-1l agency. 21 years automobile, 
maximum finances, very successful vol- 
ume operator, further details. Write Box 
491, Topeka, Kansas. January deadline. 


CHEVROLET-FORD. Contact me if you 
are contemplating selling half or all your 
dealership. Highly successful general 
manager sin:e 1928. Prefer lower half 
U. 8., Box 3677, c/o Automotive News, 
Detroit 26. 

GENERAL MOTORS or Chrysler agency 
wanted in Southeast Florida. Can take 
over immediately. Glenn Shepperd, 209 
N.W. ist Ave., Fort Lauderdale, Florida. 

BUSINESS FOR SALE 

PROFIT $25,000 year can be proved by 
income tax. Wholesale and retail automo- 
tive parts, batteries, electrical sales and 
service. One of the best and largest auto- 
motive businesses on the West Coast of 
Florida. Owner retiring. Price $85,000. 
This will stand the most rigid investiga- 
tion. Jim McGinty, Business Opportunity 
Broker, 647 Central Ave., St. Petersburg, 
Florida. 

FOR SALE. In city of 55,000 with trading 
area of 95,000 in Northwest Ohio. Assets 
in centrally located building with parking 
lot. Office equipment, parts bins and 
tools, Choice of two dealer franchises 
available if you can qualify with factory. 
Lease on building available at reasonable 
terms, Business now operating full time. 
Box 3738, c/o Automotive News, De- 
troit 26. 

BUSINESS OPPORTUNITIES 


MANUFACTURING AND SALES RIGHTS 
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HORSEHEADS, NEW YORK 
EVERY FRIDAY 







DANVILLE, PENNA, 
EVERY WEDNESDAY 









You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


Jos. E. Johnson Tex Rickard 
Auctioneers 














Philadelphia’s 3 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY FRIDAY 
12 NOON 12 NOON 8 P.M. 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 
















KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 


EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
















NEW DODGE MODEL B—1-ton with Alt- 


NEW SCHOOL BUSES, 48 to 54 passenger. 



























WANTED. Studebaker, bearing No. 510365. 














describing to Caswell & Co., Ionia, Mich. 
MISCELLANEOUS 


ATTENTION SALES MANAGERS — Car, 
truck and trailer registrations are in- 
creasing in Texas. Lists of registered 
owners available for any locality or for 
entire state. Also lists of automobile 
dealers and of new car, truck, trailer 
purchasers, Write for prices Capitol In- 
formation Service, 403 W. 25th S8t., Aus- 
tin, Texas. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 300 Commerce 8t., 
Lynchburg, Virginia. 


heavy duty wrecker mounted on 1946 
Chevrolet COE. A-1 condition, priced to 
sell. Harold C. Howard, Inc., Dallas, 
Texas. 












man O'Neil panel body. Will sell below 
dealer net cost, Serro Motor Sales, Lin- 
coln Highway, Irwin, Pa., Phone 274. 


BUSES WANTED 




















Any make, full details including price in 
first letter, also new or used airport 
coach. Box 3731, c/o Automotive News, 
Detroit 26. 


PARTS FOR SALE 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We Are Quantity 
Shippers of All General Motors’ 


Parts. . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 































SALES AID FOR 
USED CARS AND TRUCKS! 


The improved PLASTIKON SIGN KIT makes 
displays quickly on windshields and showroom 
windows. Units are in brilliant colors on all- 
weather plastic. Self-adheres without adhe- 
sives—re-usable! 
Kit includes: 
Year Numbers, Car & Truck Names, Body 
Types, Price Figures and Headings, rang- 
in size from 2" to 6". 
Send for Bulletin No. 30 Now—for full 
information and actual sample 


Plastikon Display Signs 


45 North Division St., Buffalo 3, N. Y. 



































WANTED 
AUTO LITERATURE 


Organization forming automotive library 
needs new or used copies of out-of-print 
books. 

Smith's “Marketing of Used Automobiles” 
FTC's “Report on the Auto Industry” 
Epstein's “The Automobile Industry” 
Cohn's “Combustion on Wheels” 

Seltzer's “A Financial History of the 
American Automobile Industry” 


Write Box 3476 
c/o Automotive News, Detroit 26 







USED PARTS 


For all tractors, cars and trucks. 









Rebuilders! What do you need and 
what are you stuck with? We may be 
the buyers you are looking for. 


FULLER AUTO SALVAGE 


Box 628 
SALINA, KANSAS 



























v ARTS WANTED Now for Immediate Delivery 










—good will, sales records, correspond- 
ence, etc. of specialized pickup truck INDIANAPOLIS, INDIANA Advise price and location, Rush Stalli 
body, for sale outright or on royalty. Col. R. V. Martin, Auctioneer ae ngs, NEW IMPROVED MODEL 
Unit’ nationally known and advertised. | 9/5 N. Illinois St. Phone Lincoln 5383 ee ay nny aa ~ 
Box o c/o Automotive News, De- NEW LINES WANTED Automatic {is} BraKinGs 
troit 26. 

WELL ESTABLISHED central distributor, | Complete with Controit Steering | $ & 

SOUTH CENTRAL PENNSYLVANIA “Big 1 , 54 
serving Albany trading area. Limited Guide Cables & Brake Hook-Up { 


















Three’’ auto agency. Owner will lease 
new building and sell on very attractive 
terms. Trade area of 40,000. Box 3741, 
c/o Automotive News, Detroit 26. 


DEALER SERVICES 


DEALERS SERVICE 
Central U.S.A. Location 


We have personnel, experience-wise; to 


ATTENTION DEALERSIII 


At Greatly Reduced Prices 


1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 
Excellent Bodies -:- Good Motors 


All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 


43rd & Locust Sts. @ PHILA., PENNA. 


SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 
























train sales managers, appraisers, sales- 
men. Also specialty men for liquidation or 


promotional campaigns. 


Address inquiries 
BOX 261, URBANA, ILLINOIS 















AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 
ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 












i 

INVENTORY SPECIALISTS. Parts and ac- 
cessories inventories taken accurately, 
economically and quickly in Michigan, 
Illinois, Indiana, Ohio, Pennsylvania and 
New York. Talbot's Automobile Dealers 
Inventory Service, 4690 Newport, Detroit 
13, Mich. Phone VAlley 2-9377. 

AUTO EMPLOYMENT SPECIALISTS. 
Serving both employers and employes. 
Sales, service, parts, office and man- 
agement. Inquiries solicited. Cardinal 
Agency, 505 5 Avenue, New York City. 


USED CARS WANTED el 


GOTTA DEMONSTRATOR TO SELL? 
We'll buy it. Yes sir, we'll take delivery 
at your door and pay the top market 
price. Drive it 10 miles, no more than 
500 and we're interested. Popular makes 









LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 






















only. Write H-E-I-S-E-R, The Pay- 
master, 565 8S, State, Salt Lake City, FOR DEALERS ONLY 
Utah. 






WANTED. 1949 wrecked two door Cadillac. Located 6 miles North of Lancaster, Pa. 
Wire or write Mr. M. Brown, 6238 Kim- 
bark Ave., Chicago, Ill, 

JOE NEWELL, ‘‘King of the Cadillacs,” 
buys and sells more Cadillacs than any- 
one, Write or wire if you have a Cadillac 
or one hundred Cadillacs for sale, 21 
years in the Cadillac business. Joe 
Newell, ‘‘King of the Cadillacs,’ 6145 
Hollywood Blvd., Hollywood 28, Calif., 
Phone Hollywood 9-3607. 

USED CARS FOR SALE 


VOLUME POPULAR PRICE NEW car and 
truck dealer wishes to wholesale 20 or 
more clean used units per month in lots 
of any amount, Location—East Central 
New York state. If interested in either 
temporary or permanent connection of 
this sort, contact Box 3711, c/o Automo- 
tive News, Detroit 26. 


—WHEELING— 
AUTO AUCTION 


Every THURSDAY Noon 
Rt. 45—25 miles N. of Chicago 
John Corrigan—Auctioneer 


PHONE 348 WHEELING, ILLINOIS 
Dealers are "Wheeling to Wheeling” 





MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 









AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Y, Mile East of Illinois State Line 
On Route 30 
EVERY FRIDAY... 11 A.M. 
175-CAR AVERAGE 

Year's Percentage Sold Above 63% 

Dealers Buy - - - Dealers Sell 
GEO. LAWSON—Owners—BUD FENNEMA 

DUTCH STUART, Auctioneer 


Dyer Auto Auction 


Phone 4111-405! DYER, IND. |] 


Res.: Lansing, lil. 730 and | 
Lansing, Hil. 107R | 
























ATTENTION CHRYSLER DEALERS!!! 


SSS SSS SSS SSS 










number quality products with aggressive 
sales organization. Excellent facilities in- 
cluding siding and detached unit shop. 
Interested in additional line. Box 3706, 
c/o Automotive News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 







* DEAL }:--28 


Tow Bar Sales Company 


Exclusive Factory Distributors 
AN 3-8€88 18 4-840! 
DE 2-0700 Nites: )DO 3-8373 


40 SO. CLINTON ST., CHICAGO 6, ILL. 
Denver: KE 2323 — Los Angeles: OL 9782 
















Only a few left—order now. Approved 
parts control card desks. Saves you $$§$§. 
Immediate delivery $57.50 each. Sperber 
Mfg. Co., 1815 Trombly, Detroit, or 
your MoPar field man. Write for circular. 


AUTO AUCTION EVERY TUESDAY 


IN THE HEART OF THE NATION FORT WAYNE, IND. 


11:30 A Bring your cars or send them Monday, Monday Nite 
e e ¢ 


or Tuesday A.M. Our guarantee: You must be satisfied. 


Call us for Hotel Reservations: 
EASTBROOK 1254 


FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. HAROLD STRAIT, Auctioneers 


324 W. MAIN ST. FORT WAYNE, IND. 






















































Send Automotive News to Address Below 
for One Year $8 [] or Two Years $14 [1] 
for which check is attached [[] or send bill [J 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





NT DOERR 55 056 ob 0 0056:8 546 oka ddd eee Some: Wiles 3c ieee 
6 iso os ans beer ea sande ay eae Lakeaa ee Bs ves seas cca 
TRADE CONNECTION: 

Car Dealer (1) Truck Dealer [) Manufacturer [) 
Jobber [] Insurance [J Financial [) Supplier (1 

OR. aca vwctiatketuce Re aiaae nu calanats aie Gna Raa RS 
1-23-50 


Nm a cr eae ae ea eee 





Whether you sell single-truck owners...or fleet owners... 


There’s a NEW teary Duty lngineeted International Truck 


for every prospect on your list! 


Now every single new International Truck, from the 
largest to the smallest in the world’s most complete line 
of trucks, is HEAVY-DUTY ENGINEERED. 


Here’s why: 
1. It’s a real economy story. Heavy- 
duty truck buyers pick trucks that de- 
liver the most profit as proved by their 
cost records. For 18 years these men 
have bought more heavy-duty Interna- 
tionals than any other make. 


This gives International Truck Dealers a practical, pow- 
erful sales advantage that appeals strongly to every type 


of prospect they can have. 


2. It’s a proved sales story. The same 
management, engineers, production 
men, and test experts who kept Inter- 
national the top value in the heavy- 
duty field have developed every single 
model in the new L-Line. 


3. It’s an all-prospect story. Interna- 
tional Truck Dealers get the selling ad- 
vantage of heavy-duty engineering in 
every model — 4,200 to 90,000 pounds, 
GVW. They can help every prospect 
cut hauling costs. 


The Comfo-Vision Cab has “buy-appeal” for drivers and owners alike! 


“The roomiest cab on the road” is just one of many sales 
advantages International Truck Dealers have in the new 


Comfo-Vision Cab. 


Comfort features include: seats that are quickly adjusted; 


easy-to-control ventilation; natural-angle steering that makes 
hours behind the wheel less trying. And there’s a wonderful 


visibility story in the one-piece, scientifically curved Sweep- 


sight windshield, large door windows, twin rear windows, 


International Truck Dealers are really going to go! 


Heavy-duty engineering and the Comfo-Vision Cab are just 
part of the story. New engines, new maneuverability, new 
brakes — throughout every model there are new features that 
mean greater value for buyers, greater sales for dealers. 


ALL NEW, ALL PROVED 


INTERNATIONAL 


Tune in James Melton and “ Harvest of Stars,” NBC, Sunday afternoons 


INTERNATIONAL HARVESTER COMPANY 


VV 


ca 


IONAL 
\/ 


Yes sir, everything is right and ready!—in 1950 Interna- 
tional Truck Dealers are really going to go! 


International Harvester Builds McCormick Farm Equipment and Farmall & 
Tractors ...Motor Trucks... Industrial Power... Refrigerators and Freezers 


ka 


TRUCKS 


CHICAGO 
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